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The fittings sell the plumbing job 


What contractor doesn't realize this truth when we say that 
‘The fittings sell the plumbing job” ? 













The average house builder knows little more about the quality of 
his plumbing job than he can see—and he is often sure to judge 
the job you do by the fittings you have installed. It pays to 
be fussy in selecting the fixtures that you are to install. 


The sink combination above is a typical example of MUELLER 
fine plumbing fixtures. Modern in design, made of MUELLER 
bronze and heavily plated with enduring chromium, it is certain 
to ‘‘sell’’ any kitchen installation on which it is placed. It is a 
combination faucet with swing spout, indexed lever handles, 
removable soap dish and adjustable threaded flanges. When 
you write us, just ask for it by number—G-900. 


MUELLER CO. (Established 1857) Factory: Decatur, Illinois. 
Branches: New York, Dallas, Atlanta, San Francisco, Los Angeles, 
Chicago. Canadian Factory: MUELLER, Limited, Sarnia. 


MUELLER 


(Trade-mark Reg. U.S. Pat. Of.) 
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VOGEL NUMBER ONE 
FROST-PROOF CLOSET 


Simple in operation, Sturdy in con- 


struction. Half a million in operation. 
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... 7 HAPPENED MANY 
TIMES BEFORE AND IT WILL 


PROBABLY HAPPEN 
MANY TIMES AGAIN 





... that some closet outfit 
other than Vogels will be installed 
when frost-proof closets are needed, 
and in due course all are replaced 


by Vogel Frost-Proof Closets. 


Leading plumbers know this 


JOSEPH A. VOGEL COMPANY 


Wilmington, Del. St. Louis. Mo. 











Literature, imprinted 
with your name and 
address, sent promptly 


on request 
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Whatever the Style of toilet 


.. if ithasa STOKES 






HARD RUBBER. 
= FLOAT 
Guide Arms eed 

it’s easy 


FLOAT BALL 


made by 


Patented Process 


RUBBER TO SELL! 





Standard Oval 
and Round 
Floats 





Mark of Quality 


The additional cost of a STOKES 
HARD RUBBER FLOAT in the con- 


sideration of a toilet outfit is very little, 
yet this attractive fitting may furnish just 
the final argument needed to convince 
your prospect that he ought to buy 
YOUR outfit instead of some other. A 
hard rubber float will neither rust nor 
corrode, and is practically unbreakable. 








The STOKES Hard Rubber 
OVERFLOW TUBE, AD- 


JUSTABLE GUIDE ARM, 
and Reducing Bushing 


is the modern solution to the problem of 


ASK YOUR JOBBER 


MOULDERS SINCE 1897 


securing reliable tank fittings that are easy 
to install. The guide arm is adjustable to 
any angle, making it easy to connect the 
tank ball with the lever arm. The reducing 
bushing, with threads molded in, insures a 





leak-proof connection between the over- 
flow tube and the bottom of the tank. 
Canadian Plant: Welland, Ontario 
*HARD RUBBER IN EVERY CONCEIVABLE FORM 














‘ lJetween 


EIORE reviewing the contents of this issue we 
believe is an unusually attractive front cover. 
matic Hleat” cover page. 


the type of reader that Domestic ENGINEERING 


Hide 


creasing] 


ready mixed concrete industry is becoming 
y popular among builders, particularly im the 
larger cities, and presents a new technical problem for 


the heating contractor to solve. Concrete and its in 


vredients contain a good deal of moisture, and the in 


vredients, when stored, and the concrete when mixed, 
must be prevented from freezing in winter while stand 
ing in the supply bins or being transported to the job. 
\n article commencing on page 22 tells how a heating 
contractor applied a stoker to the job of keeping the con- 
crete at the proper temperature. 
ACK. of proper credit control is respon- 
sible for a large percentage of the busi- 
That 
are needed in the plumbing and heating 


the 


ness failures hetter credit methods 


industry was forcefully indicated at 
recent convention of the Central Supply 
\ssociation. As a result, during the coming 
vear this organization will concentrate its 
efforts principally on two things——credit and 
merchandising problems. [urther proof of 
the 


came from the recent 


for corrective measures 1n 


oO} 


oO} 


the need 


extension credit 


meeting the board of directors of the 


National 


This group adopted a resolution calling upon 


Association ot Master Plumbers 
the manufacturing and wholesaling branches 
of the industry to eliminate loose and untai 
In this issue, commenc- 


W. E. McCollum. 


credit matters. 


extension of credit 
on 


Ing page 206, an 


authority on Suggests a 


plan for stabilizing markets through prope: 


credit contre | 





Hie general theme of the Plumbing and Heating Mer- 


T 


Showmanship, ” 


chandising section in this issue is ‘Merchandising 


which is the title of one of the three 


feature articles appearing in the section. ‘This tells about 
n Washington, D. C., who has dis 
An 


other story tells how a plumber in New York City took 


a plumbing dealer 1 
covered how to attract the attention of the public. 
over the showroom of the local gas company. The third 
article gives a description ot the selling methods of a 


plumber in Birmingham, Ala. 


The man who is so busy that he does not 


want fea 


Both are products of expert engravers and artists and so reflect 


thinks a 


urselves T 


to what 


(> 


stop for a moment to call your attention we 


’ . , on 0 66 - 
A new treat is in store for you too when you reach the new “Auto- 


Your Zdile? 


" yon journal shows the way and if the craft 
would only take its education seriously and use 

your journal as a guide we should be able to gain proper 

recognition from those who are still skeptical.’ 


John N. Knoll, Columbus, Ohio. 


N the AUTOMATIC HEAT section 

you will find articles dealing with 
the and installation of auto- 
niatic heating equipment and devices 
that can be applied to your own busi- 
The man who sin- 
cerely wishes to improve his business 
methods better than to 
study carefully the successful prac- 
tices others in the line of 
trade. The articles in the AUTO- 
MATIC HEAT section are all pre- 
pared with that thought in mind. 


sale 


ness every day. 


can do no 


of same 





jv co-operative plan sponsored by Domestic In 

GINEERING for regaining gas appliance sales for the 
plumbing and heating dealer continues to win the sup 
port of a growing number of dealers, wholesalers and 
manufacturers in the industry. Jere L. Murphy, chair 


A. 


\merican Gas Association on 


man of the Special Committee appointed by the N. 
Mm. P. 


this important subject, has given his support to the 


to confer with the 


DOMESTIC ENGINEERING plan. “The program announced 
3] 


peals to me as one which is an effort to be fair to 


in your October issue,’ says Mr. Murphy, ‘ap 


the dealer, the gas appliance manufacturer and the gas 
company.” His complete statement appears in this 
Issue, 
4; ©. 


called 


In Domestic [ENGINEERING for November 


\W. a a 


upon every plumbing and heating dealer anc 


Donoghue, president of the N. 
utility company official to study the program. 


T 


valuable, 





HE last 


gineering” 


few issues of ““‘Domestic En- 


have been particularly 


with statements by leaders in 
heating industry on 
In 


manufacturer. 


the plumbing and 


important problems of the day. our 


issue for December 5. a 


a wholesaler and a contractor will dis- 


cuss the industry's needs. 


have lime to read his trade paper is like the 


man who was so busy chopping wood that he did not have time to sharpen his axe. 
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The Seminary of St. Charles Borromeo, Overbrook, Pennsylvania 


New Group in foreground: Alterations to old group in background: 
Paul Monaghan, Architect Hoffman- Henon Company, Architects 
Chambersburg Construction Co., Heating Contractors S. Faith & Company, Heating Contractors 


The Seminary of St. Charles Borromeo 
is one of many notable University Groups heated by Webster Systems 


Others include Princeton University, Massachusetts Institute of Technology, University of 
Notre Dame, University of Alabama, William and Mary College, Vassar College, etc. 


When the old group (shown in the _ trators, their architects and engineers 
background) was modernized three and warrant the prediction that true 
years ago the heating system was Control-by-the-Weather will play 
equipped with Webster MODERATOR an important part in university group 
Control—in which steam tothe entire heating during the next decade. 
old group of buildings is actually . chat 
Controlled-by-the- Weather through a ~Since 1888 


unique Roof Thermostat. Results in 







terms of fuel economy, enhanced 
comfort, ease of operation and low 
maintenance cost deserve the most 





Systems of 
Steam Heating 


For complete details and able cooperation write: Warren Webster & Company, Camden, N. J. 


careful study by university adminis- 
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engineer fmows ~ 


that a thermostatic trap, whore applicable — is the 


simplest and most desirable type. 


Grinnell secures continuous flow of condensation by means 
of a cooling compartment, permitting use of a thermostatic 


trap directly connected to the return outlet, with 


few feet of finned condensing pipe 
built into the unit 





THE 






THERMOSTATIC 
TRAP 
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The Tl hermotier | nter- 


nat Coolingfleg acoa effecting large sani on 


plishes a result such 
as 1s diagrammati- 


acy snot bom installation costs— both 
in material and labor. 


THERMOLIER 


THE GRINNELL UNIT HEATER WITH 14 POINTS OF SUPERIORITY 






G RTI WT AT E sz. — made in sixteen models 
ALN IN to fit any space and every 
C O }h P A NY condition, with adjustable 





‘INC. vanes or velocity nozzle. 


Executive Offices: Providence, R. I. 


Branches in all Principal Cities 
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In— 


SW EET’S ENGINEERING 
CATALOGUES FOR 1931 


you learn that steam heat is 
so completely mastered 
with Thermoliers that no 
one is ever again conscious 
of the temperature. Never too 
warm or too cool for any- 
one to give it a thought. 





_> 
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internal coolin 





INTERNAL 
COOLING LEG 
ACTS AS 
VACUUM 
CONDENSER 


pulling steam into 
the unit 
continuously 











'14 Points of Superiority | 
| GRINNELL COMPANY, INC. | 
305 West Exchange Street, Providence, R. I. 





i 
' 


We are interested in learning more about the internal 
cooling leg of Thermoliers. Send us detailed explanation 
and diagram. 
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Standardize on 
KENNEDY for 
ALL your Valves 
and Fittings 





Standard Bronze Gate 
Valve 


One of the large Kennedy line 
of bronze and iron gate, globe, 
angle and check valve types for a 
wide range of pressures 





Radiator Valve 


Built in both hot water and 
steam types and designed to 
follow the standard roughing-in 
dimensions formally endorsed by 
the Heating and Piping Con 
tractors’ Assn. 
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Kennedy Malleable tron Pipe 
Fittings are so truly malleable 
that they may be crushed al- 
most flat without splitting. 


ENNEDY Malleable Iron Pipe Fittings are annealed 

for over 200 hours to assure true malleability. After 

814 days of constantly maintained high temperature in the 

pyrometer-controlled Kennedy annealing ovens, you can 

be mighty sure that every molecule in each fitting has com- 
pletely adjusted itself so as to relieve all strains. 


You can demonstrate this thorough malleability to your 
own satisfaction by picking out any Kennedy Fitting at 
random from a batch supplied by your dealer and making 
the test shown in the sketch above. Besides being truly 
malleable, the metal in Kennedy Fittings has a tensile 
strength of over 45,000 lb. per sq. in. and their design pro- 
vides ample strength without unnecessary weight. 


Your machinists will further find that Kennedy Fittings 
help to speed up pipe fitting jobs by their clean, sharp, 
accurate threads and generous chamfer, and their uniform 
heavy galvanizing provides lasting protection against 
corrosion. 


On your next order be sure to specify Kennedys —the 
first job will fully demonstrate their many advantages. 


THE KENNEDY VALVE 
Mira. Co., Eimira, N.Y. 


Warehouses 


NEW YORK, 128-132 White St. SAN FRANCISCO, 448-450 Tenth St. 
CHICAGO, 1335-1337 S. Clinton St. 


Sales Offices—New York, Philadelphia, Cleveland, Chicago, Atlanta, Salt Lake City 
Seattle, Los Angeles, El Paso, San Francisco 








KENNEDY 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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haar your cue for better business real 
business now when you want it. And Hotstream 
can give it to you! Why? Because the Hot- 
stream is priced at a figure within the reach of 
everybody—-private homes, apartments, store 
building owners. It’s the heater for the mass 
market-—-yet a heater with such a distinguishing 
group of features that it’s a “natural” as well 
in today’s class market. 


Your opportunity at steady, generous profits is 
It’s a great buy. 
A business-getter that really gets the business! 


The splendid array of features embodied in the 
Hotstream indicate a value in service and per- 
formance never before equalled. You can honestly 
offer it to your customers with the genuine 
sincerity that they will enjoy real hot water 
happiness—-now and for years to come. 


Sales are at your elbow RIGHT NOW ready 
for the urge or display that turns them into 
profit for you. Write at once for the 1932 
Hotstream Catalog——just off the press. 


THE HOTSTREAM HEATER CO. 


“Makers of Heaters that Heat”’ 
CLEVELAND, OHIO 


Manufacturers of a Complete Line of Automatic Storage Heaters, 
Tank Heaters, Indirect, Gasoline and Kerosene Water Heaters. 


Represented in Canada by W. H. Cunningham & Hill, Ltd., 
Toronto 
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LARGER PROFITS 
in Mueller Streamline 
Copper Pipe and Fittings 
than you ever dreamed of 


The cost of an installation of Mueller STREAMLINE 
hard copper pipe and fittings is so reasonable, that, in 
many cases, plumbing and heating contractors using this 
product are meeting the figure for iron pipe and threaded 
fittings. 


Yet every owner, builder, architect and engineer 
expects to pay more for copper than they do for iron—and 
justly so. 


In this combination lies your profit opportunity. 
Costs are low yet the product brings a higher price. 


The cost of a Mueller STREAMLINE installation is 


comparable to iron for the following reasons: 


1. No insulation is necessary on hot water or steam 
lines unless directly exposed to briskly moving 
cold air currents, because copper radiates approx- 
imately nine times less heat than iron. 


Smaller pipe sizes can be used because the con- 
ducting area through pipe and fittings is uniformly 
and continuously smooth, and no rust or deposit 
can form to clog the pipe. 


ueller Brass 


PORT HURON, MICHIGAN 


MUELLER BRASS CO. OF CANADA, LTD. 
TORONTO, ONT. 


Three Generations of Brass Making 


2 h miata 
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3. Short ends of pipe are not wasted, because the 
new Mueller patented coupling is inexpensive 
(a foot of %4-inch Mueller STREAMLINE Stand- 
ard Hard Copper Pipe costs approximately the 
same as a *-inch coupling), and the labor in- 
volved is negligible. 


The heart of a Mueller installation is the patente 
joint. Cleaned, fuxed and heated, this joint is ready 
the journeyman’s skill. A few drops of solder are int 
duced into the solder feed hole. Immediately a brig 
ring of solder shows around the end of the fitting cc 
clusively indicating that a perfect bond of pipe, Mitt 
and solder has been formed. 


This is the unfailing sign of a perfect joint. Rust 
not corrode it. Expansion will not work it loose. Vib 
tion cannot make it leak. The joint is really stronger t 
the pipe itself. 


Mueller STREAMLINE Fittings are furnished in | 


range and in sizes of 4 inch to 6 inch inclusive. 


If you are not thoroughly familiar with this patente 
joint consult your jobber or write for our catalog. 
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PRODUCT 








“WISECO” Shower Curtain 
Combination 


STRAIGHT, CORNER OR “U” TYPE RODS 
WISECO QUALITY CURTAINS 
CAST OR WROT FLANGES 
PINS AND HOLDBACKS 


Nickel Plated or Chromium 


Complete in One Package 





A great convenience and time saver for both the 
plumber and the jobber 


“INSIST ON IT’’—See our Catalog “E”’ for full details 


J. B. WISE, INC. 
WATERTOWN, N. Y. 


New York Chicago 
Philadelphia Los Angeles 
Atlanta Seattle 
Detroit San Francisco 


atente 
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Josam Main Outlet Swimming Pool Drain 





Right: Josam Roof Drain 





with Removable Com- 
Josam Open Seat Back Water 


Sewer Valve bined Dome Strainer and 








Sediment Cup 





New Josam Adjustable Closet Outiet 
Connection. 








ENGINEERING 

















November 28, 1931 





Josam Double Drainage Floor or Shower 
Drain with Flashing Clamping Device 
and Adjustable Strainer. 













Left: Josam-Marsh 


Grease Interceptor 





Josam-Marsh Shock Absorber — 
TO QUIET WATER HAMMER. 











Left: New Josam WNon- 





Clog Triple Drainage 


Area-Way or Floor Drain Josam Double Drainage Floor or Shower 


Combined Drain and Trap with Flashing 
Clamping Device. 








PLUMBING CONTRACTORS 


who get the “break” 
ON big Jobs Wr wring coma 


tor who can install the 
sanitary and heating system with fewest changes in 
the architect's and engineer's plan, is invariably the 
contractor who gets the “break.” 


Modern building construction creates many a per- 
plexing problem that must be met without altering 
plans even if contractors must frequently jump from 
one line of products to another in order to meet 
requirements. On a big job, where time schedules 
count, this jumping multiplies obstacles and invites 
delays when goods have to come from many sources. 


The Josam line of sanitary specialties (twenty-four 
in all) practically eliminates the need for jumping 
from one line to another because of these two im- 
portant facts: first, that a Josam sanitary specialty 
already in existence will wholly meet the need; or, 
second, the breadth and depth of Josam engineering 
service conveys the assurance that the peculiar 
necessity of a particular problem will be adequately 
solved by the creation of the proper sanitary device. 


We will welcome inquiries regarding the use and in- 
stallation of the Josam Products listed below: Josam 
Drains for Floors, Roofs, Showers, Urinals, Garages 
and Hospitals; New Josam Non-Clog Triple Drain- 
age Drains; Josam Swimming Pool Equipment; 
Josam-Marsh Grease, Plaster, Dental and Surgical, 


Sediment and Hair Interceptors; Josam-Marsh Shock 





THERE ARE NO 

















SUBSTITUTES 


Plumbing contractors who get the “break” are the 
biggest users of Josam sanitary specialties because 
these specialties preclude the necessity of negotiat- 
ing changes with the architects and engineers and 
because the Josam line is recognized and generally 
specified by architects regardless of the type 
of building. 


To the layman, a Josam product may be only cast 
iron, but to the experienced craftsman's eye, it sym- 
bolizes that sense of responsibility for the perform- 
ance of a product which extends beyond its immediate 
sale. It is a visible manifestation of forward-thinking, 
‘engineering skill and conscientious manufacturing. 


A Josam representative in your vicinity, pledged to 
a policy of practical helpfulness, awaits an oppor- 
tunity to serve you. 


THE JOSAM MANUFACTURING CO. 
4904 Euclid Building Cleveland, Ohio 
Factory: Michigan City, Indiana Branches in all Principal Cities 


Manufactured and sold in Canada by Empire Brass Mfg. Co., Ltd., London, Ont 
Branches throughout the Dominion. 


Absorbers for pipe lines; Josam Open Seat Suinz 
Check Valves; Josam Open Seat Back Water Sewe: 
Valves; Josam Adjustable Closet Outlet Connection 
and Bends, Water and Gas-Tight. 


JOSAM PRODUCTS ARE SOLD 
BY ALL PLUMBING AND HEAT 
ING SUPPLY WHOLESALERS 





JOSAM PRODUCTS 
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7 NGSTOWN 
FOR PROFITABLE INSTALLATION 


A steam system in 
which Youngstown 
steel pipe again 
proved its ease 
of installation. 
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DISTRICT SALES OFFICES 


ATLANTA : - - Healey Building 


BOSTON «++++ +> Chamber of 
Commerce Building 


BUFFALO: Liberty Bank Building 
CHICAGO -- - Conway Building 
CINCINNATI: Union Trust Bidg. 
CLEVELAND: Term’! Tower Bldg. 
DALLAS - -- Magnolia Building 
DENVER - Continental Oil Bldg. 
DETROIT :« : - - Fisher Building 


KANSAS CITY, MO. - Commerce 
Building 


LOSANGELES-3000Santa Fe Ave. 
MEMPHIS - - - - 42 Keel Avenue 
MINNEAPOLIS « - Andrus Bldg. 
NEW ORLEANS - Hibernia Bldg. 


NEW YORK :- - 30 Church Street, 
Hudson Terminal Building 


PHILADELPHIA - Franklin Trust 
Building 


PITTSBURGH :- Oliver Building 


SAN FRANCISCO «- - - 55 New 
Montgomery Street 


SEATTLE - - - - Central Building 
ST. LOUIS: - - Louderman Bidg. 


YOUNGSTOWN =: - Stambaugh 
Building 

LONDON REPRESENTATIVE 

The Youngstown Steel Products 

Company, Dashwood House, Old 

Broad Street, London, E. C. Eng. 


GALVANIZED 

















I" EASE of installation and endurance, no steel pipe 
can offer more than Youngstown, whether used 
for plumbing systems, heating’ systems, sprinkler 
systems or refrigeration systems. ® Contractors have 
proved its ease of installation to their own satisfac- 
tion, while decades of service have demonstrated its 
strength and durability. Use Youngstown steel pipe 
on your next job and check its merits for yourself. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper. steel, under the well-known and established trade name ‘‘Copperoid”’ 


General Offices—YOUNGSTOWN, OHIO 


YOUNGSTOWN 


SHEETS PROTECT: SAVE WITH STEEL 
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Undivided responsibility . . 





New Electric, Self-Oiling 
Type “B” Deep Well Water 
System completewith pressure 
tank and piping. With any of 
a variet y of tanks. Capacities 
up to 1160 gallons per hour. 
Also built as “Z” engine- 
driven outfit. 


F-M Automatic, Electric 
Shallow Well Water System 
with either 35 or 70 gallon 
pressure tank. Sizes 210 and 
420 gallons per hour. 
Equipped with automatic air 
regulator. Low priced. 



















New “Z”’ Engine- Driven 
Self-Oiling Typhoon W ater 
System complete with 
pressure tank and piping. 
Sizes 600 and 1000 gallons 
per hour. Also furnished as 
electrically operated outfit. 





Direct - Connected, 
Electric Deep Well 
Home Water System 
for use where water 
must be lifted more 
than 22 feet. Made in 
5 sizes to cover any 
volume requirements. 
Operates automatically. 






























protects you 
and your customers 


()* LY in the Fairbanks- Morse line of Water 
Systems do you get the advantage of cen- 
tralized responsibility—pumps and complete 
pump and power units to meet every need, built 
by one world-known manufacturer. Fairbanks- 
Morse is the only water system builder that makes 
both engines and motors used in their own wide 
line of pump combinations. 


Think what this means — to you and to your 
customers. F-M equipment is built to function as 
a unit. Design is therefore more compact. Buyer's 
confidence in the entire unit is created by the 
universally known reputation of the pioneer 
manufacturer. Responsibility is undivided. Parts 


can be obtained from a 
single source. Engine pumps 
are powered with the 
famous F-M “Z” Engine— 
known for dependability 
the country over. 


With the Fairbanks- 
Morse franchise you estab- 
lish yourself as water 
supply headquarters in 
your territory. 


You can quote complete 
on any pump job 
You never lose an order 
because you cannot supply 
exactly the type of equip- 
ment required. Get the 
facts about the money mak- 
ing F-M franchise. We will 
send them promptly upon 
request if your territory Is 


open. Address Dept. I-11. 


FAIRBANKS,MORSE&CO. 


MANUFACTURERS, CHICAGO, U.S. A. 


Branches with Service Stations Covering Every State in the Union 





The Automatic, Electric 
Shallow Well Water System 
shown here has been the 
widely advertised F-M price 
leader for three years. This 
year more than ever it has 
been a sales stimulator for 
F-M dealers. Completely 
enclosed, small, compact, 
attractive blue lacquer 
finish. Two sizes, 210 and 
420 gallons per hour. Re- 
tail prices $66 and $94.50 
cash f. o. b. factory. 
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‘Say, Charlie,is your] ( LISTEN BROTHER-It's been 
Jobbing business! | Good ever since I started 




















any Good ?” || selling CHICAGO FAUCETS” 





pee 





—and another thing, 
says Charley Gawne ,Chicago Master Plumber 


‘My experience with Chicago Faucets is this: Demonstrate their difference 
and invariably you make the sale. 


‘Every plumber has had the experience that ordinary faucets wear out and 
have to be replaced. This, with steady repair bills, drives owners away from 
the plumber, who loses business on other items, too. 


‘Now, the Chicago Faucet does not wear out, has remained unchanged for 
years, parts are always available, and that's what the customer likes. On new 
work or jobbing, Chicago Faucets are my first and only choice." 


Replacing either a 
seat or washer is as 
easy as changing a light 


The working unit is 
removable and stand- 
ardized for every type 





of Chicago Faucet. Seat 
and washer are on the 
unit, separate from the 
body. No wear on the 
fixture means no re- 
placements. 





bulb, and just as inex- 
pensive. This is a pow- 
erful sales argument for 
the plumber to use when 
talking to the owner of 
any kind of building. 


THE CHICAGO FAUCET COMPANY 
2700-22 N. Crawford Avenue, Chicago 


CHICAGO FAUCETS 
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MODERN HEATING 
MAKES 
MODERN HOMES 































A Pair of Profit Makers 


Mleve you your supply of Domestic Engineering’s Remodel- 
ing Posters? Are you using them in your windows, on your 
trucks, in your store and on your automobile? 


Are you reprinting them in your newspaper advertising, on 
your letterheads, envelopes and other stationery? 


If you are not, you're missing an opportunity to tie in with 
this pair of profit makers, thousands of which have been dis- 
tributed to contractors everywhere. 


Send your order today for as many of both or either of the 
posters as you can use. They are 25” x 442” and are printed 
on orange paper in black. 


DOMESTIC ENGINEERING 


1900 Prairie Avenue Chicago, Illinois 


Here are the Low Prices: 


100 posters (50 plumbing and 50 heating) $1.00 
50 posters (25 plumbing and 25 heating) 50 ' 
90 posters (10 plumbing and 10 heating) .20 
10 posters (5 plumbing and 5 heating) .10 


Join this drive for remodeling business. 
Get these posters. Put them up. 


Use them. Order them today! 




























OLD HOUSE AND A NEW ONE 
IS PLUMBING! 






oC THE DIFFERENCE BETWEEN AN 
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for a faster, better job 


DOMESTIC ENGINEERING 
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...more profits for you 


ASY to handle—easy to apply— 

easy to sell, Johns-Manville Im- 
proved Asbestocel offers special advan- 
tages to you as a heating expert. 

Every section of Improved Asbestocel 
is designed to save money for you and 
your customer. Strong and substantial, 
Improved Asbestocel stands up under 
rapid handling—even a 10-foot drop 
from a ladder will not damage it. 

Every section of Improved Asbestocel 
is uniform in length and thickness. It is 
round and stays round. It is straight 
lined and clean cut. Snap it shut around 
the pipe and it fits firm and snug with- 
out waste motion and without squeezing 
into place. Improved Asbestocel always 
makes a smooth neat job of which you 


can be proud—that will bring you future 
business—that will deliver more heat 
per ton of coal. 

Improved Asbestocel is the only do- 
mestic heating pipe insulation that is 
nationally advertised. For many years, 
your customers have been taught to 
realize that the red band of Improved 
Asbestocel identifies a superior product, 











co. Improved , er 








LaPROVED 


aSBESTOCEL 











This red and white label on 


every section of Improved 
Asbestocel identifies it to 
your customers. 


capable of giving greater efficiency and 
better appearance on home-heating 
systems. 

Try Improved Asbestocel on your 
next job. Let it speak for itself. There is 
a Johns-Manville distributor near you 
—a telephone call will bring prompt 
service. Get in touch with him or write 
us direct for his address. Address Johns- 
Manville, 292 Madison Ave., 
New York City. 


and don’t forget the 


boiler... 


While you are applying Improved 
Asbestocel Pipe Covering, put on a 
boiler covering also that will be in 
keeping with the quality of the job. 
We recommend Improved Asbesto- 





cel Sheets and Blocks with a finish coat of J-M 
No. 302 or No. 352 Cement which drys to a 
smooth white finish. We will gladly work 
with you in estimating the cost of the job. 






- Johns-Manville 
|_ow Pressure 





| nsulation 
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STANDS OUT 


Nine out of every ten would pick the same leader 
in aviation, football, golf, baseball, and last but not 
least in pipe tools and pipe machines. 





Every one of these leaders has earned the right to 
lead by hard work, knowledge, courage, and tenac- 
ity. This leadership has not been gained in a day, a 
month, or a year, but only after long hard prepara- 
tion, and constant effort to improve past perform- 
ance. 





So it is that ‘‘TOLEDO”’ is recognized by all users 
of pipe tools and pipe machines as the leader in its 
field. No other name has such an enviable record 
of performance and customer’s satisfaction. You, 
too, will find that ‘‘TOLEDO”’ stands for efficient, 
economical performance, and a copy of the com- 
plete ‘‘TOLEDO”’ catalog will be mailed you on 
request. 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO 
New York Office ° . 72. Lafayette St. 


“TOLEDO 











Our Industry 








SOME GENERALS JOIN THE ARMY 


Poor Business Makes Good— 


‘Two years of poor business is quite likely to do the industry 
more good than the two preceding years of good business. 
Evidence is increasing that this paradox will some day soon 
be recognized as true. 


So-called good years brought a lot of orders to almost 
everybody. And under the spell of this record-breaking 
volume some companies made profits, others made a living 
and still others succeeded in making a failure. 


Volunteers Were Scarce— 





Nearly everyone agreed that something was wrong because 
the results were far out of line with what they should have 
been. But the man who is making a living is not enlisting as 
a private in a Campaign to improve general business. Only 
when the pressure of incoming orders is replaced by the 
pressing need for sales does the average man take the time 
to stop, look and listen. 


We Needed Leaders— 


Leadership is at least half and probably more of a successful 
campaign and signs are cg mpraen. i that this industry 1s get- 
ting the leadership which it needs. The last few issues of 


DOMESTIC ENGINEERING have brought you signifi- 


cant proof of this. 


And Here They Are— 


The address by P. W. Donoghue on behalf of the plumbing 
contractors, the significant request of his board of directors 
that credit abuses be promptly corrected, the definite 
nature of the reports and decisions made by manufacturers 
and wholesalers at their recent Chicago meeting, some 
local campaigns, all point to constructive thinking which is 
the forerunner to definite improvement. We may be par- 
doned also for referring to our own program for bringing 
back gas appliance sales to the plumbing and heating 
industry. This program is winning nation-wide attention 
because it is fair, timely and possible to accomplish. 


House cleaning is a trying time for everybody, but after it is 
over, all of us are glad that we tackled the job. 
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Fig. 1— Here the 
stoker is installed 
and the opening in 
the hopper receives 
the coal bin hopper 
funnel 








KE SOMETIME feel that we are a Sa : 
the only ones in the world to have Concrete, and Its ingredients, 


trouble. About two years ago a contain moisture. The in- 
large Cincinnati supply house came to the 


writer with a problem which they were hav- gredients, when stored, and 
ing difficulty in solving. The fact is that they the concrete when mixed 
/ 


were engaged in an effort to make some pro- ji 
vision for the heating of ready mixed con- must be kept from freezing in 
crete. At that time, the ready mixed con- . . . 

crete industry, being in its infancy, had not winter. This article tells how 
reached the proportions it has today in the a heating contractor applied 
matter of quantities delivered. 


We found that this supply house had sold = @ stoker to the job of keep- 
to the Cincinnati Builders Supply Company ing the materials workable 


steel bins and scales for the mixing of con- 
crete. These bins are illustrated in Fig. 8. in storage and on the job. 
This was entirely a new application of heat- 
ing as far as we were concerned and we were 
unable to determine just exactly what factor 














































































































of heat transfer to use im calculating the 7 “. 
amount of heat that was necessary to be sup- ry ae 
plied to deliver the concrete on the job at a PE A SS RE ee: PR ee ee 
temperature around 100 degrees. | 

After very careful consideration the factor 
was finally decided upon and the heating sur- 
face was calculated as bare steel piping in | 
zero degree outside air. The two mixing bins 
were lined with pipe coils and a 1700 gallon ie ai 
per hour water heater with a 300 gallon stor- aicieal alae pti t a eel 
age tank was installed together with a tem- BT Rete Se oes ees taken through 
perature regulating valve. A 30 h.p. vertical ee te ee eee, Pee one of the bins. 
high pressure boiler was used for the source = orl pod baglinl 
of steam. The bins were enclosed on the out- <— parts so that in 
side to shield them from the weather and the , ' ie ae wee 
interior where the batchers worked is heated. y — —— —— v a gg Aga 
The accompanying photo labeled Fig. 8 1l- \ —— ar the severe 
lustrates the bins after the boiler room was a athe nae tna 








added and the heating installation completed. 














Presents New Heating Problem 


walk alongside the conveyor. This photograph was taken 
prior to the erection of the boiler room and the installa- ) 
tion of the water heater. 
In freezing weather sand and gravel in the cars will 
freeze into a solid mass because of the moisture in the 
material. Before these cars are loaded, four pipe “U” 
By bends are placed in each car. These bends are drilled on 
12 in. centers with % in. holes and the live steam hose 
WM R STEVENS connection is made to each “U” bend. Steam is forced 
ears into the sand and gravel and thaws it out sufficiently to 
flow into the bins of the tipple. A live steam line with 
valve openings every ten feet is run the entire length 
of the tracks for these live steam connections. Two 3 
in. and two 2 in. steam lines run through the entire 
length of the tipple just inside the chute doors. ‘These 
prevent the sand and gravel from freezing after it has 


You may get some idea of the size of the 
Cincinnati Builders Supply Company from the 
number on the side of the truck in the first 
photograph. There are 10 of the batcher 
trucks shown in Fig. 8. 


This installation was used throughout the 
last heating season and ready mixed concrete 
was delivered on the job at a temperature 
sufficiently high so that it set before freezing 
could take place. 


The increasing demand for a high quality 
ready mixed concrete such as the Cincinnati 
Builders Supply Company was delivering to 
their trade necessitated their expansion to a 
new and larger yard, the heating of which has 
just been completed. The first yard described 
above and shown in Fig. 8 is known as their 
Avondale yard and the second one as their 
Hunt Street yard. In the latter yard they had 
located an old coal tipple which is illustrated 
in Fig. 6. This coal tipple was converted into 
sand and gravel storage bins, each bin capable 
of holding two carloads of aggregate, with 12 
bins on each side of the tipple. On the lower 
side of this tipple was installed a conveyor as 
shown in Fig. 6. The aggregate is delivered 
from the chute of the bin to the belt conveyor 
where it is carried to the vertical chain bucket 
conveyor shown at the extreme left of Fig. 3 
and thence to the mixing bins which are shown 
just beyond the tipple. Just to the left in Fig. 
3 at the very end of the tipple is the present 
location of the boiler room. Note the hot 
water heater on the ground just under the cat- 


Fig. 3—This shows the actual installation of 
the piping laid out in Fig. 7. Make-up 
water is supplied through a water feeder 
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Fig. 4—The tipple seen in Fig. 6 is at the 
right in this view and the new structure 
contains the mixing bins. The bin to the 
left is the cement bin and the bin to the 
right is for sand and gravel. These bins 
were lines with pipe coils for steam and the 
temperature of the material is raised to 100 
deg. Fahr 


heen deposited in the bins thus permitting it 
to flow freely through the chute and onto the 
helt conveyor as already described. 

The next photograph shown in Fig. 4 il- 
lustrates the mixing bins themselves. The bin 
to the left 1s the cement bin and the bin to the 
right is for sand and gravel, this being divided 
into four equal containers for the various sizes 
of gravel and sand. 





Using as a basis the experience gained on 
the previously described Avondale yard job, 
the bins were lined with pipe coils so as to 
heat the concrete to a temperature of about 100 
deg. Kahr. Fig. 2 shows a section through the 
length and width of the bin indicating the pipe 
coils as they are installed. The coil is divided 
into two parts so that in moderate weather the 
lower coil only is used and in more severe 
weather both coils are used. 


Steam for the sand and gravel mixing bins 
is supplied underground from the boiler room 
which was located after the picture was taken 
just to the right of the bins shown in Fig. 4. 

The steam supply and return lines are run 
in tile pipe together with the hot and cold 
water supply to the mixing chamber. 

The photograph labeled Fig. 11 is a view 
of the interior of the concrete mixing bin. 
Kach aggregate is weighed individually, the ce- 
ment being conveyed into the batcher tank by 
means of twin screw conveyors. The bins are dumped 
through the levers in the front of the scale as shown. 
The scale to the left is an automatic scale which weighs 
the water delivered to each truck. Notice the foot 
lever at the bottom of this tank which releases the water 
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supply into the truck. The water must be hot in winter. 

The photograph labeled Fig. 9 illustrates how the mix- 
ing trucks are loaded from the batching tank. Notice 
the cement chute just to the right above where the man 
is standing on the truck. It slides into the funnel which 
delivers the mixture into the truck. The large water 
supply pipe shown is the discharge from the scale tank. 
The small pipe is used for washing out the trucks before 
they are filled. 

Just in front of the ladder between the two trucks, 
note the steam and water supply lines which go up and 
into the concrete mixing bins. Also notice the 3 in. 
flanged pipe line running up and into the top of the 
cement bin. This is the means of conveying the cement 
to this bin from the cars which are unloaded in the 
tipple. 

To more clearly identify in your mind the location of 
the boiler room from this photograph, it is just behind 
the steamfitter’s bench and the roof level of the boiler 
room is the same as the grade of the drive at this point. 





Fig. 5—The drawing at the left il- 
lustrates the coal 
and storage facilities for the boiler 


stoker, hopper 


plant 
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The stack at the present time rises in a straight line 
with the corner of the building in the background. The 
cement conveyor pipe as mentioned above follows along 
the tipple, the cement being supplied to it by a device 
as shown in Fig. 10, the tank in the right background 
being ah air supply. This air is delivered through a 
separate 3-in. line from a high pressure air compressor 
located in the building adjoining the tipple. The cement 
is carried through the large hose and thence through the 
3-in. pipe as shown. This eliminates the necessity of 
dumping the individual cement sacks and cleaning them 
as the cement is delivered in bulk as shown. 


The column in the background of Fig. 10, beyond the 
car, where the man’s coat is hanging is where the steam 
riser comes up and feeds the nozzle connections used in 
thawing out the sand and gravel. Also notice the rail- 
road tracks on the heavy wood beams with openings on 
each side where the sand and gravel is dumped into the 
respective bins. 

The drawing in Fig. 5 shows both the application of a 
stoker to the boiler and the coal storage facilities. Note 
that the coal is dumped into a hopper which is connected 
directly to the stoker hopper. It is not necessary to 
handle the coal from the time it leaves the truck until 
the ashes are removed from the boiler. 


In Fig. 1 is shown the stoker in position with the 
outlet in the stoker hopper for the coal bin connection. 
The boiler is fired by an automatic stoker which is 
equipped with low water fuel cut-off and pressure con- 
trol. The motor is protected by an overload relay and 
when cutting out an additional relay circuit is thrown. 
This places in operation an alarm signal which is lo- 
cated in the batcher division of the concrete mixing bin. 
As a result it is not necessary to keep a fireman in 
attendance while the machine is in operation. 


Water is supplied to the boiler through an automatic 
return trap as shown in the drawing of Fig. 7. All 
condensate from the returns is delivered to the receiver, 
make-up water for which is supplied through a water 
feeder. Condensate then flows to the tilt trap which dis- 
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Fig. 7—This is the piping layout for automatically re- 
turning the condensate to the boiler, This piping installed 
in seen in Fig. 3 


charges the water to the boiler after the water line drops 
below the line of the pipe extended into the steam dome 
of the boiler. Air is eliminated from the system through 
a '4-in. air relief valve which is dropped to the floor. 
This equipment is shown in Fig. 3. 

Steam is supplied by a 125 lb. pressure boiler of 70 
h.p. capacity with hand firing. We estimate the applica- 
tion of the stoker increases the capacity of the boiler to 
about 85 h.p. with the possibility of 125 h.p. when over 
load demands. 

Note also in Fig. 3 the hot water heater under the 
receiver for the return trap which is controlled by an 
automatic temperature valve 
so that water is delivered to 
the mixing bins at a tempera- 
ture of about 150 deg. Fahr. 

This system as you can see 
is entirely automatic which is 
seldom possible with an ap- 
plication such as this. The 

(Continued on Page SI) 






































i—Thixs shows = the 
concrete mixing 
which a heating 
job was installed. The 
structure is an old coal 
tipple which was converted 
into sand and stone bins. 
The bottler room was bullt, 
after the picture was 


Fig. 
second 
plant in 














taken, at the left of the 
vertical bucket conveyor. 























The tank on the platform 
under the cat-walk along- 
side of the belt conveyor ix 
the water heater. It is a 
200-gal. tank rated as a 
1,200-gnl. henter 




























































“It is my firm conviction that 
we can not hope for general 
stabilization of markets until 
unfair and discriminatory meth- 
ods of credit granting are elim- 
inated . . . Realizing this, isn t 
it high time that the leaders in 
the three branches of the in- 
dustry should foster some plan 
whereby a reasonable return 
on invested capital can be 
made on whatever volume is 
available? ... Now seems to 
be the opportune time to lay 
the foundation for future ste- 
bilization and profits. 


An address by W. E. McCollum, 


executive vice president of Manu 
facturer’s Clearing House of Illinois, 


Inc., before the 37th Annual Meet- 


ing of the Central Supply Association, 
Chicago, October 98 1931 


T IS a real pleasure to appear on your program and 

speak on “Stabilization of Markets Through Credit 

Control,” a subject which is of especially great inter- 
est, at present, to all three branches of the plumbing 
and heating industry. 

After several years close contact with various whole- 
salers, credit bureaus and an intensive study of credit 
practices employed by manufacturers, I am thoroughly 
convinced that many of our present troubles are the re- 
sult of reckless, unwarranted and unintelligent granting 
of credit. 

It is also my firm conviction that we cannot hope for 
general stabilization of markets until unfair and dis- 
criminatory methods of credit granting are eliminated. 

For these reasons I feel justified in speaking plainly. 
I sincerely hope, however, that no one will feel that I 
am singling him out for censure. No reference, here- 
after, will be made to manufacturer-wholesalers as they 
will be considered as a part of that branch of the in- 
dustry which is being commented upon. 

One of the troubles with our industry, in recent years, 
has been a lack of protection of those engaged in it. 

Only a few years ago, in order to be generally recog- 
nized as a wholesaler, a man was required to have a 











Stabilization of Markets 
Through Credit Control 


capital of $40,000, a place of business, carry complete 
stocks and travel salesmen. 

In late years, a man with only a few thousand dol- 
lars could start in business as a wholesaler, procure con- 
signed stocks and obtain credit on open account rang- 
ing from five to twenty times the amount of his capital 
investment, depending upon how anxious manufacturers 
were to obtain distribution in that territory. 

Wholesalers also have disregarded the long established 
ethics of the industry. If a wholesaler was*not ob- 
taining a share of the big work, it was not an uncom- 
mon practice to finance some small contractor and put 
him in competition with contractors who had spent 
years in establishing lines of credit with their sources 
of supply and banks. 

If they were not obtaining a satisfactory volume in 
some particular territory or city, they often encouraged 
some journeyman to go in business and financed him. 
Numerous instances can be cited where a wholesaler 
has put a journeyman in the contracting business in 
order to secure just one job. 

Is it any wonder that we now have too many whole- 
salers and too many contractors? 

Lack of volume has been the common complaint on 
all sides for the past year and a half, but—with the 
exception of the active solicitation of modernization 
work—there is little we can do to stimulate building. 


If manufacturers, wholesalers and contractors would 
publicly announce that for a period of six months plumb- 
ing and heating products would be sold and installed 
without profit, there would be only a very slight increase 
in demand. 

Realizing this, isn’t it high time that the leaders in 
the three branches of the industry should foster some 
plan whereby a reasonable return on invested capital 
can be made on whatever volume is available? 

It is easier to stabilize markets on advancing prices 
than on declining prices. For almost two years we have 
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had declining markets. On some commodities a further 
adjustment of prices may be necessary, but some time 
in the not far distant future—our markets must take 
an upturn. 

Now, therefore, seems to be the opportune time to lay 
the foundation for future stabilization and profits. 

The plan for stabilization must be simple. It must 
be workable. It must provide for equality of oppor- 
tunity and permit freedom of action. It must not in- 
clude any agreement which might be construed as violat- 
ing federal or state laws. It must be drafted to protect 
the interests of the large majority in each branch of the 
industry and should be put in operation without delay. 





Now for the plan— 


Competition by a regular discounter is usually fair 
competition because to discount regularly one must oper- 
ate at a profit. 

If the entire wholesale division of our industry could 
be placed on a discount basis, it is reasonable to assume 
that it could be returned to a basis of profitable oper- 
ation. 

When the wholesale division is returned to a basis of 
profitable operation it is reasonable to assume that the 
contracting as well as the manufacturing divisions will 
likewise be able to earn a reasonab'e return on invested 
capital. 

Such an ideal situation can be brought about through 
the national adoption of a policy of intelligent credit 
granting, observance of printed credit terms and rigid 
collections. 

If manufacturers will require all their wholesalers to 
discount or pay on the net due date, those wholesalers— 
of necessity—will require their contractor customers to 
discount or pay on the net due date. 

Contractors—in order to protect themselves—will re- 
quire signed contracts which provide for definite cash 
payment at definite times as their work progresses. They 
will not start work until they know where their money 
is coming from and they will stop work when payments 
are not made in accord with the terms of their contract. 


How will such a plan appeal to the industry? 


Obviously, those who have observed sound principles 
of credit granting and have had a policy of rigid col- 
lections will support it. Those who have had a liberal 
credit policy should welcome the opportunity of having 
their current sales discounted and their past due ac- 
counts liquidated. Those who have been giving special 
credit terms instead of special prices may hesitate to 
change their policy. Those who are receiving special 
credit and those who are owing large 
amounts past due to their sources of supply will oppose 
the plan—but they will do so under cover. 


concessions 


Fortunately, a substantial majority of wholesalers 
still discount or pay their bills when due. These are 
the men who must force the issue if this proposed plan 
of stabilization of markets through credit control is to 
become effective. 

These men, acting individually and for their own 
protection, must go to their sources of supply and de- 
mand that they eliminate all unfair and discriminatory 
methods of credit granting, such as special datings, in- 
vestments and dead or revolving balances, and in the 
future observe their printed credit terms. 
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In plain words, Mr. Wholesaler, who discounts or 
pays on the net due date, must say to each of his sources 
of supply: 

“Mr. Manufacturer, do not give to my competitors 
or to wholesalers in any part of the United States, 
any more favorable credit accommodations than you 
give me.” 

Mr. Contractor, who discounts or pays on the net 
due date, must deliver a similar ultimatum to his sources 
of supply, and should include a recommendation regard- 
ing the practice of advancing money for payrolls. 

Is such a plan legal? 

Yes. 

Credit is not an inherent right; it is not something 
which you can demand. Credit, therefore, is a privilege. 
When a privilege is abused it should be withdrawn. 

How will manufacturers react to such a plan? 

The forward thinking executives should support it. 
Unless they do something to protect the interest of their 
present discount and prompt pay customers it will be 
only a short time until those customers will be paying 30 
days and 60 days slow. 

sad debt losses are a recent development with most 
manufacturers. Up until two vears ago their bad debt 
losses were practically nil when reduced to a percentage 
Today it is a different story, but there are 
some executives who do not yet realize the seriousness 
of the credit situation and not learned to 
“No” if a large order is in sight. 

Some manufacturers, who have sustained substantial 
bad debt losses during the past year, are averaging their 


of total sales. 


have say 


losses over a period of years. It may also give them 
some consolation to average their earnings for the same 
period, but they will not pay dividends on that basis 
this year. 

A few manufacturers, after they become heavily in 
volved in an account, assume the attitude that they can 
afford to absorb a heavy loss because of the large volume 
of business received from that particular customer over 
a period of years. This is just another type of consola 
tion. In these days of heavy operating losses, a bad 
debt loss is a net loss regardless of the volume sold. 

The average net profit of manufacturers in normal 





“If manufacturers will require all their 
wholesalers to discount or pay on the 
net due date, those wholesalers 

of necessity--will require their con- 
tractor customers to discount or pay 
on the net due date. Contractors 

in order to protect themselves will 
require signed contracts which pro- 
vide for definite cash payment at 
definite times as their work prog- 
resses. They will not start work until 
they know where their money is com- 
ing from and they will stop work when 
payments are not made in accordance 
with the terms of their contract. 
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“A few years ago a wholesaler could make money on accounts 
which paid net at the end of ninety days. Today an account which 
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pays on 4a 90-day basis with most of its sources of supply is a 


hazardous credit risk. 


“In these days of high operating costs and low gross margins, a 
wholesaler cannot afford to lose his cash discount. Based on a 
gross margin of 20 per cent, a 2 per cent cash discount on pur- 
chases is equivalent to a net profit of 1.6 per cent of this selling 
price, and a 5 per cent cash discount is equivalent to a net profit 


of 4 per cent. 


‘Wholesalers who now pay on the net due date or take extra 
time should make a desperate effort to return to a discount basis. 
They may find it to their advantage to go to their principal sources 
of supply for counsel and advice, but if they ask for help they must 
justify it based on audited figures which have been fairly depre- 


ciated. 


W.E. McCollum 





times ranges from 3 per cent to 5 per cent of sales. 
To offset a bad debt loss of $10,000 it is necessary for 
the sales department to sell an additional volume of 
at least $250,000. Where can this extra volume be 
obtained today ? 

With reliable statistics before them regarding con- 
tracts awarded, permits granted, total monthly ship- 
ments, total unfilled orders and total stocks on hand, 
most manufacturers have curtailed production in ratio 
to demand. A few manufacturers in each branch of 
the industry, however, persist in operating their plants 
at a ratio not justified by orders on hand, on the theory 
that the extra output will lower their cost of production 
and increase their profits. 

To dispose of this surplus production, they sell to 
slow pay distributors at a fictitious “long price’ or to 
discounters—-usually not their regular customers—at a 
very close price. The distribution of this surplus pro- 
duction contributes substantially to our present de- 
moralized market conditions, and an analysis of such 
sales would probably show that the bad debt losses, carry- 
ing charges and decreased gross margin more than offset 
the anticipated savings through lower production costs. 

In most of the surveys of the affairs of wholesalers 
who are in financial distress or whose affairs have been 
liquidated, it has been found that where a manufacturer 
is deeply involved in an account, the desires of the sales 
department rather than the credit department have pre- 
vailed. 

Too many manufacturers fail to realize that for the 
past three years, instead of adding to their surpluses, 
wholesalers—generally speaking—have paid for the 
privilege of being in business. 

In their efforts to distribute more merchandise many 
wholesalers have handled orders for large building oper- 
ations at a gross margin less than their operating ex- 
penses. Very often, in their desire to secure a large 
order, they have subscribed for stock or have accepted 
real estate bonds in part payment of merchandise sold— 
much ot this paper is now worthless. 

Because of declining markets, wholesalers have suf- 
fered heavy losses through shrinkages in inventory 
values. In order to continue to discount or pay their 
sources of supply on the net due date, many wholesalers 


have wiped out their surpluses, and some of them have 
tapped their capital investments. 

If manufacturers expect wholesalers to stay in busi- 
ness and continue to distribute their products, why 
shouldn’t they support this proposed plan of stabiliza- 
tion? 

Wili the contracting branch of the industry support 
such a movement? 

Yes. They, too, have been paying for the privilege 
of serving the wholesaler and the manufacturer. They, 
too, have depleted their surpluses and many of them 
are now carrying large amounts of building bonds and 
real estate mortgages. 

Because of the failure of wholesalers to force col- 
lections, many contractors have followed a similar pro 
cedure and, as a result, now have thousands of dollars 
in accounts receivable which are uncollectible. 

At their national and state conventions and through 
the trade press, master plumbers and heating contractors 
have condemned manufacturers and wholesalers for 
their loose credit granting. 

Who got all this money which the wholesalers and 
contractors lost? Did the manufacturers get it? 


No. Only those who erected buildings profited and 
few of them appreciate the bargains they obtained. 


If manufacturers and wholesalers were to adhere 
strictly to their printed terms and withdraw credit when 
an account becomes past due, would many wholesalers 
and contractors be forced out of business? 


Yes. Those who are now insolvent and have disre 
garded gross margin and: operating expenses in their 
endeavor to pyramid sales so they could “Rob Peter to 
pay Paul” will pass out of the picture. 


Should exceptions be made in favor of those who 
are solvent but who, on account of large inventories. 
large receivables and bank failures, are temporarily shor! 
of working capital? 


Yes—provided the firm desiring help is willing to sub 
mit to a survey of its affairs and the report of the 
auditor shows that the business can be returned to a 
basis of profitable operation. 


Many surveys of the affairs of wholesalers have been 
(Continued on Page 9) 
































~ Modernization 








N our issue of September 
5, we carried a story on 
a study of handwashing 
facilities in the schools of the 
United States. That investi- 
gation indicated a market 
that is yet to be developed, 
for not all schools, by any 
means—even in larger cities 
are properly equipped with plumbing. The pictures 
on this page, published by the courtesy of Kohler Co., 
show the results of a recent modernization job in a 
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a Call from American Schools 


mid-western school, where 
modern urinals take the place 
of the old-fashioned trough, 
and where a later type of 
toilet with flush valves has 
replaced a battery that had 
quite evidently given its 
full term of service. It’s 
school-time now, and investi- 
gations in any locality will indicate conditions about 
which the school board should be informed by the plumb- 
ing contractor familiar with them. 

























Remodeling Country 





This article tells how the need for 
supplying water for one building de- 
veloped into a remodeling job of major 
proportion to meet demands not seen 


by the original builders 
By R. M. STARBUCK 


N plumbing remodeling operations as they apply par- 

ticularly to country installations, in no two instances 

has the evolution of the old-time plumbing system 
followed anything like the same path. Furthermore all 
the benefit from plumbing expansion which is now tak- 
ing place out in the country is not necessarily going to 
the local plumber. To be sure, he often has the inside 
track and deserves to have it. But today he has to 
know what makes a first-class modern plumbing system, 
and how to install it. If he doesn’t, he is more than 
likely to lose the contract to some competitor twenty-five 
miles away, better qualified and better equipped. 

The automobile is largely responsible for these con- 
ditions. And the automobile plus the good roads that 
have followed in its wake, is the real reason so many 
plumbing developments are now taking place out in the 
country. 

This leads us to the story of a very interesting plumb- 
ing development located in a small village or hamlet in 
Massachusetts, high up in the Berkshires, on the road 
between Springfield and Pittsfield. 

Something like five years ago, a physician of Western 


Property for Comfort 





Fig. 1—‘The Big Heuse” 


Massachusetts purchased a fine old residence 
in the town, and proceeded to transform it 
into a rest home for patients and others. 
We want first to describe the remodeling 
of the plumbing. Then we want to point 
out the many things pertaining to the plumb- 
ing progress of the community that have 
come out of this beginning. 

Not the least interesting feature of our 
story is the fact that the purchaser of “The 
Big House” is the daughter and sister of 
two plumbing contractors. It is largely 
through their help that the original remodel- 
ing and the ideas leading to further expan- 
sion were worked out. 


When the house was built, people did not 
know so much about the comfort there is 
in good plumbing and in an abundance of 
it. Therefore it is not surprising that the 
original plumbing was confined to a single 
bath room and a kitchen sink. 

When the remodeling had been completed 
there were four modern bath rooms and 
seven additional lavatories in the bedrooms, 
with two sinks in the kitchen. 

In Figs. 2 and 3 are shown the first and 
second floor plans after the remodeling had been com- 
pleted. 

The original bath room was located where the general 
bath room is seen on the second floor. The other three 
bath rooms were more easily provided for than would 
be possible in the remodeling of most modern houses, 
for the rooms were mostly very large with many closets, 
and it was a comparatively easy matter to install a bath 
room between two such rooms, making use of a con- 
venient closet for part of the space and partitioning off 
the necessary remaining space from the larger of the 
two rooms. 

It will be noted that each of the three new bath rooms 
is common to each of two adjoining rooms. This makes 
it possible to provide a private bath for either one of 
the two rooms or to make its use common to the two. 


A clever plan has been followed in which the lavatory 
is not placed in the bath room itself but in each bed 
room adjoining. This idea might well be applied in the 
case of many other installations. Where a bath room 
is not strictly private, but as in this case, common to 
two or more rooms, it is the lavatory that is put to 
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greatest use, and the locating of this fixture in the in- 
dividual bedrooms must add greatly to the convenience 
of guests. Furthermore, this plan makes the require- 
ment for bath. room space smaller than it would be 
otherwise. 

The original water supply for the house was procured 
in the simplest possible manner. A spring at higher 
elevation than the attic of the house, and a quarter of a 
mile or more away, was the source of supply. The water 
was led from the spring and up to the attic tank in the 
manner shown in Fig, 4. 

Obviously, while a supply of this kind, both as to 
quantity of water available at the spring, size of pipe 
and size of tank, was entirely sufficient for use as a 
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Fig. 2—First floor 
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residence, it was inadequate for the new 
use to which the house was put. Therefore 
the next step was to provide for the in- 
creased demand. This was accomplished by 
making arrangements to run a line of pipe 
to a well on neighboring property, and so 
long as “The Big House” alone was con- 
cerned, this supply was ample. 

A 500 gallon pneumatic tank was installed 
in the basement, together with a gasoline 
pumping outfit. This type of pump was 
made necessary because at that time electric- 
ity was not available. 





Fig. 5—The 500 gallon tank 





and pump 
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Fig. 4—The water supply system 

The pumping outfit is shown in Fig. 5. When this 
system was installed, the 300 gallon attic tank was re- 
moved to the basement, and 1s now in use as an auxiliary 
storage. This tank is located in the basement behind the 
steel tank, which hides it from view in Fig. 5. 

At this point something happened which has exerted 
great influence in everything pertaining to the entire 
plumbing problem for the entire immediate neighbor- 
hood. To take care of the increased demand for accom- 
modations at The Big House, “The Lodge” was pur- 
chased. This was an old-time inn, having nineteen bed 
rooms, and located several hundred yards down the road. 
Only a part of this house had been in use in recent years, 
and only one bath room had been installed. The plumb- 
ing remodeling that has been undertaken since the pur- 
chase of the house has been limited to two additional 
bath rooms. The potential possibilities for added toilet 
equipment for The Lodge, however, are considerably be- 
yond three bath rooms, and later on additional facilities 
will no doubt be arranged. 

The important feature in relation to the purchase of 
this second house, however, concerns the matter of water 
supply. On this property, and across the road from 
The Lodge is a never-failing source of water supply. A 
deep well was sunk and apparently an underground 
stream was struck. At any rate, the capacity of the well 
seems unlimited. A gasoline pumping outfit is used di 
rectly over the well, housed in a small house. 


Of all the different features relating to this project, 
the acquisition of this unfailing water supply seems the 
most important factor, for it has proved the starting 
point for many improvements. 


It is proving once more 
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-a fact we have always known, that the development of 
an adequate water supply is the greatest possible stimu- 
lus to increased plumbing operations. 

The next step was the installation of a 1,000 gallon 
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tank for The Lodge, and the extension of a line of 
supply from the pump house to The Big House. 

This was not all, however, for after a time, one after 
another several other houses connected onto this supply 
line. These are shown in the layout which appears in 
Fig. 6. 

Since the installation of this line, The Wee House 
has been built, also house No. 1 (Fig. 7), and house No. 
2 is no longer an old run-down farmhouse, but a modern 
home equipped with first-class plumbing, including two 
fine bath rooms. 

We do not think it would be truthful to claim that an 
abundant water supply, with its attendant plumbing pos- 
sibilities, was the entire cause of the new lease of life 
that this little community has taken on. We do know, 
however, that at the time The Big House was remodeled, 
the place had gone to sleep, From all appearances of 
the group of houses, no new construction had taken 
place in many years. 

Now, within a relatively short space of time a large 
residence and a smaller one, also the old inn, have been 
remodeled ; the little summer cottage and a larger sum- 
mer home have been built, and each of them is well 














Fig. 7—A summer home 






equipped with plumbing,—indeed, the small house, di- 
minutive as it is, has a most complete bathroom. In 
addition two or three other houses have connected onto 
the new water supply. 

So far as we can see, the big factor in the rapid recent 
development of this little community from its former 
sleepy state into a community that is becoming more and 
more attractive for all-year-round vacationing, has all 
the way along been the matter of plumbing. 
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And we know from past experience that the end is 
not in sight yet. There is an abundance of opportunity 
for the building of new homes and for the remodeling 
and improvement of many old ones, some of which ap- 
pear in our Fig. 6 layout, and others located on either 
side of the group on which our chief interest has been 
centered. 

While the development which we have thus outlined 
has been an unusually interesting one to us, we have no 
idea whatever that it is an isolated case. Indeed, we 
believe that there must be many another community 
which has either already gone through a similar trans- 
formation, or stands as an opportunity that may, under 
similar intelligent, interested treatment, be expected to 
work out equally satisfactory arrangements from the 
standpoint of plumbing contracts. 


The important idea to keep in mind, as a result of 
following this description 1s that the entire job was 
started on a comparatively small scale and no results 
such as we developed were anticipated. This should 
serve as a guide for other contractors. 


+ 


"A Flat Rate Basis for Repair Work is Not 


Practical” 
To the Editor: 

There have been many intelligent and construc- 
tive ideas set forth in this discussion, of which I 
have been an interested reader. I, therefore, now 
accept the invitation to join this discussion and pre- 
sent my views. No, I do not believe a flat rate basis 
is practical. 

No. 1. First, it has been said that no two jobs 
are alike. I emphasize this. The jobs may look 
alike but most anything can happen and does hap- 
pen in repair work, hence the difference in time 
required. Second, because of fluctuation in com- 
modities and labor—unless the plumber boosted his 
price enough to protect himself at all times. Then 
the consumer would be worse off and «ore discon- 
tented and suspicious than before. 


No. 2. No, I do not think he would be better off, 
for any price he could make stick I think he would 
be worse off. Second, there always have been price 
cutters and always will be, and the flat rate would 
give those so inclined the opportunity to shave the 
margin just enough to get the business, for it seems 
to me that bargain hunters multiply, and the major- 
ity never learn the cheapest now may be the dearest 
in the end. 


No. 3. Well, the public may get over the feeling 
that it is being overcharged, but when that time 
comes it will be of no interest to any of us discuss 
ing it at present. We are told that there will be a 
radical change at the Millennium. This so called 
public has no monopoly on this feeling. ‘The 
plumber is included as well. Could we, through our 
combined efforts, eliminate it, we would have Al- 
ladin’s lamp rolled up in our carpet bag. Our best 
bet is to build confidence through a fair and honest 
and reasonable policy. 

(Signed) J. H. COPELAND, 
Jacksonville, Fla, 




































































Hook, lead and clearance 


and other important factors in 


Good Pipe Threading 


By L. B. CURTIS 


[ES, to produce good threads, must be rigid in the 
machine or holder and the teeth so arranged that 
they will track after each other. If the dies are 

loose, owing to chips under them or are not put into the 
machine in sequence, they will not track after each other 
and a staggered or cross thread is the result. Even if 
they are put in properly, but are too long, there may 
be enough spring in the dies or machine to produce the 
same result. The throat or lead of the dies acts as a 
reducing cutter to reduce the pipe to the proper size for 
the reception of the thread. If the dies are not given 
time enough to perform this work and great pressure is 
put on the dies, they will jump onto the pipe before 
it is properly prepared and an uneven start obtained with 
the results that you often get a double, triple or quadruple 
thread. 

Dies should be ground to exact angles both for hook, 
lead and clearance and all the dies of a set should be 
exactly the same and the amount of angle should depend 
on the quality and kind of pipe that is being cut. This 
is very difficult to obtain unless they are ground on a 
precision machine, especially adapted for the purpose. 
We therefore advise having an extra set of dies in re- 
serve and when the dies in use become dull or broken, 
they should be sent to the manufacturer for regrinding. 

The sketch of a die shown in Fig. 1 i'lustrates what we 
mean by hook, lead and clearance. 
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To get a perfect die, all these angles vary according to 
the texture of the material to be cut. lor instance, 
Bessemer steel pipe needs a hook of 23 deg. while open 
hearth steel pipe requires a hook of 30 deg. 

In reference to the lead, the greater the angle the 
harder it is to start your thread and in reference to the 
clearance, if you have too little clearance, you will get a 
rough thread and if you have too much clearance, you 
will get a chattered thread. Then thefe is the question of 
the helix, which is the degree of angle of the thread on 
the dies, which makes the die lead onto the pipe after it 
is once started. 

It would be very difficult for anybody standing up to 
an emery wheel with a die loose in his hands to grind 
any of these angles correctly or get any two dies of a set 
alike. This is the reason that we have stated the grind 
ing of dies is a precision operation and very difficult to 
do unless one has the proper machines to do it on. 

The following will outline a few of the most usual 
causes of trouble. 


Improper Grinding of Dies Most Usual Cause 
of Trouble 


Dies when sent out by the manufacturer are pre 
sumably ground correctly for the particular kind of 
metal that they are intended to cut. Soon they become 


dull, and like any other tool should be ground. The 
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Fig. 2—This photo- 
graph shows an exam- 
ple of a good commer- 
cial thread which has 
been cut with sharp 
dies and with the 
proper oil 


operator generally 


takes them to an 
ordinary emery 
wheel, and touches 


them up until they 
are apparently sharp 
again but no man, no 
matter how expert 
he may be, can hold 
a die in his hand and 
grind it to an exact 
angle or even get all the dies of a set anywhere near the 
same angle. Dies, to be right, have to be ground to 
an exact angle both in regard to lead, hook and clearance 
and the amount of those angles should be varied in ac- 
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cordance to the kind or quality of the pipe which is 
being cut. This can only be done on a precision machine, 
not usually found in the ordinary pipe shop, and there- 
fore it is recommended that dies be sent to the manu- 
facturer to be ground. We seldom find a set of dies 
that have been ground by hand to be correct, but even 
worse than this, we often find dies that have not been 
ground at all. What would you think of a carpenter, 
who never ground his chisels, and yet many pipe fitters 
will use a set of dies until they are so dull that they 
will not cut at all and then throw them away and buy 
new ones, which is good for the manufacturer but not 
very economical for the operator. 

A good pipe machine is a precision tool and is as care- 
fully made as any other machine tool. Yet instead of 
being put in the charge of a skilled operator, who would 
be responsible for it, generally it is set-up in a pipe 
shop for anybody to use who happens to come along and 
needs to cut a thread. The result is that it is run by 
unskilled men. Nobody is responsible for it. Nobody 
ever cleans it, or does anything else towards its upkeep. 
The result is, as might be expected, dirt and chips ac- 
cumulate and the depreciation is very rapid. We had 
an example of this sometime ago, where a man in the 
winter time left his machine outdoors in a rain storm 
one night. As he related it to us, “it froze up and bust.” 
On the other hand, we know of a machine turned out in 
1882 which is still in use. It came in here a few years 





DON’T let everybody about your plant use your ma- 
chine. Everybody’s business is nobody’s busi- 
ness, and your machine will never be either 
clean or efficient. Appoint one man to be in 
charge of it, see that he is properly instructed in 
its uses and operation and then hold him 
responsible. 

DON’T fail to read the operating instructions carefully 
and to familiarize yourself with the various 
parts and operations before attempting to run 
the machine. 


DON’T 


use anything on the machine but the correctly 
specified cutting oil—except on the bearings. 
We have known many cases where lubricating 
oil and even linseed and fish oils were used with 
disastrous results. Oil every bearing with lub- 
ricating oil before starting the machine. This 
is important. 





DON’T grip a nipple (for threading) by the front end 
of the vise only, without placing another short 
piece of the same size pipe in the rear portion of 


the vise to equalize the strain on the jaws. 


DON’T 


put pipe through your vise on top of chips or 
dirt. See that the vise steels are kept clean. 
Dirty vise steels throw the pipe out of center 
and produce crooked threads. When the 
thread is cut, push the pipe forward and wipe 
off the chips with a steel brush, Don’t hammer. 


See that the end to be threaded is pushed firmly 
into the lead of the dies before the vise is 
clamped. This helps to center the pipe. The 
vise should be tightened hard, using a short 
piece of pipe as a lever to give it the final 
squeeze. 
DON’T allow your dies or cut-off tools to become dull. 
Good threads cannot be cut with dull dies. If 
you are not thoroughly familiar with die-grind- 
ing, and few are, the best plan is to keep an 
extra set on hand for use and send the dull ones 
away to be ground on a precision machine. 
The expense for this is trifling. A few degrees 
difference in the grinding of either hook or lead 
makes all the difference between good or bad 
threads. 
DON’T start threading or cutting off, until the oil is 
flowing freely onto the pipe. 
DON’T use too much pressure on the starting lever. 
Only sufficient to hold the dies up to their work 
is required, and then give the machine plenty of 
time to reduce the pipe to threading size. The 
amount of pull required depends on the size of 
the pipe being threaded. If the dies are dul! 
the pressure will have to be increased. Too 
much pressure on the starting lever leads to 
crossed and torn threads. If the pipe has no 
burr, the thread should start easily. If it has 
been cut off so that the end is uneven with a 
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Fig. 3—The left hand sample shows a thread which was cut 
without oil or oil of the proper kind. In regard to the center 
sample, owing to a chip under one of the dies, or owing to 
the dies not being put into the machine in proper rotation, 
the dies did not track and one die cut off the thread that the 
others were making. This is what is called a split thread. 
In the right hand sample there are four distinct threads. 
Each die cut a thread of its own because it did not track 
the die that preceded it. This was caused by loose dies and 
forcing of the dies at the start before the lead of the dies 
had properly prepared the pipe for the reception of the thread 


ago for some slight repairs, and we offered the owner a 
brand new model machine in exchange for it without 
cost, as we wanted the machine for our museum, but we 
were told it had served his father and his grandfather 
before him and it was good enough for him; so we could 
not get it but we have a machine here, which was built 
in 1887, which is in good working order. We often get 
machines sent in here for repairs that are 30 or 40 years 
old and are in good condition yet, as they have received 
intelligent care. 

The kind and quality of cutting oil used on a pipe 
machine has a great deal to do in getting good smooth 
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threads. To many operators, oil is oil and we have 
known them to use fish oil or even boiled linseed oil. 
We have known machines to come in here for repairs 
that you could smell for a block and some that were so 
stuck up that we had to boil them in lye before we could 
get them apart. We have had operators who were very 
indignant when we suggested that they change their oil, 
and yet found their troubles disappeared when they 
finally consented to do it. Some lubricants that would 


(Continued on Page 116) 





heavy burr, great care and a longer time should 
be used in starting the tread, as the machine has 
to remove this uneveness before the tread can 
start. After the dies are on the pipe about 
three threads, all pressure can be removed 
from the starting lever and the dies will lead 
themselves. 


DON’T try to push the pipe through the machine with- 
out first seeing that the cut-off tool is with- 
drawn out of the way as, otherwise, you will 
probably break the cut-off tool. 


DON’T start your cut-off tool close to the pipe. An 
irregularity in the pipe will make the tool dig 
in or break. Start it %-in. away from the 
pipe so that it will pass over the high spots on 
its first revolution. 


DON’T remove the dies or cut-off tools from the ma- 
chine without first wiping out the chips from 
around the die slots. Otherwise, the chips are 
apt to run down into the machine and get 
under the dies and face plate, then you will 
wonder why your machines does not operate 


properly. 


DON’T allow your machine to become clogged with 
dirt and chips. Occasionally remove all burrs 
and chips and wash carefully with gasoline. 
No dirty or gummed-up machine ever pro- 
duced good work. 


DON’T attempt to thread a long length of pipe without 
using a pipe-rest to support the outer end of 
the pipe. To set the pipe-rest to the correct 
height, place it directly behind the machine 
close to the vise, which has been previously 
adjusted for size of pipe to be cut. Make it 
the same height as the lower jaw and then 
move it back two-thirds of the length of 
the pipe that you are going to cut. Another 
good idea is to paint a narrow line on your 
bench or floor, directly under the center of 
your vise and running back parallel with it. 
When you move your pipe-rest back set it on 
this line. This will insure the pipe being set 
central in the machine. 


DON’T leave your cam-wrench on the cam pins, when 
you leave your machine. Should the machine 
be accidentally started during your absence, 
something is bound to be broken. We have 
known several machines to be wrecked in this 
way. 


DON’T let chips accumulate. They are apt to get into 
the gears. Clean out often. 


DON’T throw your dies on the bench when you take 
them out of the machine, but wipe off carefully 
and put back into your die box. This will 
keep the dies from being injured and from 
getting gummed up with oil, and you will be 
able to find them when you want them. 
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Every master plumber, every manu- 


facturer of gas appliances, and the 


president of every gas company 


should welcome this opportunity 


of getting information on how to 


apply co-operation in a definite way 


DOMESTIC 


To the Editor of 
ENGINEERING: 


The American Gas Associa- 
tion and the master plumbers 
throughout the United States 
have not co-operated very well 
in the past in the sale and in- 
stallation of gas appliances with 
the result that the general buy- 
ing public did not get the best 
service. 

Recognizing this fact, the National Association of 
Master Plumbers showed foresight at its Milwaukee con- 
vention in approving the six principles of co-operation 
covering the merchandising of gas appliances. As chair- 
man of the special committee which studied these gen- 
eral principles with officers of the American Gas Associa- 
tion, I feel sure that from the co-opeeration that is now 
existing between the American Gas Association and the 
master plumbers in this country only one result is pos- 
sible and that is a benefit to everybody concerned 1n- 
cluding the American public. 

As President P. W. Donoghue of the National Asso- 
ciation of Master Plumbers stated in the November 14 
issue Of DoMEsTIC ENGINEERING, these general prin- 
ciples were essential. Upon them as a framework, local 
associations and local gas companies have been build- 
ing co-operative plans. Some of these contain good 
features while others will not bring the improvement in 
business for which all of us are striving. 

For that reason, I am glad to find that DomEstTic 
I-NGINEERING has assembled data on these many plans 
and from them selected the best features of each. The 
program announced in your October 31 issue appeals 
to me as one which is an effort to be fair to the dealer, 
the gas appliance manufacturer and the gas company. 
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J. L. MURPHY, chairman of the master plumb- 
ers. committee on gas appliance merchandising, 
tells what he thinks of the plan of utility co- 
operation worked out by DOMESTIC ENGI- 


NEERING 


There is no doubt but what the better understanding 
existing today between the American Gas Association 
and the master plumbers throughout the United States 
will result in the sale of many more gas appliances. 
These should be handled in an orderly manner. There 
is no doubt in the minds of anybody who is familiar 
with this work as to the best results being obtained by 
trained men handling and installing gas appliances. The 
plumbers in this country are trained in this work. 

Because of the importance of building better busi 
ness on the fundamental principles which the National 
Association of Master Plumbers has approved, it is to 
the advantage of every master plumber in the United 
States to study this national program for gas appliance 
sales. For the same reason, every manufacturer of gas 
appliances and the president of every gas compan 
should welcome this opportunity of getting definite in 
formation on how to apply co-operation in a practical 
and profitable way. 
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A\nd here is an example of 


the kind of situation— where 


there is no co-operation be- 


tween utility and dealer— 


which far-seeing utility officials 


recognize as detrimental. 


Co- 


operation, properly worked 


out, will help rather than hurt 
the dealer 


Ek GIVE BELOW, in the words of a plumbing 
contractor, the situation that exists where 
there is no co-operation between the utility and 
the dealers; and where that situation is aggravated by a 
kind of competition which puts the independent dealer 
at a disadvantage. 

This example is cited to help other dealers and also 
because those utility officials who have given careful 
thought to the situation recognize the fact that this sort 
of thing is distinctly not “good business” for them. 

The example is taken from the experience of Fred 
Flader, a contractor of Evanston, Ill. The main ob- 
jection which Mr. Flader had to overcome in this par- 
ticular sale was the fact that the utility company had 
offered the lady in question a $25 allowance on the 
gas range she was then using. From this point it looked 
as 1f the sale would be lost unless Mr. Flader was willing 
to offer a like allowance. 

As the conversation developed Mr. Flader asked the 
lady, “Do you really think that this $25 allowance means 
that you are saving $25?” 

To this question the lady answered that that was what 
she supposed it meant, since it was $25 taken from 
the price of the new gas range she was to have. 

‘What do you suppose the gas company does with 
all of the ranges which they take in on allowances of this 
kind?” was Mr. Flader’s next question. The lady had 
to admit that she did not know just what they would do 
with the old ranges. 

“Do you think that you would be willing to buy one 
of them?” asked Mr. Flader. 

“No, of course not,” replied the lady. — 





“In that case, then, you can see that what the gas com- 
pany would be doing would be taking a $25 loss on this 
sale, can’t you?” 

Of course, the lady had not thought it through to this 
extent, but she began to see what Mr. Flader was driv- 





ing at. “You and I know,” Mr. Flader went on, “that 
no company can afford to give away $25 on a sale ol 
this size. The plain fact of the matter 1s, naturally, 
that you are paying for that in the price of the range 
the utility company will sell you.” 

He allowed this remark to sink in before continuing 
his argument. 

‘Now I have a use for that range of yours,’ he 
on. .““There is a family here in Evanston (Mr. Flader 
named the family) the father of which is out of work. 
They need a range like this. I will be willing to take 1t 
off your hands and turn it over to these people without 
any charge. I would have absolutely no use for it 
any more than the gas eompany would.” 

No doubt the combination of Mr. Flader’s argument 
that no one, neither he nor the utility company, could 
afford to give $25 away on a sale, and the fact that he 
was going to turn over the range to someone who needed 
it and could make use of it, made it possible for him 
to secure the order from this lady. “The argument 
was a perfectly fair one,” said Mr. Flader, “because 
an allowance of $25 must be absorbed somewhere along 
the line and must be paid for sooner or later out oi 
the consumer’s pocket. If it is not paid for in the price 
for the new range, then it will have to go into the rate 
paid for the gas used in that new range.” 

Such a situation is futile, to say the least. In the 
end, the dealer sold the appliance, and the utility secured 
the added load. Why should not that same thing have 
been true without the antagonistic feeling that will in 
evitably be awakened in a dealer's mind where sales 
terms of this kind are offered? A little co-operation be 
tween utility and dealer and the range would have been 
sold, the load added to the utility lines, without arousing 
ill feeling on the part of the dealer, and a questioning 
attitude in the mind of the consumer toward utility 
companies. 


went 














LETTER 
from Stephen 
C. Clouse of 
the Mack Plumbing 
Company located at 
Oil City, Pennsyl- 
vania, recently was 
received by us as a 
result of our pub- 
lishing an article in one of the July issues under the 
heading of “The Care and Protection of Plumbing Fix- 
ture Finishes.” In that article the question had been 
asked and answered regarding whether or not newspaper 
pasted on a bathtub would effect the gloss on the enamel. 
Mr. Clouse wrote: “The writer has tried practically 
every kind of covering and now uses plain asbestos roll 
paper with flour and water paste. Asbestos costs some- 
thing, to be sure, but the ease with which it can be put on 
and made to conform to curves, the ease with which it 





ig. I—A representative investment 
in the modern home 





The Care and Protection of 
Enameled Finishes 


can be removed, using water only—hot or cold 









and the 
type of protective cushion which it forms more than 
makes up for the slight cost involved. No enamel sur- 
face or gloss has been impaired in the two years that we 
have used this method.” 

If for no other rea- 
son, the relatively big 
investments which are 
being made by home 
owners in their bath- 





Fig. %—At the upper 
left, the correct method 
of moving a fixture is 
illustrated, It should 
not be walked as shown 
in the lower view. Han- 
dle it as you would a 
china dish or a piece of 
glass 








Fig. 2—Above is shown the correct method of 

examining a fixture for damage sustained dur- 

ing transit to the contractor. Inspect it through 
the crating 


Fig. 4—Illustrated at the right is the correct 
method of uncrating. A pinch bar should be used 
ns an misplaced blow may result in a shatter 
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room equipment and other plumbing fixtures, especially 
where remodeling jobs are concerned, make the matter 
of fixture finish protection of great importance. For 
example, consider the investment represented by the 
bathroom shown in Fig. 1. A crack or chip in the 
enamel, a stain or a dull spot would ruin for the owner 
the beauty of the entire effect. 

According to the Sanitary Enamel Ware Association, 
there appears to be a general impression that enameled 
ware can withstand any amount of abuse because the 
base is cast iron. While the casting part can withstand 
considerable shock without breaking, the enamel coating 

is of porcelain composi- 
tion and if the article 1s 
subjected to severe strains 





Fig. 5—As indicated above, al- 
ways use a skid when unload- 
ing a fixture from aeéetruck. 
When delivering, do not allow 
the fixture to rest on pipe or 
fittings. Otherwise, it will’ or shocks, this coating 


— oe Ge Ge (fe will shatter or crack in 
damaged , 
the same manner as will 

china or glass. 

Enameled ware should be handled carefully and no 
oftener than necessary. When received, it should be 
examined through the crates for damage sustained dur- 
ing delivery and such damage should be reported at 
once to the carrier for notation by the agent, on the 
freight bill. If the damage is not discovered until un- 
packing, notify the railroad agent at once and enter a 
claim on the carrier for concealed damage. 

Dealers should not uncrate and recrate as crating 
should be done at the factory by men experienced in 


Fig. 6—Deliver the fix- 
ture to its point of in- tek 
stallation as originally Pied Koa tee a Ne, 

crated Fe Pte. - 








ive.) 


handling enameled ware under these circumstances. The 
fixture should be delivered to the point of installation as 
originally crated. In handling, do not move enameled ware 
like ordinary iron cast 
ings, remembering a 
china dish will break if 
dropped. It should not 


(Continued on Page 110) 


Fig. 7—The view above shows 
the wrong method of unload- 
ing a fixture from a_ truck. ° 
Use skids as illustrated in 
Fig. % 


Fig. iF he iwo 
photographs at the 
left show the wrong 
and the right ways to 
tnke enre of fixtures 
on the Joh. Do not de- 
liver the fixtures until 
the job is ready fer 
them and then if a de- 
iny in inatallation tis 
caused unexpectedly, 
protect the articles 
fully 

























How the article on the next page 


came to be written —— 

























First there 
was this letter 


From a Contractor: 


“We are sending under separate 
cover a sketch of hotel which 
we desire to heat with hot 
water. Please check our layout 
and drawings of pipe sizes, and 
our selected size of radiators 
and boilers.” 


Then, our instructions 


To the Author: 


Dear Mr. Alt: 


As you know, it is our aim always to make 
Domestic ENGINEERING practical and helpful 
to our readers. 


When we commenced! publication of your 
series, “Heating Residences and Small Build- 
ings,” you will remember that we asked that 
the articles be practical, helpful, detailed, and 
up-to-the-minute. 


A good Florida reader sends us a letter, to- 
gether with drawings of a hotel, in which he 
plans to install a hot water system. All the 
information he needs is given in your series 
of articles, mentioned above. Kindly prepare 
your reply so that it will form a guide for 
our readers when figuring other jobs of a 
similar nature. 


This is a splendid opportunity to show pre- 
cisely how our articles on heating may be 
applied to actual problems. 


And out of that correspondence 
came the article that follows 


tSept. 19, 1931, and following issues. Also see Dec. 12 issue. 
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Outside lemperarure fx which System Will Compensate 
Leg. F above Zero 


Fig. 1—Chart showing various outside temperatures 
and radiator efficiencies corresponding to tempera- 
ture of water in system and leaving boiler 


N CONNECTION with the series of articles which 

have been appearing under the heading, “Heating 

in Residences and Small Structures,” one of our 
readers has forwarded us the plans of a small hotel, in 
which he intends to install a gravity hot water heating 
system, with the suggestion that we check over the design 
in accordance with the methods outlined in the articles 
mentioned. After going over the sketches submitted we 
made up our minds that our correspondent had quite a 
little problem on his hands and that the solution as 
worked out might contain some valuable suggestions 
where similar conditions were encountered on other jobs. 
So here it 1s. 


The Building to Be Heated 


The building is a new three-story structure, used for 
hotel sleeping rooms on the second and third floors and 
with a dining room, kitchen and lobby in the rear, these 
being contained in a one-story ell which opens on an 
arcade. The first floor story under the main building 1s 
not to be heated and the stores in the rear are not to be 
included. The First Floor Plan is shown in Fig. 4, the 
Second Floor Plan in Fig. 3, and the Third Floor Plan 
in Fig. 2. The hotel is to be located in a Florida town 
located about midway down the Florida peninsula. Ac- 
cording to the weather reports 
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Please Check My Plan 
for This Hot 
W ater System 


taken at 10 deg. Fahr. above the lowest recorded tem- 
perature. On this basis, a place where the temperature 
reached a minimum of 10 deg. Fahr. above zero would 
have the heating system designed for a temperature of 20 
deg. Fahr. above zero; assuming that the temperature in 
our correspondent’s locality is about 10 Fahr. higher 
than this Jacksonville lowest, the heating system would 
be designed for a temperature of 30 Fahr. above zero. 
But this does not mean that the system could not take 
care of lower temperatures as will be seen by referring 
to the chart shown in Fig. 1 where the average tempera- 
ture of the water in the radiators runs from 175 Fahr., 
the usual temperature assumed, and at which the sys- 
tem will be good for a minimum design temperature 
outside of 30 Fahr. up to an average water tempera- 
ture of a little over 205 Fahr. when the system could 
take care of a minimum outside design temperature of 
18 Fahr. It almost is positive that our correspondent’s 
conditions will fall somewhere between these limits. 
Further reference to the chart discloses the corre 
sponding approximate boiler temperature for each aver- 
age radiator temperature, this being about 10 Fahr. 
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Thitd Foor Plan 


Fig. 2—Heating plan of third floor showing radiator locations, sizes and risers 
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150 Btu., which is the custom- Fig. 3—Plan of the second floor showing radiator locations, sizes and risers 





ary figure to use for gravity 
hot water heating systems. But asthe radiator temperature outside design temperature is 40 Fahr. so that all heat 
goes up the radiator efficiency per square foot increases losses, air change, etc., must be based on a 40 degree 
until at 205 Fahr. average radiator temperature it reaches temperature difference and not on the customary 70 
nearly 190 Btu. This explains why a hot water system Fahr. In Fig. 2, which is a plan of the third floor with 
designed for a minimum outside temperature of 30 Fahr. the heating installation complete as proposed the size of 
will take care of lower temperatures if the temperature radiator for Room No. 1 will now be calculated. It is 
of the water is increased. assumed that the outside wall is 8-in. terra cotta block, 
The information is furnished that the walls of the stuccoed on the outside and plastered on the inside which 
building will be of tile and that all risers are to be run construction has a co-efficient of 0.296 Btu. per sq. ft. 
exposed. Also that an overhead down feed system is per hr., per degree temperature difference so that the 
being contemplated. Naturally the first step is to cal- factor for 40 Fahr. temperature difference will be 
culate the size of radiators required. 0.296 & 40 or 11.84 Btu. which will be called 12 Btu. 
while the hung ceiling has a co-efficient of 0.502 for 
wood lath and plaster giving for a 20 Fahr. tempera- 
The temperature difference between the 70 Fahr. to ture difference between the room and the space above 
be maintained in the room and the 30 Fahr. minimum _ the ceiling 


Calculating the Radiator Sizes 


0.502 « 20 or 10.04 which will be called 10 
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" } of Connecting Sapo while the glass has a co-efficient of 1.1 which 
Dining 07 mio Deter a a for a 40 degree difference results in a factor of 
007 MA Ut fas 
w Construction | 1.1 40 or 44 Btu. 


and with these factors the walls and ceiling of 
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a [he room calculations then are 
(a @) Gross wall..180 sq. ft. 
* . @) pO ae 18 sq. ft. * 44 Btu.. 792 Btu. 
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Added for exposure—north—15% 410 Btu. 
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Fig. 4—Plan of dining room and lobby section on first floor showing pe 
arrangement of radiators and mains with sizes for gravity circulation Total for wall, glass and exposure.3146 Btu. 
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Table VI CeIn? x... 180 sq. ft. X 10 Btu....... 1800 Btu. 
Gravity Hot Water—Open System and the cubic contents are 20 ft. x 9 ft. x 9 ft. or 1620 cu. 
Schedule for Riser Sizes for Different Heights ft., which makes the leakage loss 
Above the Boiler Cubic Contents...... BG 30 BLS Oi kc ces 2430 Btu. 





because this is a corner room and two air changes are 
Height Above | 5 Ft. | 15 Ft. | 25 Ft. | 35 Ft. | 45 Ft. | 55 Ft. used. 








Boiler Oe Ge Ek 6 ans seed dsanedwectes 9078 Btu. 
- —|_——— and the amount of radiator surtace required is 
Corresponding 9078 Btu./150 Btu. or 60 sq. ft. 
Floor Level Ist 2nd 3rd 4th 5th 6th 





Calculating Rooms No. 2 to 5 Inc., 9 to 12 Inc., 16 to 

























































































Size of Riser and Allo|wable Sqjuare Fee|t of Hot |Water Riadiation 19 Inc., Etc. 
Radiator Valve . r ‘ 
ties In calculating Room No. 2 a great deal of work is 
é bo a ee ______ accomplished as the same figures apply to Rooms No. 
S ¢ 7 12 190 23 24 25 
aceite aes 4 | 50 | 6 | 7 | 80 | 9 2,3, 4,5,9, 10, 11, 12, 16, 17, 18, 19, 25, 24, 25 and 26. 
AE OAs 70 80 90 100 110 120 The figures are 
Pig ee wiwoseWa 110 117 135 147 170 187 Gross wall ....81 sq. ft. 
6 180 195 210 230 245 260 i eae asa 18 sq. ft. KX 44 Btu...... 792 Btu. 
ESE eee, 300 375 450 500 575 650 
Net wall ...... 63 ay ee 756 Btu. 
The east wall is 9 ft. long so that its total area is 9x9 
or 81 sq. ft., and there is one window 3 ft. x6 ft. so Total for wall and glass................ 1548 Btu. 
that this wall is Added for exposure—east or west—10%.. 154 Btu. 
Gross wall.... 81 sq. ft. — 
BN cats wks 18 sq. ft. K 44 Btu...... 792 Btu. Total for wall, glass and exposure........ 1702 Btu. 
ee Ceiling, 9x 20 or 180 sq. ft. & 10 Btu....1800 Btu. 
Net wall ..... Op a TM Es O.. c es: 756 Btu. Cubic Contents, 1620 cu. ft. & 0.75 Btu...1215 Btu. 
SOE TOP WE GE GIIIB gogo sc ndiese 1548 Btu. ic fF 2 2. re rere 4717 Btu. 
0) @ 3) < 6) 6 7) @) 9 (0 Oi la 3 /4 73) 
“Chang CF re = P 2 en a 
Kiigy'2 | / yo / yi 4 a ~/4 dies ad “a ‘a r 
; 
SI SF 3h 4 sed Fh 55h P50 ad Tm bee 4 | 23%, 254) 3I% we T si HA\ 25 as | ; hea 
ie g — Nai ——— LX ee ne. « - Aili LE n4 2 MENACE 
. P | i g* 
%) 4 ‘ del Wb pt ¥ 4 t’ Fad > v4 OX iw lh 154 
Te" a4 h a Ly | r J sf 
12 Je 24h | 24/2 ‘al 244 28h, 18%! 23% 24% Ay «72| 24% 2 L» (8% | / 
Z Pe me 2 zai z fe dt Fr eu. PLLA LLPT A . S LAA HE PE fate aed ail  CMLPAPLL LY 
fo ® /” oy to =a Fp (%’ rT . ni” Gy Ga fia 
Fig. 5—Riser diagram 
Added for exposure —east—l10%....... 154 Btu. and the amount of radiation required is 4717 Btu/150 
a Btu or 31% sq. ft. Note in the above that as the room 
Total for wall glass and exposure........ 1702 Btu. only had one wall exposed the air_change allowed for 


The ceiling, including the bath (where no radiators are leakage was only 1 instead of 2 which changed the 


to be installed according to our correspondent), has an factor from 1.5 used for Room No. | to 0.75, or just 
area of 9 ft.x 20 ft. or 180 sq. ft. and this makes the half as much. 
loss for the ceiling Rooms 6, 7, 8, 20, 21 and 22 are figured just the same 
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Fig. @—Another riser diagram 
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“ (2) 4° Main Riser (1 ©, This radiation was increased 
ql { ad ’ a®) 1024") (g4e 4 
| i L-* » amie % “ on the plans on account of 
4 " fa» ¢F# 5) ai L ° . 
a ‘ 7 adding an extra radiator at the 
4 a ‘ 4 
i) % @ door to prevent draughts. The 
Dy P (534) > as 
Vert inden 7 radiation in the lobby was sim- 
_ fap. 4d ‘ A ‘ , 
‘a Pipe by hg | ilarly calculated, except that 
b. (10 lop QA 7 . 
409? 1] 6° Tse”) two extra radiators were 
7 iJ . z h A . 
. == Sky light added, one at each outside 
fe) ad pr door. 
~ 4 (27) 
(36° . . 
co Piping System Upfeed and 
y 5” 3," (28) (29) 
dase - 2 | Downfeed 
\ 7) 77 y” wo | rf” P r } a . ee ; —_ 
/ +) ee” ee ta On this installation it is per- 
L yi" . a M's oe a fectly feasible to use either an 
102%") 612°) 98°) (84") ae 
crane Samer ests DT - sass etattatieltiaiadtas oy SPECIE LL upfeed or downfeed system ; a 
ti /9) 20) 4) : 
ye ec ee third scheme would be to use 
Ql Qbovwe (PUA /f00l Lét/1 ‘ 
il ial 4 a supply main run on the sec- 
Fig. 7—Plan of space above third floor ceiling ond floor ceiling supplying 


except that the cubic contents are reduced to 872 cu. 


ft., and the ceiling area to 108 sq. ft. due to the lesser 
depth of the room. 


Calculating Radiation for Other Rooms 


The radiation in the other rooms was all calculated 
hy the same method with the same wall, glass and ceil- 
ing factors except that the glass and wall area were 
modified to suit each room. For example, in Rooms 
13 and 15 the calculation is exactly like Room No. 1 
except that there are three windows in the south wall 
and, of course, no exposure factor is added on the south 
side. In the second floor, see Fig. 3, the same method 
was pursued except that the floor was considered as 
heing cold due to no heat being placed on the first floor, 
but the ceiling was omitted altogether, as the floor above 
is warmed. ‘The factor used for the floor was 5, this 
heing for a double wood floor with a lath and plaster 
ceiling below. The outside wall was taken as 12 in. 
thick tile, with a factor of 10. 

The figures for the dining room in the rear (see 
lig. 4,) are as follows: 


North Wall 


(sross wall . 384 sq. ft. 

De ee OOO 

Net wall....... 384 sq. ft. KX 10 Btu....3840 Btu. 
Exposure—north—1I5% .............. 576 Btu. 
a fe 4416 Btu. 


ast Wall 
(;sross wall. ..420 sq. ft. 


Glass .......420 sq. ft. & 44 Btu....18,480 Btu. 
Net wall ....000 
Kxposure—east—l10% .............. 1,848 Btu. 


20,328 Btu. 
Ceiling ..... 1056 sq. ft. & 10 Btu....10,560 Btu. 
Contents ..12672 cu. ft. * 1.5 Btu. ...19,008 Btu. 
ee ee ee eg. eis ba cewee ewer 54,312 Btu. 
Radiation required, 54,312 Btu./150 Btu., or 362 
sq. ft. 


radiators on the floor above by 
upfeed and on the second floor by downfeed. As this 
probably would be objected to on the basis of it not being 
desirable to have the main running on the ceiling of the 
hotel rooms it will not be further considered. If an 
upfeed system were decided upon the supply and return 
mains both would be run on the first floor ceiling as far 
as the main portion of the building is concerned. This 
would make quite a lot of piping on this ceiling which 
might be objectionable later, so it will be better to put 
the supply main above the third floor ceiling and only 
have the return main on the first floor ceiling. In this 
ray the supply main is concealed altogether and we have 
the satisfaction of knowing that the appearances have 
heen made as neat as possible. 

The cheapest arrangement of the risers is to alternate 
the supplies and returns so that each riser takes a radia 
tor on each side at each floor level. It will be found 
with this arrangement only one riser need appear 11 
each room on the second floor and only one riser im 
every other room on the third floor. 


Sizing the Risers 


In Chapter III of the articles on heating already re. 
ferred to, Table VI gave a schedule for sizing risers 
when radiators were located at various heights above the 
boiler, which table is repeated here for ready reference. 

It will be noted that the boiler sets at the first floor 
level and the average elevation of the radiation will be 
about half way between the second and third floors or 


about 15 ft. above the boiler. Therefore the sizes shown 
(Continued on Page 117) 


Table V 
Gravity Hot Water—Open System 
Factors for Use in Determining Sizes of Mains 
and Branches 





Factor Nominal Size of Pipe Factor 
Inches Diameter 


Nominal Size of Pipe 
Inches Diameter 


— - - a -~- _ - eee + a ee ee ee —— —-<— - ree — ea 


Lg 2 24 ) 110 
34 5 3 : 175 
l : 10 4 380 
1y%.. - 20 5 650 
© leg | 30 6 1050 
2 60 8 


























A\s in everything else, experience 
counts for a great deal in merchan- 
dising. That is why the stories in this 
section are always experience stories 
—they tell what men in the olumb- 
ing and heating field have actually 
done to build sales. 


Merchandising 
Showmanship (Page 46) 


He Took Over 


a Gas Company 
Salesroom (Page 49) 


Time Payment 
for Remodeling 
Sales (Page 51) 


The men whose stories are told under the above 
titles have shown an aptitude for catching the public 
eye and for using merchandising ideas in the most 
effective manner. A successful store opening; clever 
merchandising of gas appliances, and the use of the 
time payment olan in developing remodeling sales are 
the major ideas covered in the pages that follow. 
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Merchandising Showmanship 









A Washington, D. ike plumbing dealer who 


knows how to catch the public eye. A new 


store and original trucks keep his name before 


his Community 





HOMAS E. CLARK, of Wash- 
ington, D. C., this year opened 

a beautiful showroom in_ his 
newly-erected building at 3407 Con- 
necticut Avenue, N. W., in that city. 
The building of fireproof construc- 
tion occupies a lot of approximately 
50x150 and is divided into two sec- 
tions, the front being the showroom 
and the offices, while directly in the 
rear 1s the shop with an entrance 
trom the rear. The total cost was 
approximately fifty thousand dollars. 
The showroom, with a black and 
white tiled floor and walls of Span- 
ish stucco, has a very impressive and 
complete display of the most modern 
white and colored ware, together 


with electric refrigeration and other 
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labor-saving devices for the home. 
Particular attention was paid to the 
lighting of the interior, which con- 
sists of overhead, side brackets and 
colored flood lights with a special 
illumination of the whole front of 
the building. 

At the opening more than four 
hundred people visited the showroom 
the first night, and each person was 
presented with a souvenir. A large 
number of people have been coming 
steadily and many prospects noted, 
also some sales have been made on 
the floor. 

The layout includes display room, 
several private offices, bookkeeping 
department and a iarge shop directly 
in rear. All are on the ground floor. 
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He has purposely located this new 
showroom in one of the older ex- 
clusive residential sections, and is 
now mainly interested in developing 
a remodeling business, which he 
hopes to do by advertising, direct 
mail, soliciting, together with his 
outstanding and attractive display. 

Shortly after the opening Mr. 
Clark was able to say that he added 
about thirty-six new accounts, sold 
thirty combination faucets and a few 
other things. 


The Truck Equipment 


A unique attractively painted 2'2 
ton truck comes to a stop at the cur), 
its green and white speckled body 
and hood gleaming brightly in the 
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morning sunlight. As the car 
stands there, its graceful lines | 
and distinctive appearance | 
draws comments of admiration | 
from all sides. 

The value of quality painting 
and decorative design for truck ad- 
vertising can not be overemphasized, 
says Mr. Clark, because your rolling 
stock has a great deal to do with what 
the public thinks of your business. 
“To my mind, there is scarcely any- 
thing that will equal well-painted, 
clean trucks and that is why our 
trucks (which are plumbing shops on 
wheels) are painted a deckled green 
on a white background. These trucks 
not only cause favorable comment 
from the trade but they have actually 
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Thos. E. Clark, Inc. 


Announces the Orening 
of a 
New Showroom and Office 


at 


3407 Connecticut Avenue, N. W. 
Washington, D. C. 


displaying a complete line of 
PLUMBING FIXTURES 


in new styled designs, in color and in 


white with Chromard Fittings 


This is the announcement which 
brought in several hundred people to 
see the new store 











increased sales. 
“Our trucks are different from 
the average. You cannot miss them 











Trucks like these, says Mr. Clark, 

are traveling billboards that serve to 

give the public a correct idea of the 
quality of the company 
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on the street, they immediately 

strike the eye as they travel 

along the highway and when 

they are stopping outside some 

customer’s house everybody in 

the neighborhood can see them 
and frequently we have traced new 
business to this idea alone. Some 
one in the neighborhood will call us 
up or ask the truck driver to stop 
in and look at their plumbing and fix 
it while he is there. These trucks 
are a splendid walking advertisement 
because they are so attractive you can 
not help seeing them. 

“A billboard with your advertise- 
ment on it,” he went on, ‘remains 
stationary, but your delivery units 
are constantly covering the city, 
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threading their way through traffic, 
stopping in front of homes and al- 
ways bearing your name and reputa- 
tion. No first class business can 
afford second class trucks. For every 
two people who come into your place 
of business, hundreds are judging the 
standing and prosperity of your busi- 
ness by your trucks which they see 
in the streets.” 

The trucks are not only good ad- 
vertising, but they also serve a most 
useful purpose. On the sides of the 
truck are three tiers of bins, ten bins 
to a tier, or thirty on each side, with 
hinged drop boards which when they 
are lowered, disclose the bins and 
the inside of it. Each of these boards 
is labelled with the contents of the 
bin in yellow letters on a green back- 
ground, such as: 1%” fittings, 34” 
and 3g” nipples, 4%” and 14” nip- 
ples, bushings, extensions, 34” plug 
caps, 3” red tees, etc. 

On one side of the truck are all 
the galvanized fittings and on the 
opposite side are all the brass goods 
and rubber goods. 

There are generally more than a 
dozen of each article in each bin, 
which is refilled once a week. The 
boards drop down and one doesn’t 
overlap the other. Each side is un- 
der lock and key as one iron rod 
closes all three compartments. 

In brass and rubber goods we find 


each bin with such labels as gate 


valve, stop and waste, boiler cock, 
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combination sink cock, basin cock, 
etc., while in the front of the truck 
in back of the driver’s seat we find a 
large box containing such items as 
closet seats and bath tub waste and 
overflows, combination sink faucets, 
also under lock and key. 

Everything that is taken out of 
the storeroom in the store (which is 
also kept under lock and key), is 
made of record as the truck’s supply 
is replenished. In this way careful 
record and check is kept on stock on 
hand and on all moving parts. 


Managing the Trucks 


“Since we have used these 214 ton 
trucks under leased service,” ex- 
plained Mr. Clark, “we have found 
that they actually cost us $18 
less during the first year of opera- 
tion than it cost us to operate a ton 
truck and a 34 ton truck of our own 
the year before. 

“In operating the truck I am a 
little particular about my mileage, so 
the men don’t make any unnecessary 
trips. The men call me up from the 
garage in the morning to receive their 
first job and I only give them one 
order at a time. When they finish 
that particular job I mark their time 
down as to that particular order 











The interior of the new Clark store 
shows many products im beautiful 
surroundings 
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and then give them the next one 
on the list. In that way we know 
exactly where they are in case any 
emergency orders should come in. If 
they are on a job that lasts three or 
four hours, or probably all day, what- 
ever job they are on last, if they are 
in this section, they stop by the 
store. If not in this section they 
call up as they turn in at the garage. 

“And so we follow a straight line 
as nearly as possible. If the truck 
is in the southeast section of the city 
we give them everything in that vi- 
cinity, and if in the northwest sec- 
tion we let him clean up his truck 
or restock it when in this partic- 
ular neighborhood (of the store), 
because some days or weeks those 
trucks do not come to the shop for 
two or three days at a time. One 
particular truck, for instance, hap- 
pened to be in the neighborhood to- 
day and on the way back to the store 
he stopped at one of the new con- 
struction jobs and picked up stuff 
which saved mileage. 

“We make it a practice once a 
week, generally on Saturday, or Fri- 
day evenings, of restocking the 
trucks. We keep an inventory of 
just what is put on those trucks and 
have a book for each truck. Every 
thing that is taken out 1s charged on 
this book and is deducted from the 
truck and charged to some job. Mean- 
time, we have a complete record of 
everything that is on the truck.” 























This was the location of the 
gas company _ salesroom, 
taken over by a contractor 


He 
ook Over 





3 Gas Company Salesroom 


OR years Mr. John D. Cooley, 

who is at present president of 

The Manhattan Association of 
Master Plumbers, has been a for- 
ward looking merchandiser of plumb- 
ing equipment and particularly of gas 
appliances. Mr. Cooley’s open sesame 
is opportunity, and his opportunity 
was the decision of The Consolidated 
Gas Co. to move from their old ad- 
dress to new headquarters. Mr. 
Cooley arranged at once to take over 
their old showroom. In line with the 
times, he completely remodeled it. 
Now he has one of the most modern, 
finest and also largest exclusive gas 
appliance showrooms in the Greater 
New York area. 

In the new showroom are dis- 
played only A. G. A. approved ap- 
pliances. _Mr. Cooley’s merchandis- 
ing plans are simple though effective. 
His place of business is known as 
J. D. Cooley, dealer in Consolidated 
Gas Appliances. Under this firm 
name, and being situated in the lo- 
cation where the Consolidated Gas 
Co. did business for years, he nat- 
urally finds old customer contacts 
being continued. Taking advantage 


of this fortunate situation he does 
everything possible to keep these 
people interested. 

As soon as the new showroom was 
opened an intensive local advertising 
campaign was started. Hundreds of 
handbills were distributed. In the 
distribution of these handbills, Mr. 
Cooley again showed his business 
acumen. Situated as he is in what 
may be classified for want of a bet- 
ter term as a “foreign neighborhood,” 
where Italians are prevalent, half 
the bills were printed in that lan- 
guage. The result is the reaching of 
a buying power that might otherwise 
never have been touched. 


Showroom Display Complete 


By maintaining his new showroom 
as a separate unit Mr. Cooley finds 
many advantages that seem to work 
out profitably for him. When his 
men are on a plumbing repair job or 
installation they are instructed to in- 
spect ranges, ice boxes, water heaters, 
etc., and suggest and talk-up new, 
modern equipment. When they are 
installing equipment purchased from 
the new showroom they suggest to 
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the owner such plumbing articles as 
they see there is a need for. These 
journeymen are paid liberal commis 
sion on every sale they turn in. In 
this way sales and prospects are built 
up for both businesses, and direct by 
mail lists are gained easily. 

As will readily be seen from the 
photograph, the showroom displays 
a most complete line. At present an 
inventory of approximately two 
thousand dollars worth of equipment 
is displayed and this, Mr. Cooley 
hopes to increase to three thousand. 
This merchandise 1s all put into the 
store on consignment by the gas com 
pany. They also handle all the con 
tracts on the deferred payment sales 
that are made. [rom this, it 1s ap 
parent that the business may be and 
is being, conducted with a minimum 
of overhead. One experienced sales 
person is all that is necessary. In 
stallation is made by the journeymen 
of the plumbing shop so that a close 
knit organization may be maintained 
at all times. 

Regarding the sales person in the 
store, here shrewd business 
judgment is 


again 


evident. secause so 
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much of the home equipment of to- 
day is purchased by women, Mr. 
Cooley has chosen a woman to do his 
Being thoroughly experi- 
enced and knowing the needs of 
women she is much more capable ot 
with 


selling. 


supplementing every sal ad- 
ditional equipment than almost any 


man could be. 


Mrs. Anna Christina, who man- 
ages this showroom, is_ perfectly 
suited for the place. Her twenty 


years’ experience in merchandising, 
selling and demonstrating gas appli- 
ances, plus her tactful ability in han- 
dling foreign people, places her tar 
above the average. Because most 
of her life’s work has been in deal- 
ing with people who do not fluently 
speak our language, she refused to 
struggle with this handicap, but 
studied and mastered Italian, Span- 
ish and Jewish. This accomplish- 
ment she finds to be her greatest 
single selling help, although many of 
her sales tactics are interesting. 
When a customer walks into the 
showroom her first task is to judge 
Years of experience 
made her so this 
seldom if But 
She allows the cus- 


his nationality. 
have accurate at 
that 
here she is wise. 
tomer to speak first so that she may 
learn whether English is used easily 
or brokenly. If it is spoken well 
she herself of course answers in the 
same tongue, but if not, she imme- 


she ever errs. 






diately answers in the native tongue 
of the speaker. The effect is al- 
most electrical. Sales resistance and 
scepticism are swept away. Usually 
she has to explain to the customer 
that she is not of their race and 
how she has learned their language. 
All this, of course, puts her on a 
more firm footing with the prospec- 
tive buyer. 
How a Woman Sells 

Adroitly, then, she ascertains their 
Their reply #% the usual price 
question. For example: “How much 
is that refrigerator?” Here she em- 
ploys excellent sales psychology. Be- 
fore answering she walks to the 
product specified. “This one?’ she 
queries. Her customer has invar- 
iably followed her. A nod from the 
customer affirms that the refrigera- 
tor range, hot water heater or other 
product, is the one referred to. Im- 
mediately Mrs. Christina becomes ac- 
tive. She opens the door of the re- 
frigerator or range and shows the 
gleaming inside finishes. By _ that 
simple action she has diverted the 
buyer's mind from price. Without 
their ever realizing, she has begun 
a demonstration of the preduct with- 
out answering their price question. 

[If her customer is a woman she 
points out the kitchen efficiencies of 


needs. 
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The interior of the Cooley 

showroom. About half of 

the gas appliance display is 
shown 








the product she is selling. How this 
refrigerator or range can and will 
help prepare better meals for the 
tired husband home from a_ hard 
day’s work. How it will save time 
so that the housewife can enjoy more 
leisure during the day. How it will 
save money that may be spent for 
other needed things. Then she ques- 
tions them about menus. How they 
cook steak? Tells a certain inex- 
pensive recipe for some easily pre- 
pared dish or preserves and shows 
how it should be cooked or kept in 
the new range or refrigerator. In 
fact, she assumes for the moment 
that the sale has already been con- 
summated and that the new product 
is a reality to the home instead of 
something yet to be purchased. 

If her customer is a man, she 
stresses ease and comfort, value and 
long wearing ability. But she dem 
onstrates to them just the same and 
finds them engrossed in the pro- 
ceedings. 

Then she ascertains the amount 
the prospective purchaser had in 
tended to spend so*that she is able 
to talk either the discount for cash 
or the ease of deferred payments. 
It is only after the original sale has 
been completed that she diverts them 
to other merchandise. She questions 
them about the plumbing fixtures 
and many times unearths real pros 
pects for the regular plumbing bus: 
In this way she covers every 
avenue of sales approach. 


ness. 
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ATHROOMS and sinks are 
often the main items needed in 
converting an old home into 

apartments, Mr. Spangler points out. 
He recently contacted the owner of 
a large two-family dwelling and per- 
suaded the owner to convert it into a 
four-unit apartment. The one exist- 


ing bathroom was repaired and three 
others consisting of showers, water 
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closets and lavatories were installed 
at a cost of approximately $1,000 to 
the owner. The old house had been 
renting for $75 per month. After 
being reconditioned, with little other 
expense than the plumbing, it now 
rents for $175 per month and is 
rented low according to the owner. 
Consequently in ten months’ time the 
increased rent will pay the plumbing 
bill. 

Mr. Spangler is keen on suggestive 
selling. That is, when he does a re- 
pair job he suggests other items that 
might be needed. He has sold hun- 
dreds of white toilet seats by the 
simple method of suggesting it to the 
property owner. He is a great be- 
lever in having plenty of sinks in 











A repair truck that carries its own 
sales poster, changed regularly 
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bill- 


Birmingham, Ala., people see 

boards like this, especially painted for 

Mr. Spangler, to carry the time pay- 
ment message 
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the house and makes this 
installation very often. 


two small families may occupy one 


ty pe ot 
Sometimes 


house provided there are extra sinks. 
He has some journeymen who are 
trained to sell on the job. 

Some time ago a neighbor was talk 
ing to Mr. Spangler about a large 
attic in his home and the plumber 
suggested that it be fitted 
apartment. This was done with Mr. 
Spangler looking 
installation. The 


up as an 


after the plumbing 


apartment now 
brings the property owner $30 a 
month. Mr. Spangler states that 


extra plumbing can usually be in- 
stalled “in a house with a 
of work on account of 
already 


minimum 

the piping 
being connected to the 
sewerage. 

Mr. Spangler has five repair trucks 
and during the busy season they are 
kept on the run. During three weeks 
of January, 1931, he did one hundred 
and sixty-two repair jobs. In times 


of freezes he has had as many as 


two hundred and fifty-one orders in 
one day. He does more repair work 
than any other plumber in the city. 


\bout ten per cent of his work COMES 
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from real estate offices which he con- 
tacts daily. 


Using Time Payments 


The time payment plan as form- 
ulated by one manufacturer is a great 
aid to selling, Mr. Spangler has 
found. During the hard times of the 
past two years many persons were 
unable to furnish satisfactory credit 
reports and he has lost jobs on that 
account. He also finds people who 
have money more inclined to buy on 
a cash basis now than ever before. In 
normal times he expects this aid as 
extended by the manufacturers to be 
of considerable help. Installments 
range over from six to twenty-four 
months with ten per cent cash down. 
A twelve months’ payment plan 1s 
popular in this city. 

Mr. Spangler believes in keeping 
on telling home owners in his section 
of town that he is in the plumbing 
business. Consequently he sends out 
literature at least once a month. He 
has one series of literature soliciting 
repairs that goes out weekly. Ad- 
vantage is taken of the material dis- 
tributed by the manufacturers. 


Building a Reputation 


In the three decades that Mr. 
Spangler has been in the business he 
has perhaps had as few complaints 
of poor service or overcharging as 
any other member of the craft. His 
demeanor and bearing installs con- 
fidence into the minds of his cus- 
tomers and he is consequently able 
tu talk merchandising with conviction. 

Mr. Spangler is an old head in 
the business but he has new ways. 
His store and showrooms are on a 
par with the best that can be found 
in other lines. His “plumbing shops 


on wheels” are models of efficiency, 


DOMESTIC ENGINEERING 
beauty and utility. A few attractive 
billboards are maintained by him at 
strategic points. Modern bathroom 
installations are featured on these 
boards, as is the time payment plan. 

It is here that the main secret of 
Mr. Spangler’s success is reached. 
At least he admits that this has been 
the field in which he made most 
money. Repairs and remodeling of 
plumbing and heating equipment and 
installations in old houses have been 
his specialty. He has studied this 
branch of the business, figured out 
how to get prospects and then how to 
sell them. These jobs do not come in 
on a platter, he says, although a ster- 
ling record of many years helps to 
bring them. 

Mr. Spangler prepared a mailing 
list of his customers of the past— 
those who have paid their bills—and 
periodically sent them literature and 
solicitations for their plumbing work. 
To this list he adds the names of 
property owners in the vicinity of his 
shop. He points out that the results 
of this direct-by-mail campaign are 
not so apparent at the start, but jobs 
often come in six months or twelve 
months after a letter or card is sent 
out to a property owner. 


Modern Ideas in Selling 


Other methods are used to obtain 
prospects. He watches the building 
inspector’s office for permits for 
building and repair work. Often he 
approaches owners of old houses 
that might be converted into apart- 
ments or of apartment houses that 
might be converted into smaller 
apartments. ' 


 __  SSSo "hi >= 
The trucks lined up and ready for 


service. Truck with poster 1s at right 
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“We hear a lot of talk now of two- 
car families from the automobile 
trade,” said Mr. Spangler, “but the 
two, three and four-bathroom families 
are on the increase as fast as the two 
car families. This type of installa- 
tion offers the plumber opportunity 
to perform a real service to the home 
owner. The telephone companies are 
featuring a telephone for every room. 
But a much greater convenience 
would be a bathroom for each bed 
room. The plumbing trade to my 
mind has been slow to sell the public 
on the idea of a bathroom for each 
member of the family or as near this 
mark as possible. 

“The enterprising master plumber 
can learn much from the plumbing 
manufacturers. At least two of them 
maintain modern showrooms in Bir- 
mingham where a plumber may take 
customers and show them installed 
jobs. It is much easier to sell a com- 
pleted bathroom than it is to mer- 
chandise it piece by piece. Appeal 
to the imagination is greater than 
the appeal to reason. Particularly is 
this true with women. 

“One thing I have learned from 
these manufacturers is to show the 
price of everything. In my own shop 
if a customer doubts the reasonable- 
ness of my price I have only to 
take him to a display room and show 
him that I am in line. This dispels 
doubt on the part of the customer 
who, if he has confidence, will buy.” 

Mr. Spangler has been quick to 
take advantage of the deferred pay- 
ment plan. He finds that many re- 
sponsible householders want _ first 
class plumbing installations but are 
unable to pay the entire cost at one 
time. He consequently arranges for 
ten per cent cash payment and the 
balance to be paid monthly. 





















Editorials 


The Gas Merchandising Situation 


ITH the publication of the prin- 

ciples worked out by Domestic 
E.NGINEERING to govern the merchandising of gas ap- 
pliances, a definite step forward was taken. National 
President Donoghue’s message to members, published 
in our last issue, urging them to study these principles, 
indicates that leaders in our industry recognize a need 
for definite and practical rules which will give point to 
the six principles offered by the American Gas Asso- 
ciation. 

Any discussion of merchandising by the utilities must 
start frankly with the premise that the utility’s first 
interest is to sell gas. It is to sell gas that it is incor- 
porated and given a monopoly over that fuel in a given 
territory. When it commences to sell appliances—and 
one gas company president recalls that in the early 
days the utilities gave appliances away—it encroaches 
upon the independent dealer. Since a monopoly, 
granted by the government, practically speaking is 
government-protected, it is not too much to liken this 
utility competition with the competition of government 
with private business, about which we are hearing so 
much these days. 

The antagonism of the dealer towards the utility 
has its foundation in resentment over this encroach- 
ment. The dealer never could afford to give appliances 
And, 
today, he can not afford to give the generous allow- 
ances on old appliances, nor offer the ridiculous pay- 
ment plans that are still offered by utility companies. 


away, because he couldn't collect from any one. 


There are a number of co-operative plans now in 
effect between gas companies and dealers. But there is 
none in which all of the points covered in our prin- 
ciples are taken care of. For the most part, there is a 
tendency, where a co-operative plan is worked out, to 
limit the dealer in the appliances he may sell. What 
is probably one of the best plans in operation—in In- 
diana—gives the dealer the privileges offered under the 
plan on only two makes of water heaters. 


It is obvious that such plans leave the ultimate con- 
trol of the appliance business in the hands of the utility. 
If, as is the case in one large city in the east, the utility 
decides to concentrate on only one water heater, dealers 
are led to handle that heater if they want to participate 
in the plan. And if, at any time, the utility decides to 
market a heater of its own, the dealer who may not 
wish to handle such a heater is thrown back on the 
necessity once more of competing in a situation where 
he is at a serious disadvantage. 


Another phase of the situation that deserves close 
study is that of wholesaling on the part of the utility. 
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One menth’s wholesale sales, in the large eastern city 
mentioned above, amounted to $146,716.46. 
wholesale profit that does not appear on the statements 
of wholesalers in the plumbing and heating field. 


Here isa 


We believe that, in the final analysis, a situation must 
be created where the selling done by a utility will be in 
co-operation with the dealer and never, under any cir- 
cumstances, in competition with the dealer. For it is 
a foregone conclusion that the independent dealer can 
not compete with the terms now offered by most of the 
utilities. It is no radical opinion to say that, having 
been granted monopolistic rights, in the public interest, 
the utilities have all that they may fairly claim. Cor- 
poration law is full of examples of too wide an inter- 
pretation of corporate charters, and the utility excur- 
sion into the field of appliance merchandising is one 
of the most obvious of them. 

With President Donoghue, we recommend a careful 
study of the principles advanced by Domestic ENGI- 
NEERING by every contractor, manufacturer, wholesaler 
and utility president in the country. Aggressive local 
action will in time bring about the desired conditions 
and restore to the plumbing and heating dealer a mar- 
ket that was lost to him only because he could not, at 
any stage of the game, give away appliances, nor make 
such terms of sale as amount to giving away credit 
and profits. 


Christmas Merchandising 


N THIS issue, the Retail Advertising 

Service 1s given over to Christmas sell- 
ing ideas. A great sum of money has been accumu- 
lated and is in the process of being paid out,—money 
that was placed in Christmas Savings Clubs with the 
one idea of having a fund at hand for the holiday 
season. 

If it has been true for several years past that the 
buying humor of the public has been a practical one, 
how much more true will it be at this time! As be- 
tween the adult members of the family, there will prob- 
ably be but very little giving in the form of useless 
things. Even those people who, given the money, seem 
to be fascinated by the jimcracks they can purchase, 
will be in a more sober buying mood this year. 

A showing of nicely boxed plumbing and heating 
accessories will aid strongly in calling public attention 
to the possibilities of the plumbing and heating store 
as a gift center. Once the prospect has been interested 
in that direction, there will be the additional oppor- 
tunity to talk in terms of complete bathrooms, new 
heating systems, automatic heat and other conveniences 
in plumbing and heating. 

Our industry came late to Christmas merchandising, 
but we believe that each year is building a cumulative 
acceptance of our products as appropriate, sane and 
lasting. Let’s not neglect a good market this year, and 


one for which the money has been especially saved. 

































Would You Like to 
| Give Something Lasting? 
pre Christmas problem this year 


is to choose wisely in the world 
of merchandise. These things, we 
suggest, are the wisest of gilts: 


AUTOMATIC WATER HEATER 
} SWING SPOUT FAUCET 
| NEW CONVENIENT KITCHEN SINK 
| SHOWER BASEMENT TOILET 
SET OF BATHROOM ACCESSORIES 
TILING WATER SOFTENER 
AN EXTRA BATHROOM IN COLOR 


A visit to our display room will 
| enable you to see these wise selec- 
tions in operation. 


(In this space Your Name, etc.) 


For one-column space 


Dear Sir: 

No doubt, as the head of the family, 
you like to feel that in the giving of 
Christmas gifts there has been something 
lasting and of permanent value. 

In the last few years we have in- 
terested a number of our customers in the 
idea of plumbing gifts for the family. 
Perhaps you have never thought of plumb- 
ing products as gifts--yet you would be 
surprised if you dropped into our display 
room and saw how many beautiful, useful 
things you might select from 

These are things that, when the tree 
is down and the last Christmas card has 
been destroyed, continue to serve the 
family and increase the comfort and con- 
venience of the home. 

My purpose in writing you now is to 
suggest that you come in for a visit. 

If you care to phone in advance, I'll be 
glad to be here at any time you mention, 
day or evening. You can look around at 
your leisure, and without obligation. 

I feel sure you'll find something that 
will fit in with your Christmas gift 
plans. 

I shall be very glad to be here at 
any time you care to come. 

Very truly yours, 
HARRY BROWN 




















A plumbing sales letter 


RETAIL ADVERTISING SERVICE 
















ITH Christmas approaching, plumbing and heat- 
ing dealers will be turning their thoughts to ap- 
propriate merchandising ideas. ‘The copy below should 
help you to share in the millions of dollars that have 
been accumulated in the Christmas Savings Clubs this 
year. Details at bottom of page. 











What? A Bathroom 
for Christmas ? 


No doubt the thought strikes you as something 
new. But we predict that, as you get used to it, | 
you ll admit that it's a wise gift, a lasting one; and 
when you see the modern fixtures we are showing, 
you ll recognize what a beautiful gift it will be. 
Then, of course, there are many accessories and | 
fixtures which will be a great convenience in the | 
home. Drop in and see our display before you 
complete your Christmas shopping. | 














| (In this space Your Name, etc.) 














A two-column newspaper ad 


SANTA CLAUS ADDS 
| TO HIS WORKSHOPS 


“Old Claus has gone in for expan- 
























The copy on these two pages 
is for the use of readers of 
DOMESTIC ENGINEERING 
—without charge. If you wish 
to use the illustrations, they 
are sold at $4.20 for twelve 
—three months’ service. 


If you are using any of 
this copy, send us samples. 
We like to keep in touch 
with what our readers are 


doing. 
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sion, too,’’ says Harry Brown, local 
plumbing dealer. “Of course, those toy 
factories of his are going full blast, 
as usual——but in the last several years 
he has added to his production equip- 
ment a number of plants that make 
enameled sanitary ware and vitreous 
china ware, along with all the ac- 
cessories. 

“I’m not altogether in his confi- 
dence, of course, but for several years 
I know that he has taken a growing 
interest in that kind of gift, as be 
tween adults. He feels that these 
things make not only useful, but beau- 
tiful gifts. They last long, they serve 
well, and they contribute to comfort 
and to health. This year he is plan- 
ning for an even greater use of plumb- 
ing products as gifts.’’ 


Hand this publicity itemto your newspepe' 
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pushing the idea of Christmas gifts. 
in the minds of every home owner—use this copy to get 


Automatic Heat for Christmas 


Here’s copy for the heating side of the business— again 
Automatic heat is 


some of that potential business. 


A two-column newspaper ad 














~ Something to Take Away 
from the Family at Christmas 


Take away heating drudgery from your home this 


Christmas is a form of giving that the family will 
appreciate. Away with the messy, old-time meth- 
ods of heating the home. No matter what fuel you 


burn, you can have cleanliness, comfort, freedom 


from drudgery. You can have a heating plant that 
takes care of itself entirely, or one that asks only 
a few minutes once a day. Come in—or telephone 
—and we'll be glad to give you the details, with- 


out obligation. 


(In this space Your Name, etc.) 














DO SOME TAKING 
THIS CHRISTMAS 


‘“‘I’d like to see a little taking away 
this year at Christmas,’ says Harry 
Brown, local heating dealer. “‘I’d like 
to see some things taken away from 
the women and children. 

“That sounds pretty mean, I know 
—but what I mean is this: I’d like to 
see heating plant drudgery taken away 
from every home. I’d like to take 
away the need for running down into 
the basement half a dozen times a 
day to stoke up, and to carry out 
ashes. It can be done—no matter 
What fuel is used—coal, oil or gas. 
And I think that life would be much 
more pleasant in many a home if au- 
tomatic heat was introduced. All the 
Way from once a day to once in 
months is the attention required of 
the modern heating plant, depending 
upon the type of installation.”’ 


Give this publicity item 
to your local newspapers 


Your Window 


Window displays need 


change. If you have a per- 
manent display of fixtures and 
equipment, make changes in 
lighting—use the free floor 
space for changed displays of 
accessories. Property owners 
who pass your window will 
never be particularly drawn to 
it if it remains the same in every 
detail for months at a time. 
Change—even small changes 
—is what draws attention to 


a window. 




















For Christmas — 
| Give Your Family 
Automatic Heat 


| 
] |> there any other gift that would 
| be so appreciated by the family 
as freedom from heating plant 
drudgery? If you got up to a warm 
house, and came home to a warm 
house—always at an even tempera- 
ture—without the need for going 
into the basement for months at a 
time—wouldn t that seem the most 
perfect of gifts to you? 

Come in and let us give you the 
details. Or phone, and we'll send 
a competent man to explain. 








(In this space Your Name, etc.) 





A single column ad 


Dear Sir 

We are suggesting to home owners of 
this community that their gift to the 
family*this year be--Automatic Heat 

It doesn't make any difference what 
fuel you prefer to burn--coal, oil or 
gas--your heating plant can be made 
automatic. 
the basement all tle way from once in 
twenty-four hours to once in months. 

I need not point out to you what a 
convenience that would be to the family 
during the day, when you are away. No 
need to stoke up, no need to watch the 
ashes. 
you decide at what temperature you want 
the house and from then on you give 
either none, or the very minimum, of 
attention to the heating plant. 

Can you think of a gift that your 
family would appreciate more at 
Christmas? 

If you will phone, we'll 
send a competent man to talk with you, 
at home, or at your office 
here at any hour you care to mention 

Very truly yours, 
HARRY BROWN 


You can reduce your trips to 


be glad to 


‘7 
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A heating sales letter 





Depending upon your type of fuel, 
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Septic Tank Installations 
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HE following ‘“don’ts 
point out some of the more 
common errors in the in- 
stallation of septic tanks. They 
are based on a considerable ex- 
perience in this work. If these 
points are avoided in the plan- 
ning and construction of septic 


tank installations, troubles 
should be reduced to a muin- 
imum. 


General 
1. Don’t Fail to Check 
on the Following Fac- 
tors in Design 


Consumption of water, 
if any records exist; if 
not, note the number 
and kind of fixtures and 





Kitchen 


By W. A. HARDENBERGH 
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House 


Method of By passing 
Kitchen wastes around 
Tank 








estimate the amount of wast? 

water that is likely to be 

used, considering the S01] >» —_ 
water pressure, the max ' 
imum number of persons waste Se vie Tanke © gipgsa! 
that may require to be P 

served, and the season a 

when maximum 

use occurs. Thus, 

in a summer ——_- 

camp, with the 


maximum popu- 
lation only over 
the week-end, 
some overload 
will do no harm; 
but in a winter 
resort, soil and 
weather condi- 
tions are at their 
worst when the 
maximum load 
occurs and the greatest 
capacity is needed. 


Tank 


2. Don’t Locate the Tank 
Too Far From the House 

A distance of 30 to 50 
ft. usually is ample, un- 
less special local consid- 
erations enter. 


advantages, but because of the required slope of the 
sewer from the house to the tank may be a decided 
disadvantage, requiring the tank and disposal area 
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to be p'aced too far below the 
ground surface. This costs more 
and reduces the efficiency of 
the disposal system. 


3. Don’t Lay the House Sewer 
on a Flat Grade 


The sewer from the house to 
the septic tank should be laid 
on a grade of not less than 3 ft. 
in 100 ft.. except in cases ot 
necessity when 2 ft. in 100 ft. 
is permissible with very careful 

work. 








Fig. 4—Thix includes the detailed sketch at the right 


Tanks 


4. Don’t Use a Tank 
That Is Too Small 


The minimum size of 
tank recommended for 
any installation is 200 
gal. net capacity but it is 
far better to use 300 gal. 
as the minimum. ‘The 
larger size costs very 
little more initially, and 
no more to install. For 
more than 7 peo- 
ple, provide an 





ee 


— gee oF additional 50 gal. 


per person above 
the minimum. 





5. Don’t Buy a 
Tank on Price 
Alone 


It never pays 
to buy a cheap 
tank. They are 
very liable to be 
____._} hight in. weight, 
j skimpy in capac- 
ity, and often are poorly 
designed. It costs no more 
to install a good tank, and 
the initial cost is but 
slightly greater. 


6. Don’t Build a Tank 
Unless You Know How 








It is a real job to build a good tank out of con- 
crete, and in the end it usually costs more than to 
In addition to the many difficulties in con- 
struction, there are important matters of design, such 
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7. plumbing contractor need not be told the 
many advantages of using copper and bronze 
in the construction of equipment for the removal 
of seepage water from basements, elevator 
sumps, scale pits, piping tunnels, etc. 


Penberthy Automatic Electric Sump Pumps and 
Automatic (water operated) Cellar Drainers are 
built of copper and bronze throughout. . they 
cannot rust. 


The design and workmanship of Penberthy 
Pumps are as outstanding as the quality of the 
materials used in them. Consequently, these 
pumps are trouble-proof as well as rust-proof. 


There is a type and size of Penberthy Pump for 
every purpose. Sump covers for both electric 
and water operated units can now be supplied 
at slightly additional cost. Penberthy Pumps are 
stocked by leading jobbers everywhere. 


PENBERTHY INJECTOR COMPANY 


Established in Canadian Plant 
1886 DETROIT Windsor, Ont. 


PENBERTHY PUMPS 


REMOVE SEEPAGE WATER 
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as the shape and depth of the inlet and outlet, the 


location and depth of baffles and the relation of 


length, width and depth. 


7. Don’t Set the Tank So It Tilts Backward 


If the tank 1s tilted backward so that the outlet 1s 
as high as, or higher than the inlet, the sewage will 





Do not turn the overHow into 
astream 
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Fig. ” 
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back up in the house sewer, allowing the solids to 
deposit, and causing stoppage. See Fig. 1. 


8. Don’t Set the Tank Directly on Rock or a Stone 

If a portion of the tank, whether it is of concrete 
or metal, rests on a rock or a stone, settlement of 
’ the tank elsewhere may cause a crack or break. Put 
a layer of dirt, at least 6 in. thick, over all rock in 
the excavation; and in backfilling around the tank use 
dirt free from stones. 


9. Don’t Set the Tank Deeper than Is Necessary 


The depth at which the disposal area must be 
placed depends primarily upon the depth of cover 
over the tank. The greater the depth, the greater 
the cost; and the disposal area is more efficient if it 
is in the upper layers of the soil. 


10. Don’t Locate the Tank in Wet Ground 


Whenever possible, place the tank in a dry and 
well-drained area, preferabiy on high ground. 


11. Don’t Run Grease and Kitchen Wastes into the 
Septic Tank 


Grease, even in the amounts that may be found 
in ordinary kitchen waste, may interfere with the 
operation of the septic tank; passage through the 
tank has no beneficial effect on it. Therefore, pass 


these wastes through a grease trap, by-pass them 
around the tank into the disposal held or cesspool, 
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or construct an individual disposal area for them. 
See Fig. 2. 


Disposal Systems 
12. Don’t Fail to Plan Your Disposal System 


Before you decide on the method of disposal, be 
sure to look the ground over carefully. Note the 
layout of the job, the kind of soil, the location of the 
surface drainage, the depth to the ground water, and 
similar factors. If the soil is very tight and non- 
absorbent, use more disposal area. If the ground 
water is near the surface, don’t try to use leaching 
cesspools. If the ground area is small, don’t plan to 
use a tile disposal field, provided other methods can 
le employed. If the slope of the ground is excessive, 
plan carefully the layout to avoid the difficulties due 
to steep slopes. 


13. Don’t Use One Method for All Installations 


On some jobs, leaching cesspools are better and 
cheaper than tile disposal lines. On others, the re 
verse is true. Much depends upon the porosity of 
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the soil, the slope of the terrain, and the area avail- 
able for disposal. To get the same absorptive area, 
two or three times as much dirt must be handled from 
a leaching cesspool as from a tile disposal line. With 
high ground water, the tile disposal is better but on 
steep hillsides, or in very open soil, the cesspools 
probably are better and cheaper. 


14. Don’t Discharge Septic Tank Overflow into an 
Old Well 


To discharge septic tank effluent into a well, even 
though the well is unused, is against the law in all 
or nearly all states, and may furnish grounds tor 4 


suit for damages by owners of nearby wells. See Fig. 
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THIS VIEW SHOWS A 
BRANFORD UNION 
UNDER A TEMPERATURE 
TEST OF 373°F. ~ 


AT 165 LBS.PRESSURE. 


























THE SAME UNION A 
FEW MINUTES LATER 
UNDER 32°F, AT 

110 LBS.PRESSURE. 
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Wren you start buying steel 


cable with which to wrap your 
laundry, it will be time for every- 


one to laugh at you. 


A\nd when you stop buying ex- 
cess weight in unions, it will be 


your turn to laugh at expense. 


Excess weight is useless! It is 


just as useless on a pipe line as 


it is on a laundry bundle. Why 
buy it? 
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Temperature Test 
also included 
four other lead- 
ing brands of 
unions. Docu- 
mentary proof of 
these tests may 
be had upon 
written request. 
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5. Use a properly designed disposal field, as shown 
in Fig. 4. 


15. Don’t Discharge Septic Tank Overflow on the 
Ground or into a Small Stream 


septic tank effluent into an open 
is unlawful in most states, without a 
permit from the State Board of Health. Downstream 
property owners may sue for damages, also. To dis- 
ground surface, Fig. 6, invariably 
Use a properly designed dis- 


iischarge of 


stream, rig. 5, 


charge on the 
nuisance. 


Fig. 4. 
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16. Don’t Use a Disposal Area Which Is Too Small 


ending in a small pit filled 
with Fig. 7, is certain to give 
trouble within a short time, even under very favor- 
able conditions. In medium soil use at least 2 cess- 
pools, 6 ft. in diameter and 6 ft. deep below the inlet, 
for 6 to 10 persons, or 150 ft. of tile disposal line laid 
as shown in Fig. &. 


short tile line. 


stone, 


A very 
cinders or 


Tile Disposal Fields 


17. Don’t Use Too Much Fall or Grade in the Tile 
Field 


In constructing a tile disposal field, the tile line 
should have a slope of less than 4 in. in 100 ft., other- 
wise an undue proportion of the liquid will flow to 
the low section and overload that part of the line, 
Fig. 9. 


18. Don’t Lay Drainage Tile Without Porous 
Material Around It 


The area of soil exposed to contact with the liquid 
is the measure of efficiency of the disposal system. 
lf soil 1s placed close around the tile, the small area 
of each joint is all that is available for absorption. 
The function of porous material is to allow free dis- 
charge from the joints, and to provide as much 
ground surface as possible into which the liquid may 


soak. See Fig. 8 
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19. Don’t Cement the Joints—Except the First Two 

The first two joints of tile leaving the septic tank 
are usually made tight, but all the other joints, ex- 
cept in rare cases such as sidehill work, are left open 
to allow a maximum of percolation from the line. 
See Fig. 10. 


20. Don’t Cement These Joints Carelessly and Stop 
the Line 

If the cement joints in the first two lengths of tile 
are made carelessly, the cement may form a partial 
obstruction in the line and cause a stoppage. See 
Fig. 10. If it isn’t possible to reach into the pipe to 
smooth down any cement that has come through the 
joint, run a snug-fitting swab or drag through the 
pipe past the joint. 


21. Don’t Omit Sections of the Line 
Rather frequently sections are omitted from the 
tile line. This is especially the case with the first 
two joints mentioned above, and with “Y’’s and “T”’s 
that are to be inserted at branches. While one man 
is getting these, a laborer not infrequently backfills 
the line. 


22. Don’t Use Single Runs More than 100 Ft. Long 


When lines are more than 100 ft. long, it is very 
difficult to distribute the liquid so that all parts of 
the line receive its proportionate share. When a 
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line more than 100 ft. long is necessary, use some of 
the methods illustrated in Fig. 11. 


23. Don’t Connect Bottom of Lines Which Are at 
Different Levels 
Proper methods of construction of lines for side- 
hill installations are shown in Fig. 12. If these 
methods are not used, and the bottoms of the lines 
are connected, the line farthest down hill will get 
most or all of the load. 


24. Don’t Place the Tile Line Too Deep 
Best results are obtained if the bottom of the tile 
disposal field is not more than 3 ft. beneath the sur- 
face in normal soils. It may be necessary, in some 
cases, to place it deeper, but it is not desirable. 


25. Don’t Place Parallel Lines Closer than 6 Feet 


While seepage from disposal fields is mainly down 
ward, parallel lines should not be closer than 6 it., 
(Continued on Page 128) 
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The ontents:~ 


This firm of heating contractors, 
as a result of unfailing attention 
to quality of installations, finds that 


Customers Make Gas Conversion 
Sales for Them 


’“= 6 9“... 


A prominent Indiana contractor, with 
successful experience to justify his 
conclusions, states emphatically that 
The Plumbing and Heating Dealer 
Is the Logical Outlet for Automatic 
Heating Equipment 


o “65 “=e... 


What happens in a twovstory residence 
when the automatic heating equipment 
is controlled by one device, is told in 


Variables in Temperature Control 
oe 6 oe... 6 
The effect of flue travel, or the number 


of boiler sections, is discussed with 
relation to fuel oil consumption in 








Oil Burner Efficiency The 








“publication 


within a 





publication 
























This 


conversion 
job heats a four- 
apartment 
ing with 2,000 sq. 
ft. radiation 


build- 


rs Make Gas 


onversion Sales tor [hem 


“Our first four sales netted 

us an additional twenty sales 

to get us well started in gas 

burner selling. We believe a 

man's work is his best adver- 
tisement © 


4a 


UR customers are our best salesmen,” says 
A. Kirkpatrick, of Kirkpatrick and Haller, 
Inc., Buffalo, N. Y. “This is not an idle 
statement, or a bromidic one. We have facts and 
hgures to prove this assertion. Not a few have been 
the direct means of selling six, eight, ten and twelve 
installations and one customer in particular has been 
the direct means of closing more than twenty sales. 

‘Some readers might wonder how this co-operation 
is possible. It is all very simple and is explained in 
ur working policy. Summed up, the policy is this: 


“The Best Possible Work at All Times.’ 
“We tell our men to make every phase of each in- 
stallation 100 per cent perfect. 


We go further and 
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give that extra service that every customer secretly 
hopes for. If a job is a conversion installation, our 
men are instructed to inspect the other parts of the 
heating system and if anything is wrong to cour- 
teously make recommendations. Many additional 
sales are engineered in this way. But while we ‘build 
for the future’ we work in the present and every in- 
stallation has got to be letter-perfect. 


How Customers Sell 


“The result is plainly evident. Customers are 
pleased with the service our installations render and 
happy to learn of our spirit exemplified in giving little 
extra services and making courteous suggestions. 
They tell their friends. They sell installations for 
us. There’s nothing complicated about this. A sat- 
isfied customer is undoubtedly a dealer's best adver- 
tising. No other publicity can beat it. We know, 
for facts and figures gathered over a course of four 
years, tell us what’s what and who’s who. While 
we employ efficient salesmen to dig up prospects and 
close sales, ninety per cent of our installations re- 
sult, directly or indirectly, from selling done by 
pleased customers.” 

Kirkpatrick and Haller Inc., was formed in 1927. 
soth Mr. Kirkpatrick and his partner, Edward J. 
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plumbing and heating lines. 


conversion jobs existed in 
sives set to work. 


prospects, and then made their calls. 


reached large proportions. 
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in gas burner selling. 


100 per cent installations. 


Plumbing and heating contractors must sell 


Oo Is.’ 
goods, 


pre duct.” 


Laying Out a Sales Plan 


RKPATRICy mn 
SHALLER 
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Haller, had long experience previously along general 
Selieving that gas is 
the ideal fuel and believing that a large field for gas 
suffalo, these progres- 
First, they took their customer 
lists, sorted out those who, they felt, were Class A 
Sold on gas 
heat themselves, their arguments and enthusiasm 
carried the day, and Kirkpatrick and Haller were well 
under way on a merchandising program that has 


“Our first four sales,” says Mr. Kirkpatrick, “netted 
us an additional twenty sales to get us well-started 
Always believing that a man’s 
work is his best advertisement, we were more con- 
vinced, after totaling this number of sales, that gas 
burner selling is more than anvthing else a matter of 
employing the best equipment plus the making of 


“This brings us to the point of good merchandise. 
‘vood 
otherwise there will be a rebound and the 
dealer will wonder what is wrong with business. We 
convinced ourselves of the superiority of this par- 
ticular gas conversion burner and thus automatically 
equipped ourselves with two strong selling points, 
namely, a quality product and an enthusiasm for that 


We asked Mr. Kirkpatrick to tell us what agencies 
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he uses to sell gas burners. Briefly they are the fol- 
lowing: 

1. Salesmen. 

2. Advertising in various forms. 

3. Window displays. 


Kirkpatrick and Haller employ two experienced 
salesmen. Their qualifications are that they are ex- 
perienced in selling and know heating. They don't 
sell plumbing or dabble in this or that specialty. 
They are full-time heating men. They know how to 
make calls (and this is an art in itself, says Mr. Kirk- 
patrick), measure jobs and make real heating sug- 
gestions. 

These salesmen have their own exclusive terri- 
tories. Main Street in Buffalo bisects the city and 
each man has his own side. He makes his own 
schedule and works house-to-house in the better and 
more-promising sections. He works fast and makes 
a report of each call. Each report is on a separate 
blank and these blanks are handed to Mr. Kirk- 
patrick each morning. Salesmen have to report at 
the office at 9 o’clock. They deliver their reports, 
take notes of phone calls that might have come into 
the ofhce from customers or prospects, announce 
their working territory for the day and are off to 
sell gas installations. They have cars and little time 
is wasted getting to their territories. Sometimes 
one or both report back to the office at noon, or at 
night, if there is any special reason for an office call. 
There is no obligation, however, for them to do so. 
But they do have to report each morning—six days a 
week. 

“Our gas burner salesmen have been with us for 
over three years,” says Mr. Kirkpatrick. “We know 
their worth and their loyalty. They have wide work- 
ing latitude for the reasons just expressed. We let 
them make their own territory schedules and limit 
them to but one office call a day. However, if our 
selling staff was larger, we might of necessity have 
to have salesmen make morning and evening calls; 
we would of necessity have to give them their sell- 
ing territories each day or week; we would have to 


This is the window that 
has done its part in 
selling the idea of gas 


for home heating 
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Here is splendid evidence 
of the all-around selling job 
being done by the plumbing 
and heating contractor. In 
this window is seen astrict- 
ly merchandised display—— 
and we have split the pic- 
ture to emphasize the posi- 
tion of the gas burner in 
relation to the other items 
on display. At proper 
seasons, the burner gets 
the “‘big play”. The win- 
dow has its important part 
in the selling plans of this 
firm of dealers in auto- 
matic heat 





check on everything in very close manner. But as it 
is, With a limited selling force and knowing that our 
men are honest and productive, we give them a free 


hand. This policy is paying all concerned real divi- 
dends. We keep a card index of all reports and every 


‘hot’ or ‘warm’ prospect is periodically checked and 
watched. All reports are most specific, telling what 
a prospect’s heating equipment is, what the prospect 
says about the ‘future’ and what the salesman’s own 
reactions to the customer are. 

“We try to first interest the woman in the home. 
lf she is interested in a change, if she really wants 
gas heat for her home, we ask her if we might call 
her husband at his office or place of business and 
make a definite appointment for that evening, or 
some other evening. If the woman is agreeable to 
our suggestion we know, from experience, that the 
sale 1s more than half-made.” 


The Advertising Program 


This Buffalo firm advertises in a number of ways 
and does it consistently. Kirkpatrick and Haller use 
three Buffalo dailies,—two of them once a week, and 
the other a Polish paper ( Buffalo has the second larg- 
est Polish population of any city in the country) at 
occasional intervals. Copy is short, to the point, and 
generally advertises one particular item. The bulk 
of this firm’s advertising, from August to February, 
deals with gas conversion burners and unit gas 
heaters. Kirkpatrick and Haller start early and quit 
late, just as they do in their daily work. Gas burner 
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advertising tells what the burner is, how it works, 
what it saves (in work, dollars and worry), and what 
it costs. It gives the whole picture without frills 
and fol-de-rols. 

Kirkpatrick and Haller also use several community 
papers to good advantage. ‘This advertising is inex- 
pensive, makes for regular “editorial,” or free space 
in the news columns, and keeps the name alive in 
different sections of the city. It aids the large dailv 
newspaper publicity and does a job that ts satisfac- 
tory. 

They Use the Mail, Too 

This Buffalo organization 1s a big believer in di- 
rect mail selling. That is if the right kind of copy is 
employed at the right time and a degree of consist- 
ency 1s maintained. At the same time these men are 
frank in stating that they've indulged but little in 
this form of selling in the past two years. 

“Direct mail,” explains Mr. Kirkpatrick, “takes a 
lot of time and effort to prepare. It takes time to 
follow through with it and make the most of the busi- 
ness it digs up. Two years ago we engaged in con- 
siderable direct mail activities that proved highly 
worth-while, but times were so good and with more 
jobs on hand than we could handle, we just let it 
drop. Our other forms of selling have carried us 
through in nice shape last year and so far this year. 
But despite the fact that business this vear is show- 
ing a slight gain over last, we are contemplating some 
sort of a direct mail campaign for spring selling. By 
that time the general public will be more in the mood 
for sales-letter reading and we hope tor good, defi- 
nite results. We do send out calendars each year. 
This year we'll send out nine hundred. This adver- 
tising keeps our name and our business in the home 
and readable for a whole year. Our belief is that 
any form of publicity that 1s not too expensive is 
good for it keeps the firm in mind—the firm name 
comes instantly to mind when the products it sells 
are being considered by the consumer.” 


A Program for Window Displays 


Two of the accompanving photos tell the Kirk- 
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patrick and Haller “story” in this regard. Located 
in the center of Buffalo, just off Buffalo's main busi- 
ness thoroughfare, on a street that leads directly into 
a high class residential section, Kirkpatrick and 
Haller, Inc., is available to the public. Thousands 
pass its window daily and because of this and because 
of the merchandising sense possessed by these plumb- 
ing and heating contractors, a good window is main- 
tained at all times. 

A definite window program is adhered to. In the 
warmer months of the year—during the months from 
May to August, inclusive—the window contains items 
more plumbing than heating. In the remaining 
months, the window is exclusively devoted to heat- 
ing equipment. Thus, these dealers take advantage 
of the seasons and employ a little psychology to pro- 
duce sales. 

Previous to the installation of a large hanging Neon 
sign that decorates the store’s exterior, two flood- 
lights of high intensity focused themselves on window 
ware. They were always in color which color, or 
rather colors, were changed at regular intervals. The 
brightness of the light from the hanging sign now 
precludes much interior special window lighting, yet 
these spotlights are used occasionally to emphasize 
certain new items. Mr. Kirkpatrick is enthusiastic 
about good window displays and he is just as much 
sold on color lighting for such showings. 

Gas burner selling, although newspaper and other 
forms of printed advertising, are stopped in Febru- 
ary, is continued until May. Buffalo weather is such 
that the convenience of gas heating is much to be 
desired in the spring months. 

“Buffalo weather is changeable,” explains Mr. 
Kirkpatrick, “and it means good profit to bear down 
hard on gas burner selling during these changeable 





This was a boiler re- 
placement sale. Kirk- 
patrick & Haller don't 
mind selling gas boll- 
ers, also 
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months. We stress the utter convenience and econ- 
omy of gas at these ‘not-hot-not-cold’ times and many 
sales result.” 

Mr. Kirkpatrick gives much credit for the success 
of their organization to the ability of Miss E. Sikes, 
firm secretary. Miss Sikes is in complete charge of 
the office and finances and is a big asset in not only 
taking adequate care of her end of the business but 
in so doing, also enables both Mr. Kirkpatrick and 
Mr. Haller to devote more time to outside selling ac- 
tivities. 

“Both Mr. Haller and myself,” continues Mr. Kirk- 
patrick, “do considerable in closing sales and in get- 
ting around personally we get first hand knowledge 
of the ability of a reputable concern in itself to sell. 
All things being equal in the prospect's mind, he will 
throw his vote in the direction of the firm that has a 
good reputation and is well-organized for service and 
dependability. Reputation counts big in the plumb- 
ing and heating business.” 

The word “vote” calls to mind an interesting bit 
of psychology employed by Mr. Kirkpatrick to close 
a sale. A prospect, a woman was seriously consider- 
ing putting in a gas burner. She was sold herself but 
didn’t want to do anything without her husband's 
sanction. Election night rolled around and knowing 
the husband and his party afhliation, and having just 
learned that his political party had carried the city, 
Mr. Kirkpatrick hotfooted to the man’s home. He 
found him in a jubilant mood, mentioned the gas 
burner proposition, sold him the installation and 
added $200 worth of extra equipment. A total sale 
of $400! 

“It pays to know your customers,” concludes Mr. 
Kirkpatrick, “and to sell them through their weak, or 
strong points.” 
























Contrasting installations—one in a boiler and one in a furnace 

















‘The plumbing and heating dealer is the 


Logical Outlet for 
Automatic Heating Equipment” 


says ARTHUR LAHR, of Lafayette, Ind. 


UTOMATIC heat is one of the most rapidly 
developing services the public has been given 
for some time. It is also exceptionally remu- 
nerative to the dealer who develops a constructive selling 
program.” Thus did Arthur Lahr, well known and suc- 
cessful plumber and heating contractor, 524 N. 9th Ave.., 
LaFayette, Ind., in a recent interview tersely charac- 
terize “labor-less” heat and reveal his unmistakable be- 





lief in the vast possibilities for profit to the plumbing 
shop in this comparatively new field, with particular 
Mr. Lahr has already 


reference to the coal stoker. 





achieved unusual success in marketing automatic heat 
equipment. He has the exclusive agency for a well 


known automatic coal stoker in ten counties surrounding 
[.aFayette. Therefore his ideas concerning the posst- 
bility for profit to the plumber in this field and his 
method of merchandising will prove doubly interesting 
to other energetic heating men who are earnestly seeking 
profitable avenues into which to extend their activities. 

“There is to my mind,” said Mr. Lahr, “no question 
that the plumbing and heating dealer is the logical retail 


outlet for automatic heating equipment. The heating 
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engineer with his 
knowledge and ex- 
perience in dealing 
with the heating re- 
quirements and equip- 
ment for every type 
of building most as- 
suredly should have 
little difficulty in es- 
tablishing his rightful 
claim to any activity 
concerned with the 
merchandising and in- 
stallation of anything 
concerned with heat- 
ing. 


Heating Men Must 
Get in Now 


But the fact that 
he can establish a 
rightful claim to the 
business will not prevent the specialist from taking 
that opportunity away from him just as soon as the op- 
portunity presents itself to do so. Now is the time to 
get in on the ground floor. Also those men in the 
plumbing industry who feel that the risk of added grief 
connected with the merchandising automatic heat is too 
great are really overlooking a golden opportunity. For 
insofar as added grief is concerned in the marketing of 
the automatic coal stoker, it is more a state of mind or 
an alibi for inertia than a reality. At least that has 
been my experience. 

‘The unlimited field of possibility in the merchandis- 
ing of automatic heat, to my mind, should in itself prove 
one of the greatest incentives to the wide-awake dealer. 
The needed investment is small, being merely the cost 
of the demonstrator. The amount of labor required on 
the installation is at a minimum. To make a complete 
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Mr. Lahr sees 
prospects every- 
where — homes, 
fraternity houses 
—wherever people 
need heat 


installation of a coal 
stoker on any type of 
heating plant, includ- 
ing the setting of the 
thermostatic controls, 
consumes but four 
hours’ time. Contrary 
to the general belief, 
there is no servicing. 

No difficulty is ex- 
perienced in compiling 
a mailing list suff- 
ciently large to give 
ample scope to the 
most ambitious of pro- 
grams. Almost any 
man can sit down and 
catalog the names of 
three or four hundred 
people in his own and 
surrounding commu- 
nities who would be 
good prospects to work. The wider his own personal 
acquaintance extends, the easier this would be. Almost 
every type of building owner is a prospect. School 
houses, industrial plants, funeral homes, storage ware- 
houses, creameries, garages, fraternity houses, hospitals, 
private dwellings—each and every one is a _ prospect 
awaiting the opportunity to have some aggressive plumb- 
ing and heating man show them how they can save ex- 
pense, labor and dirt without sacrificing comfort, re- 
gardless of whether the existing heating unit be steam, 
hot water or warm air. In getting prospects we have 
even gone so far as to obtain from the respective county 
recorders in our territory the names of the various trus- 
tees, in order to get installations at strategic locations 
as quickly as possible. There are obstacles to be over- 
come, certainly, such as the development of an adequate 
selling technique and a sales force, but none of these 1s 
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S the Registered Trade- 
mark and Name Under 
Which the Coal-o-matic Stoker Will Be Marketed. Exclusive 
Manufacturing Rights Under the Numerous Cross Coal-o-matic 
Patents Were Acquired by the Butler Manufacturing Company. 
Large Scale Production for the National Market is Under Way in 
the Butler Factories at Kansas City, Mo., and Minneapolis, Minn. 
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This message is directed to coal merchants or 
plumbing and heating contractors or a combination 
of both, of the far sighted calibre—who are pre- 
pared to found in their local trade territories a self 
contained, self sustaining business enterprise in a 
relatively new field of business already flourishing. 
Now is the opportune time to lay the corner stone 
preparatory to placing the enterprise in full swing 
for the coming season. 
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The Butler Coal-o-matic Exclu- 
sive Franchise Is Profitably 


Butler Coal-o-matic is an 8 year development by an eminent 
engineer. One of its singular features is adjustable regulation 
of forced draft and distribution throughout the fire bed by means 
of a dual system of tuyeres. Another exclusive feature is the 
intermittent revolving of its sectional spiral underfeed by oa 
simplified worm and ratchet transmission. The combination of 
these two exclusive characteristics makes possible the highest 
stoker combustion efficiency ever attained with either hard 
coking or free burning coal. A complete dual (thermostat- 
temperature) automatic control system, including mini- 
mum fire bed control and a full range of sizes for all types of 
commercial and the larger residential heating plants, provide every 
necessary factor for the conduct of an automatic heating business. 








Cooperative — Mutually Exacting — Extraordinarily Valuable 


The nation-wide program of merchandising Butler Coal-o-matic 
opens up excellent new business opportunities to the coal mer- 
chant or plumbing and heating contractor who will learn about 
stokers with a Butler Coal-o-matic in his own home or business 
place, organize a competent stoker sales and installation de- 
partment, analyze his potential market, record and classify his 
prospects, make personal solicitations, send direct mail adver- 
tising, maintain sales room and window displays, work with archi- 
tects and builders, everlastingly expose his automatic heat 
organization to the public. 


In return the Butler Manufacturing Company puts behind him 
@ 30-year-old manufacturing and merchandising reputation . . . 
a Triple A One financial record of long standing—a genuine 
pledge of quality and service. Its combustion engineers will help 
train local sales and service forces, maintain attractive dealer 
margins, protect territory, supply direct mail and window adver- 
tising and spend a definite percentage of every dealer purchase 
in local newspaper or radio advertising, over the dealer's name, 
right at the point of sale. Nothing, that will help to make the 
franchise invaluable, will be left undone by either party. 


Applications from Coal Merchants and Heating and Plumbing Contractors 
of the Calibre Indicated are now Being Considered For Unassigned Terri- 
tory. Address full Qualifications to our General Offices at Kansas City. 


BUTLER MANUFACTURING COMPANY 


1263 Eastern Ave., Kansas City, Mo. 


963 Sixth Ave., S. E., Minneapolis, Minn. 
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insurmountable. 
And they fade 
into insignificance 
compared with 
the possibility for 
gain.” 


Personal Contact Favored 


In merchandising automatic heat Mr. Lahr employs 
the four commonly accepted methods—personal contact, 
direct by mail solicitation, the newspaper advertisement, 
and the conspicuous display and demonstration. He 
favors personal contact as a business getter and to this 
method he bends his greatest effort, employing the other 
three methods as supporting auxiliaries. Economy in 
fuel consumption, greater uniformity of heat, freedom 
from the necessity of constant attendance in the base- 
ment, all convincingly buttressed with adequate proof, 
are the watchwords or keynotes of his selling effort. To 
a carefully selected list of prospects every week a direct 
mail piece is sent, while a 4 x 6-inch advertisement is 
used weekly in the loeal daily paper. About forty of 
the direct mail pieces go out each week and these are 
religiously followed up with personal calls or telephone 
calls. The newspaper advertisement inquiries are also 
conscientiously followed up no matter what the nature 
of the inquiry. The attitude is that every one is a 
prospect and deserves consideration as such. A com- 
plete heating unit and automatic stoker is set up in the 
office for demonstrating purposes, and the recipients of 
the direct mail letters are apprised of this fact also and 
are urged to pay 
the office a visit. 
Mr. Lahr’s own 
personal acquaint- 
ance 1s very large, 
having been in 


This stoker job serves a “funeral home.” 
article about it 
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Here is a university fraternity house installation at Purdue—which is strong on 
engineering 
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business in_ the 
same locality for 
many years. His 
own ability as a 
salesman is_ in- 
deed remarkable. 

ut perhaps one of the outstanding reasons for Mr. 
Lahr’s rapidly growing success in merchandising auto- 
matic heat is his recognition of the fact that when the 
public is offered a machine which lessens labor and ex- 
pense and does a disagreeable task much more efficiently 
than the human hand can do it—the case with automatic 
heat—a minimum of sales resistance is encountered in 
the marketing of that machine—provided it 1s given 
adequate representation. About the only selling really 
needed is the extension of the public’s acquaintance 
with it. 

“The primary appeal in selling automatic heat,’ said 
Mr. ahr, “is the economy appeal. If you can actually 
show the prospect where he can save money on coal 
bills, your battle is more than half won before you start. 
The other features of merit about automatic heat can 
be introduced as secondary props after the customer 
has been interested, but you have got to get that one 
main idea over first. 


Economy a Big Factor 


“Therefore in my selling of automatic coal stokers | 
do not hesitate actually to guarantee a certain stipulated 
saving on the fuel in a given time as a condition to the 
sale. That is one excellent way of expressing confidence 
in the thing you 
are selling and it 
builds up a force 
that is exceed- 
ingly difficult to 
resist. As a mat- 


There's an interesting incident in this 
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ter of fact I take little or no risk in doing it, because I 
know perfectly well the unscientific manner in which 
most people fire their furnaces, with the resulting fuel 
wastes. Add to this the fact that a cheaper grade of coal 
can be burned in the automatic stoker, and a material sav- 
ing in the fuel bill is practically certain to result. When 
you can show a comparison of fuel bills both before and 
after the installation of automatic heat you are speaking 
a language which the home owner can fully understand 
and appreciate. Such comparative statistics are not 
hard to get once you have several installations located. 
People are anxious to tell others about a stroke of good 
fortune they have experienced. Thus I have capitalized 
on a natural ally in the business, and, after all, what 
else is there to selling? Greater uniformity of heat made 
possible with automatic heat than with hand firing, the 
absence of smoke, soot and dirt, the fact that Mi-lady 
does not have to go into the basement during mid-day to 
fire the furnace are all added natural allies which aid 
in breaking down sales resistance.” 

Capitalizing on advantages natural and otherwise is 
exactly what Mr. Lahr does in his selling. When natural 
advantages fail to present themselves, he has plenty of 
ingenuity to employ in disclosing expediencies to suit 
his needs. He is not the least backward about asking 
people to buy and yet he does it in a way as not to give 
offense, which is the consummate art of the real sales- 
man. A case in point will illustrate: He succeeded in 
selling a funeral director “A” automatic heat. After this 
first installation was made there seemed to him no log- 
ical reason why “B” a second funeral director, should 
not have a similar installation. Knowing that B was 
just a trifle envious of A’s place of business, Mr. Lahr 
decided that insofar as automatic heat was concerned the 
two places of business should be on a par. 
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And as is always the case of fortune favoring the bold, 
so she favored Mr. Lahr in this instance. A disagree- 
ment arose between B and Mr. Lahr concerning a pre- 
vious bill. A telephone conversation ensued, ending in 
B’s agreement to call on Mr. Lahr. Of course the mat- 
ter could have been amicably settled over the telephone, 
but that would have deprived Mr. Lahr of the opportun- 
ity of getting a possible prospect into his store. B ar- 
rived, bill in hand, filled with indignation over the treat- 
ment he had received. He was treated with every cour- 
tesy; the difference about the bill was quickly adjusted 
and B prepared to depart. As he turned to leave—at 
peace with the world—he was compelled to pass the 
demonstrator set up in the front part of the office. 
Nothing more was said by either of the two men until 
B had reached a position just opposite the demonstrator. 
Then Mr. Lahr’s voice was heard: “When can I install 
your automatic coal stoker for you, Mr. Br?” Mr. B 
stopped short in front of the stoker. In another instant 
Mr. Lahr was at his side and dropped a few words 
about having recently installed one for A. 

Questions and answers followed in rapid succession, 
with the result that B is not only to have a stoker in 
the basement of his funeral home, but one will also 
grace the basement of his own home when the wintry 
winds again begin to blow. Now, there was nothing 
difficult in the planning of this little selling campaign. 
True, circumstances favored Mr. Lahr very greatly in 
it, but nevertheless he knew when and how to grasp the 
opportunity when it presented itself. It is one thing to 
get a prospect into your place of business and quite an- 
other to know how to handle him to the best advantage 
after he gets there. 


He Studies His Prospects 


The illustration just given shows how Mr. Lahr cap- 
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This fine old porticoed home is heated by the stoker installation shown on page one of 


the article—with the furnace 
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italizes on his every opportunity without giving the least 
offense to the customer ; also why he believes so strongly 
in the superiority of personal contact to other methods 
of selling. He is constantly studying his prospects, 
learning their little idiosyncrasies, their likes and dis- 
likes, planning and creating stage settings for his 
little one act plays in which he and the prospect are 
the chief actors, with himself always in command of 
the situation, always thinking just a little ahead of 
the prospect. He finds that from three to five calls 
on a prospect are usually required to sell the auto- 
matic heat idea. For his pains and perseverance he 
is richly rewarded in the form of a constant stream 
of orders for automatic heat and the satisfaction he 
derives in having rendered a real service to an ever 
increasing number of customers. 

Among some of the more outstanding obstacles 
Mr. Lahr finds financing the payments. “In these 
days of curtailed incomes,” said he, “you have got tc 
be prepared with a plan of meeting the payments that 
at least looks easy or all the selling talk in the world 
will avail you nothing. There is little satisfaction in 
putting forth what you consider your best sales effort 
only to have it all knocked into a cocked hat by the 
prospect’s statement: But how am I going to pay for 
the equipment, granting that it is all that you claim 
for it? It is one thing to sell and quite another to 
make it conveniently possible for the customer to 
discharge his obligations. But that is an individual 
problem and must be taken care of by the individual 
contractor as best fits his own particular case. The 
point I wish to emphasize here is that it is a part of 
practically every selling job and to be forewarned is 
to be forearmed. This phase of the business need not 
necessarily cool the ardor of the ambitious salesman, 
however, as the total amount of money involved in 
each instance is not so large that some satisfactory 
payment plan cannot be worked out. 


“In the matter of salesmen’s compensation at the 
present time we employ several men on a straight 
commission basis only, but our organization is in a 
state of efficiency as yet where it is necessary for me 
‘to step in and close the deal. I find that inexperienced 
salesmen are prone to employ unnecessarily extrava- 
gant terms in their zeal to sell, which if not closely 
watched can lead to no little embarrassment later on. 

“IT also want to admonish every one considering 
the proposition of selling automatic heat to get an 
exclusive agency. That is the only way that I my- 
self would care to handle it. There has been con- 
siderable criticism on the fact that I have been able 
to get the exclusive agency for the ten surrounding 
counties, but in reply I say that every other dealer 
in this city had equal opportunity. The fact that they 
could not see the possibilities in the sale of automatic 
heat which I did at the time the territory was open 
or were afraid to tackle the proposition because o! 
the supposed service grief connected with it is just 
their hard luck. 

“As I said at the outset, automatic heat is the fast- 
est selling proposition that I’ve seen in a long time. 
It has very definite profit possibilities for the plum)- 
ing and heating dealers and I for one am going to de- 
velop them to the last degree.” 
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Control 


Earl Brown considers in this article 
what happens in heating a two-story 
residence when the automatic gas 
burner, oil burner or stoker is oper- 
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ated by a single and centrally-located N « 
temperature control device. He does | 
not discuss, in this case, further re- 
finements of control designed to take 
care of variations of exposure in 
different rooms. Mr. Brown adds a 
note cautioning against over-selling. 

It is important to know the limita- 
tions of the system which is to be 
installed and not allow the owner 
to expect the impossible. Even the 
most elementary automatic job is 
such an improvement over manual 
operation that it can be sold on its 
own merits without overestimating. 


By EARL BROWN 


UTOMATIC heating equipment in one form or 

another has been sold for many years. In the 
case of those whose experience has included 
school work, the expression automatic heating has come 
to be closely associated with automatic room tempera- 
ture control. With this type of system, each room is 
provided with devices which control the source of heat 
supply in the room in such a manner as to maintain a 
constant temperature regardless of the outside tempera- 
ture, the sun, and the wind. Such a system 1s truly 
automatic because no adjustment or regulation of the 
system is required at any time. Another that is truly 
automatic is a gas or oil burner or stoker system con- 
trolled in such a way as to maintain a constant steam 
pressure on the boiler. Such equipment will maintain 
this constant steam pressure regardless of the heating 
load, the weather, or anything else, without manual tin- 
kering of any kind. 





hig. 


Now if a system of room temperature control which 
opens and closes the heat supply automatically is hooked 
up with a gas or oil burner or stoker fired boiler that 
automatically maintains a constant steam pressure on the 
boiler at all times, the result is a system that is truly 
automatic. 

It is truly automatic because each room is maintained 
at precisely the desired temperature at all times, re- 
gardless of the location of the room with respect to the 
boiler, regardless of what temperature is being main- 
tained in adjoining rooms, of the outdoor temperature, 
of the amount and direction of the sunshine, of the wind, 
and if the equipment is large enough, regardless of build- 
ing construction. 

The next question then is, “What about a small home 
equipped, for instance, with a vapor system and an oll 
burner and controlled by a centrally located single room 
thermostat? Wouldn’t that be truly automatic?” I'd 
answer, “Perhaps it would but more likely it would not.” 

Then it might be asked, “What would it be if not 
automatic?’ Undoubtedly it should be called a semi- 
automatic system because it will require a certain amount 
of regulation and adjustment. 

To use a particular job to explain what is meant, I'ig. 
l and following drawings show the basement, first and 
second floor plans of a house heated by a vapor system 
with an oil burner controlled by a single centrally lo- 
cated room thermostat. In short, Fig. 1 represents a 
very simple job of automatic heat. Assume, for the time 
being, at least (1) that the radiation has been correctly 
figured, (2) that the prevailing winds are from the 
west, (3) that the minimum temperature is 0 deg. Fahr., 
and (4) that the thermostat is in the best possible loca- 
tion. Furthermore, assume that the vapor system 1s 
working smoothly, that the boiler piping and oil burner 
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are all of the proper size and are correctly installed and 
that the radiators will all heat and cool at exactly the 
same time. In short, assume that the system is as nearly 
perfect as it can be made within the limits of what is 
put into it. 

Let us try to predict the operation of the system under 
different weather conditions. We shall start with a 
cold, still day. On first thought we might say, “That 
job will work perfectly on such a day.” Will it? I 
believe not. And why not? Consider that the radiators 
for all the rooms were figured to heat the rooms to 70 
deg. Fahr. at O deg. Fahr. outdoor temperature. How- 
ever, the radiators in the west rooms (rooms C, D, G, 
and H) were increased by 10 or 15 per cent, due to their 
being on the side of the building where the prevailing 
winds strike. Now on this day, the extra 10 or 15 per 
cent is not needed because there is no wind. The result 
is that these rooms are considerably warmer than the 
other rooms. This means that when room C reaches 70 
deg. Fahr. the thermostat will shut off the burner or 
stoker, even though rooms A, B, E and F may be only 
60 deg. Fahr. because they have less radiation. 

This situation can be remedied by shutting down the 
radiators in the west rooms until they give off the cor- 
rect amount of heat as compared to the other rooms. 
Who is going to do this? The owner or tenant can easily 
make this adjustment but is the system automatic if it 
requires such attention ? 

Then, if a west wind comes up, more heat will be re- 
quired in the west rooms (C, D, G and H) than in the 
others. Since these radiators have previously been shut 
down about 15 per cent the burner or stoker will oper- 
ate long enough to keep these rooms at 70 deg. Fahr., but 
at the same time the other rooms, which are not on the 
windward side, might go up to 75 deg. Fahr., or 80 
deg. Fahr. because they do not require so much heat as 
the west rooms. 
The obvious rem- 
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some heat will be blown into them from the east rooms. 
As a result, the burner will run just long enough to 
heat room C to 70 deg. Fahr., while the east rooms 
may be only 55 deg. Fahr. What is to be done? The 
owner or tenant must partially close off the radiators in 
the west rooms until the burner or stoker runs long 
enough to heat all the rooms somewhat uniformly. 

The sun can play some tricks, also, with a system 
like this. A bright winter sun may heat the east rooms 
some morning without the need of steam at all, but be- 
cause the west rooms still require heat, steam will be 
delivered to all radiators. Consequently the east rooms 
will be decidedly overheated unless the radiators in these 
rooms are shut off. When the sun no longer warms the 
east rooms some one must turn on these radiators again 
or the rooms will be cold. 

In a similar manner, a strong afternoon sun may heat 
the west rooms without the aid of the heating system. 
Under these conditions the thermostat would keep the 
burner or stoker shut off and the east rooms would be 
cold. What should be done in a case of this kind. The 
radiators in the west rooms may be shut off, but this 
will not help matters, because these radiators are not 
needed anyway. The only solution is to raise the ther- 
mostat setting high enough to make the burner run long 
enough to heat the east rooms. Under these conditions, 
the west rooms will be greatly overheated unless all of 
the radiators in these rooms are shut off. 

If the people living in this house like to sleep in a 
cool room, further complications may arise. When room 
F is allowed to cool to 50 deg. Fahr. over night, while 
the rest of the house is maintained at 70 deg. Fahr., this 
room will naturally require a long time to come up to 
70 deg. Fahr. because the burner will run only long 
enough to keep the other rooms at 70 deg. Fahr., with- 
out any allowance for increasing their temperature. As 
a matter of fact 
room F may never 








edy is for the 


come up to 70 deg. 








owner or tenant to 
open the radiators 
in the west room. 


50? 


@ 











Fahr. If the lady 
40# of the house wants 
to work in this 
room, something 





























The question 1s, | 40¢ 
how much should Oo has to be done to 
he open up these get the room warm 
radiators? He must enough. It is pos- 
play a hit and miss sible to raise the 
game until he can “4 = thermostat setting 
make good guesses, | Thermostat until room F is 70 
but many people | deg. Fahr., but un- 
lose their patience CJ less the radiators 
before they master () in all the other 
this little art. L] rooms are shut 
down the _ entire 


Suppose, now, 
that on a 30 deg. 
Kahr. day the wind 
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have 15 per cent 
more radiation than 
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the stairway, causing a very objectionable draft. 

What would happen if some one conceived the idea of 
closing off the radiators in room D and closing the doors 
leading to this room? Obviously, this would increase 
the need for heat in room C, so that the burner or stoker 
would have to run longer than required by the other 
rooms, with the result that they would be overheated. 
In mild weather practically the only remedy would be 
to close off the radiators in all rooms but C to prevent 
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Second Floor 


over-heating. In very cold weather the radiators in 
room D might have to be turned on or room C might 
never come up to temperature. This would keep the 
burner or stoker running continuously and would prob- 
ably cause the other rooms to overheat. 
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If the outside door in room C is accidentally left open, 
this room might be cooled off very quickly with the result 
that the thermostat will keep the burner running until 
room C is up to 70 deg. Fahr. In the meantime it is 
likely that the rest of the house will be entirely too hot. 

If room H is a spare room which 1s not heated, the 
adjoining room G may always be colder than the rest 
of the house because of the heat lost through the wall 
into room H. This can be overcome only by practically 
shutting off all the other radiators in the house to secure 
uniform heating. 

My experience has taught me that any contractor who 
is building a permanent business must be very careful 
not to sell anything with words that he cannot deliver 
with the equipment he proposes to install. If he sells 
automatic heat in such a way as to lead his customer to 
expect complete automatic operation in the full sense 
of the term and proposes to install only semi-automatic 
equipment, he 1s doomed to trouble. On the other 
hand, if he sells it in such a way that the customer its 
prepared to make adjustments from time to time, the 
contractor probably will make his customer a permanent 
friend. 

Some people might argue that if the customer is told 
that he will have to use a little judgment in the operation 
of his automatic heat job and will have to make a few 
adjustments, depending upon the direction and intensity 
of the wind, and the sunshine, no sales will be made. 
Even the semi-automatic heat job described above is 
such a great improvement over hand operation that it can 
be sold on its merits. In this case, it is not necessary to 
lead the customer to expect full automatic operation. 
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HEN oil burners 
are installed im 
round hot water 
heating boilers, what is the 
effect of various operating 
conditions upon them? Does 
it make any difference if 
the burner is installed in a 
six section boiler or in a 
four section boiler? Will 
the flue gas temperature be 
higher with a boiler having 
only four sections than with 
a boiler having six sec- 
tions’ Will the six section 
boiler transter more heat 
from the oil burner flame to 
the water than a four sec- 
tion boiler? Is the efficiency 
of a six section boiler high- 
er than that of a four sec- 
tion boiler? What is the 
effect of load, or rate of 
burning oil, on the effi- 
ciency of either a four or 
six section boiler? 

To answer just these and 
other questions, a series of 
forty-eight tests were con- 
ducted under the direction 
of the author when he was 
connected with the United 
States Department of Agri- 
culture. The full results 
of the project have been 
published in Technical Bul- 
letin No. 109 from that de- 
partment. The data from 
these tests form the basis 





Table 1—Comparison of Burner Operation Using Fuel Oil in 
a 4-Section and 6-Section Boiler, with 10° COs in Flue Gas 
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Fig. 1—Here a constant amount of CO: (approximately 10 

per cent) was maintained in the flue gas. The curves 

show the effect of operating an oll burner, first in a hot 

water heating boiler having four sections and, second in 

nan hot water heating boiler having six sections. The same 
oll was used 





for this oil burner article. 

Before going into the 
subject of test results, the 
several terms used should 
be defined. Combustion rate 
has been taken to mean the 
quantity of fuel burned ex- 
pressed in pounds per hour 
or gallons per hour. 

The term heating effect 
refers to the number of 
heat units per hour ( Btu.) 
added to the water in the 
boiler which are available 
for circulation to and from 
the radiators of a hot water 
heating system. To express 
this approximately in square 
feet of direct hot water 
radiating surface, the value 
of the heating effect may 
be divided by 150 (the Btu. 
per hour per square foot of 
radiation) or for steam ra- 
diators, by 240 (the Btu. 
per hour per square foot of 
radiation ). 

Overall thermal efficiency 
implies the heating effect 
divided by the total heat 
value of the fuel consumed. 
This represents the propor- 
tionate quantity of the total 
heat in the fuel that be- 
comes available for heating 
the house. 

Flue gas temperature 
means the average of seven 
temperature readings of the 


Table 2—Comparison of KBurner Operation Using a Second Oll 
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tlue gases in Fahr. degrees taken during a test at the base 
of the smoke flue. 

The facts which may be learned and developed on 
oil burner behavior are many and varied. The same 
burner can seldom be expected to perform in exactly 
the same manner in one installation as in another, since 
it is almost impossible to find two heating plant installa- 
tions that present exactly the same conditions for burner 
performance. If it may be assumed that an oil burner 
is installed in a residentia! plant and has been adjusted 
to operate perfectly in that plant, it will only remain so 
as long as the operating conditions remain the same. Let 
any change occur in attending conditions, as change of 
draft, change of rate of oil feed, change of combustion 
space volume, or any one of the many factors that con- 
tribute to the perfect operation and immediately the 
hurner operates differently. 

Above all, it should be remembered that these re- 
sults cover accurate tests of specific oil burners in specific 
hoilers. Therefore, the numerical values will not neces- 
sarily hold for other similar installations. The value of 
these results and charts is in the fact that they serve 
as possible guides to show what may be expected. in 
similar set-ups. In addition, they definitely illustrate the 
need for testing and accurately adjusting oil burner jobs. 


Effect of Length of Flue Gas Travel on Overall 
Plant Efficiency 


The advantage of increased gas travel in residential 
oil burning plants is clearly defhonstrated by a com- 
parison of the results of similar tests conducted first in a 
six-section boiler and repeated in a four-section boiler. 

The chart shown in Fig. 1 contains three sets of 
curves representing operating characteristics of the same 
burner in the two sizes of boilers noted with drafts 
regulated during all the tests so as to maintain a carbon 
dioxide content of approximately 10 per cent during 
each test. 

The flue gas temperature curves show that through- 
out the entire range of fuel consumption rates at which 
these tests were conducted, the gases leaving the four- 
section boiler were about 200 deg. Fahr. higher than 
those leaving the six-section boiler. 

The efficiency curves indicate that for the consumption 
of any given quantity of fuel, within the range of fuel 
consumption rates, the overall plant efficiency was more 
than 10 per cent greater for the six than for the four- 
section boiler. 

The heating effect curves indicate that an average of 
50,000 Btu. per hour additional were added to the boiler 
water during the combustion of a given quantity of fuel 
when it was burned in the 6-section instead of in the 
4-section boiler. Table 1 shows comparative quantities 
lor a low and high rate of fuel consumption, namely, 
ten Ib. of fuel per hour and 16 Ib. of fuel per hour. 

\ comparison of the effect of length of flue gas travel 
on operation of this burner for the same CQO» flue gas 
content, using a different fuel oil, is presented in Fig. 2. 
While the differences in favor of the six-section heater 
are not so marked as when the other fuel oil was used, 
yet the advantage of increased number of boiler sections 
is plainly evident. 


Table 2 contains comparative quantities for a low and 
high rate of combustion. 
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What Is the Effect of Adding Sections? 


Probably one of the first considerations in the in- 
stallation of oil burners is in regard to whether or not 
the boiler has sufficient flue travel. In other words, 
has it enough sections? How much more efficient will 
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Fig. 2—These curves are similar to the ones shown in Fig. 
1 except that they were developed using a different grade 
of fuel oil 


the installation be if it is placed in a six-section boiler 
as against a four-section boiler ’ 

This is analyzed in Fig. 1, and the corresponding 
Table 1. Here the burners were adjusted so that at all 
times during their operation a constant amount of CO» 
(10 per cent approximately) was produced. 
for the COs content was selected since it was considered 
to represent a conservative condition attending the in- 
stallation and operation of the average residential plant. 


This value 


Referring to Fig. 2, it will be noted that the combus- 
tion rate in pounds of fuel per hour is listed across the 
bottom of the chart. 
combustion varying from & to 23 pound of fuel per hour. 
The two efficiency curves are shown at the top of the 
chart. 
listed vertically at the upper leit. 
for the six-section boiler is drawn as a solid line and 
the curve for the four-section boiler 1s shown as a dash- 
circle line. Note that the curve for the six-section 
boiler starts at 62 per cent efficiency at a combustion rate 


Accordingly, it considers a rate of 


The numerical values for thermal efficiency are 
The efficiency curve 


of approximately 10 Ib. of oil per hour. The efficiency 
of a four-section boiler at this same consumption 1s only 
56 per cent. This also is shown in Table 2. 
Comparison of the effect of length of flue gas travel 
on burner operation when the draft at the base ot the 
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cooling and drying for you. 


pletely dependable. 


There no doubt is much commercial heating work right in your 
own territory that you have wished you had but could never get 
because you had nothing to offer. Now, with the Pittsburgh Gas- 
Fired Unit Heater this work is right in your line. Here is a gas 
unit heater that will not only solve heating difficulties at a savings 
that cannot be denied but also opens up the field of ventilation, 


Easy to install-—- AUTOMATIC IN OPERATION and com- 


Write for new 32 page illustrated catalogue. 


AUTOMATIC GAS-STEAM RADIATOR CO. 
Brushton and Thomas Sts. PITTSBURGH, PA. 





























Here is a business-getter that makes 
the regular midwinter slump a thing of the 
past. With Cook Heat Control a dealer is 
assured a big-profit item for which there 
is continuous winter demand. Cold weather 
becomes your greatest ally with Cook 
Heat Control—it is a device thet will give 
your customers the comfort and satis- 
factory automatic heat which they demand. 
It brings you profit all through the winter. 
Write now for our dealer proposition. 


COOK ELECTRIC CO. 


2682 Southport Ave. Chicago, Illinois 
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NOW —Make Cold Weather 
A Business Asset with 





CONTROL = 


For Furnaces Burning Coal or Coke 


Retails for 


$ 49° 


lus small instal- 
ation charge. 


Free from all pro- 
fit-eating service 
demands. 


A 
\ 

















| stack is maintained constant and as low as permissible is 
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presented by the curves of Fig. 3 for one fuel oil. 
Table 3 contains comparative quantities for each of 
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Fig. 3—Comparison of the effect of the length of flue gus 
travel on burner operation when the draft at the base of 
the stack is maintained constant 


the conditions shown on the chart in Fig. 3 and for two 
rates of fuel consumption. 


Lack of knowledge of the fundamentals of oil burner 


Table 3—Comparison of Burner Operation Using Fuel Oil iu a 
4-Section and 6-Section Boiler with a Constant Average Low 
Draft at Base of the Flue (+ 0.002 Inches H:0) 



































Combustion Rate, Lbs. per Hour 10 16 
4-Section... Pap ea nag im 48 56 
Efficiency (Overall), per cent.) 6-Section..................... 60 65 
Increage for 6-Section.......... 12 g 
4-Section..... rake keo oe 94,000 175,000 
Heating Effect ' NE ee Soe eee 118,000 200,000 
Increase for 6-fection.......... 24.000 25,000 
Per Cent Increase for 6-Section. 25 5 14° 
4-Section...... ¥ 580 720 
Flue Gas Temp. F. Deg.....| 6Section........ & tala 425 480) 
Decrease for 6-Section dows 55 240 
CO» in Flue Gas... ae Re 7.6 11.8 
§-Section 80 | 12 











operation has spelled failure in many installations. [1it- 
or-miss methods should not be practiced or tolerated \n- 
der any consideration. 
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The Public wants 





AUTOMATIC HEAT 


if 


HE American public 

wants automatic heat 
and will spend millions of 
dollars for stokers, oil burn- 
ers, gas heat and their acces 
sories during the next few 
years if automatic heat is of- 
fered to it by you, the heat- 
ing dealer. 


The public wants relief from 
antiquated methods of firing 
heating systems but it wants 
the security of your knowl- 
edge of heat and heating 
systems back of the installa- 
tions. 


The public wants you, its 
foremost heating dealer 
with a local responsibility 
and a local business interest 


to sell automatic heat to it. 


Because we are on the eve 
of the big swing to automatic 
heat and because you are al- 
ready the outstanding dealer 
in automatic heat, DOMES- 
TIC ENGINEERING is 
giving you this “publication 
within a publication” with 
every issue. 


The best of the merchandis- 
ing, mechanical and financial 
information on _ stokers, gas 
heat and oil burners will be 


published in AUTOMATIC 


HEAT in every issue of 


DOMESTIC ENGINEER- 
ING. Watch for it. Read it. 
Send us your automatic heat 
questions. 


AUTOMATIC HEAT 


Domestic Engineering 


1900 Prairie Avenue 








+ Chicago, III. 
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sales 


THE NEW General Electric Heat Regulator 





furnishes you with a number of sales helps. 
The most extensive advertising campaign, for 
instance, ever put behind a product of its kind 

including national magazines, newspapers 
and direct-mail literature—finds and makes 
customers for you. 

[It offers, in addition, one of the most con- 
vincing sales-arguments you could ask for— 
performance. kor the General Electric Heat 
Regulator challenges any other heat-control 
device for accuracy, dependability, and econ- 
omy. It provides graduated 
control of drafts (or fuel- 
valves), so that there is no 
undesirable overshooting, 
or dropping ‘way below, the 
temperature desired. It an- 
licipates rises in room-tem- 
perature, and controls the 
heat-supply accordingly. 

And it brings you the 


great advantage of General 


YOUR 
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The temperature you want... as 
long as you want it 


Note the accuracy of the General Electric 
Heat Regulator in getting—and maintaining 
—the desired temperature. There is not more 
than \% of 1 degree variation either way. This 
accuracy is made possihle by its exclusive 
features. Without them a fluctuation of sev- 


eral degrees is unavoidable. 





gets interest in sales; helps close them. For 





Klectric’s reputation. This 





every 


people everywhere know the reliability of 


product bearing the familiar 


monogram. 


The single-range model sells for $85; the 
double-range, with electric timing, for $125. 
Liberal dealer discounts are offered. 
touch with the distributor in your territory 
about the newest G-E product. Or write: Penn 
Heat Control Company, National Distributors, 
Franklin Trust Bldg., Philadelphia. 


GENERAL @ ELECTRIC 
HEAT REGULATOR 


OF HEATING SYSTEM 


FOR EVERY TYPE 






























































Industry Presents New Heating Problem 


(Continued from Page 25) 


only attention the boiler requires is the breaking down 
of the fire when heavy loads are being carried or poor 
coal is being used. It is necessary of course to remove 
the ashes about once a day and occasionally clean the 
flues, otherwise the same man who takes care of the 
mechanical equipment throughout the rest of the plant 
can also take care of the boiler. The stoker will notify 

















Fig. 8—This shows the equipment in the Avondale yard 


after the heating installation was completed. It will be 
noted that the bins were enclosed. Also, inside of the 
enclosure is contained a heated room where the batchers 
regulinte the amount of sand, water, stone and cement 
which goes to make up each mix. The pent house to the 
right, out of which rises the stuck, contains the boiler room 


the mechanic in the event of stoker failure and will shut 
off in the event of trouble on account of low water or 
otherwise. 

This installation has proved that practically the same 
amount of water content can be had in sand and gravel 
throughout the year as heating of this aggregate reduces 
the moisture content in the winter to about the same 
amount that it contains in the summer. It is necessary 
to correct this moisture periodically each day so that 
‘ach batch of concrete contains the same amount of 
moisture. The weight of water delivered to each truck 
is governed according to the moisture content of the 
aggregate. 

Each valve in the boiler room has been numbered and 
indexed for the operator’s convenience, a copy of this 
chart is shown near the end of this article. 


Operating Instructions of the Boiler Equipment 


See that the water supply valve to the receiver is 
closed, that is valve No. 10. Be sure that the retort is 
filled with coal. Then build a kindling fire on top of 
the coal. After kindling has begun to burn turn the 
switch off on the side of the stoker and turn on the main 
switch which will start the fan. Close the damper on 
the fan so that only enough air is delivered to the fire 
to make it burn rapidly. After the fire builds up add 
more air. After a good kindling fire has been started 
turn on the stoker switch with stoker feed on the 4th 
speed. After the coal begins to burn open the damper 
on the fan to give it more air. The stoker should be left 
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on the 4th speed until a heavy bed of fire is obtained in 
the fire box and the coal supply should be regulated ac- 
cording to the demand of steam being used from the 
boiler. The air supply likewise should be adjusted so 
that the stoker is operated intermittingly about 20 min- 
utes on and 30 minutes off. 

The pressure control which controls the operation of 











Pan, . 








Fig. 0—The boiler room is just behind the steamfitter’s 
bench and the roof level is the same as the grade at this 
point. Steam and water supply lines to the mixing bins 
are shown in front of the ladder between the two trucks 


the stoker is set to shut off at 90 Ib. and turn on at 75 
lb. Accordingly the steam pressure will drop to 75 Ib. 
before the stoker turns on and will be raised to 90 Ib. 
betore it shuts off. Occasionally, during the operation 
of the boiler it will be necessary to break down the fire 
depending upon the kind of coal which is being used. 
That is, if the fire bed cakes up and large holes are 
blown through from the air supply, these should be 
covered by slicing up through the fire with a_ poker, 
breaking down the caves which form from these air 
holes. 
Boiler Operation 


If a pressure of 25 lb. has been raised on the boiler 
open the water supply to receiver valve No. 10 and 
allow this to remain open as long as the boiler is in 
operation. City water is supplied to the receiving tank, 
which is located just above the water heater, through an 
automatic water feeder which maintains a definite level 
of water in this tank at all times. Condensate from the 
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steam which is being used is returned to this tank, thence 
it flows into the trap where it is discharged into the 
boiler as required. 

After the water level in the boiler drops, steam is sup- 
plied to the boiler return trap through valve No. 5. This 
trap discharges the water into the boiler through boiler 
return valve No. 8 and the steam from the exhaust of 
this discharge is carried into the receiver through the 
114-in. valve No. 6. This exhaust serves to build up a 
pressure on the receiver as indicated by the gauge on 
the west wall of the boiler room, which pressure forces 
the condensed water from the receiver into the return 
trap through valve No. 7 where it remains until the 
water level again drops in the boiler and the above re- 








Fig. 10—The tank to the right contains the compressed 

nir supply which operates the cement unloading and con- 

veying apparatus secn in operation. Steam riser follows 

the column seen in the opening beyond the box car. This 

line supplies the nozzle connections for thawing out the 
materials 


peats itself. Valve No. 25 should be closed at all times 
as this is a try-cock to test the discharge from the return 
After the pressure is raised on the boiler, valve 
This 
Then 


No. 2 


trap. 
No. 1, the 6-in. main steam valve, may be opened. 
supplies steam from the boiler to all branch lines. 
as desired steam may be supplied through valve 
to the tipple. 


Steam Distribution 


To supply steam to any parts of the plant the valves 
indicated on the valve chart should be opened. 

In supplying steam to the tipple, valve No. 2 should 
be opened and bleeder valve No. 20 should be allowed 
to remain open until condensate begins to return to the 
boiler room through this valve. This permits the elim- 
ination of any air which may be in the lines and accord- 
ingly, the steam lines fill more rapidly. 

As soon as condensate begins to run out of the pipe 
from this bleeder valve, it should be closed and valve 
No. 11, the discharge trom the tipple return, should be 
opened to permit this condensate to go into the receiver. 
[In a like manner, to supply steam to the bins and ware- 
house, valve No. 3 should be opened with valve No. 23 
and when condensate begins to run out of this line, valve 
No. 12 should be opened. Similarly operate valve No. 4 


to the water heater and valve No. 14, the discharge to 
the receiver from the water heater. 
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Water Heater 


As stated above, when steam is supplied to the water 
heater the temperature of the water will be raised to 160 
deg. Fahr. when the automatic temperature control valve 
will shut off the steam until the temperature drops. 
Then it again will permit steam to flow into the heater 
until this temperature is again raised. 

To regulate the water supply so as to obtain a lower 
temperature of water to the bins than that which is con- 
tained in the heater, valve No. 17, the cold water by- 
pass, may be opened and valve No. 15 closed to permit 
cold water to flow with the hot water to the bins. In 
other words valve No. 17 should be closed with valves 
No. 15 and No. 16 opened. When hot water is not de- 








Fig. 11—This is where the operator controls the amount 


of each aggregate which composes each mix. The scales 

shown weigh individually the water, sand, gravel and 

cement. This room is contained in the bin enclosure shown 
in Fig. 4 and is heated 


sired valves No. 15 and No. 16 may be closed and valve 
No. 17 opened to permit the cold water to flow directly 
to the bins instead of passing through the hot water 
heater. 


Receiver 


As stated in the foregoing, the receiver is intended to 
supply water to the boiler and it contains all water from 
the condensation of the steam with provision for the 
make-up of any water loss through the absorption of 
live steam or otherwise. 

Valve No. 18 is an equalizer valve for maintaining a 
uniform pressure on the water feeder so that water may 
be fed to a definite level in the receiver. This valve 
should be opened at all times and is intended only for re- 
pair purposes. 

Valve No. 24 drains the bottom of the receiver and 
should be closed at all times that the system is in opera- 
tion but opened occasionally to remove any dirt or sedi- 
ment which may settle to the bottom of the tank. 

Valve No. 29 is a similar valve intended to drain the 
strainer at the bottom of the discharge line from the 
receiver to the return trap. 

When the heating system is not in operation and it is 
desired to empty the receiver close valve No. 10, the 
water supply to the receiver, and open valves No. 29 and 
24 which will remove all of the water from the receiver. 

Valve No. 26 is intended to remove the air from the 
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5 Year Guarantee— 


Right in your own section scores of home owners who could afford to 
replace their old-fashioned air and vacuum valves haven’t done so. Why? 





Some of them suspect all valves because 


o of sad experience with poor ones. 


@ Others don’t realize the savings good 
valves will make. 





We have removed the first objection by putting Burnham’s reputa- 
tion and more than half century of experience behind our complete new 
line of Air and Vacuum Valves—guaranteed unconditionally for FIVE 
YEARS. 

You can remove the other objection by facts from your own 
experience. 

Go out and get the valve replacement business in your territory by 
playing up Burnham’s 5-year Guarantee. a 

As a first step, send for our literature and new low prices. Ha? BURNHA ‘J 


BURNHAM BOILER CCiis 









The Handsome New Burnham 
Pressure and Vacuum Gauge 







It registers to 30” of Vacuum and 30 lbs. of steam 
pressure. A handsome gauge with big 414” dial, easy 
to read. Bright red case. Accurately and conveniently 
guaranteed. 







IRVINGTON, NEW YORK 


Representatives in all principal cities of the United States and Canada 
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receiver and should be opened when the receiver is 
drained and for a short period when the boiler is started, 
as when closed the air will be eliminated through a 
safety valve which will open when the 15 lb. pressure 
is carried on the receiver. This pressure is carried so 
that water flows more rapidly into the return trap and 
gives rapid filling when required of the boiler. 


Blow-off Boiler 


Occasionally valve No. 13 should be opened to blow 
out the bottom of the boiler of any mud or sediment 
which may be deposited. This should be done when a 
sufficient amount of water is contained in the boiler so 
that the level is above the second gauge cock and may be 
drained to just below the second gauge cock. Valves 


Valve Chart for the Cincinnati Builders Supply 
Company 


\ al ve No. 


“ize lL ocation 

ti” Main steam valve 

2 3" Tipple supply 

a Pin supply 

f 1%” Water heater supply 

) sg Return trap supply 

6j 14” Exhaust from trap 

7 =" Discharge from receiver 

\ 1 Boiler return valve 

q 114” Water supply to | oiler 
10 34" Water supply to receiver 
11 | Ls” Discharge from tipple return 
12 | 114" Discharge from bin 
13 | + | Boiler tlow-off valve 
14 | $4” | Discharge from water heater 
1d | Ya | Water supplv to water boiler 
16 ” | H. W. supply from heater 
17 2 | By-pass 
18 34" | Equalizer receiver to feeder 
19 14” | Pleeder from water feeder 
20 L,” | Bleeder tipple supply 
21 | Ly,” | Bleeder tipple return 
22 16" | Bleeder from bin supply 
23 L4” Bleeder from bin return 
24 14” Drain from receiver 
25 ls” | Try-cock trap discharge 
26 14" Air vent on receiver 
27 34” Low water cut-off equalizer 
28 34° Low water cut-off equalizer 
29 | ‘ Strainer drain 
30 | 4” Drain for trap discharge 


No. 27 and No. 28 are intended for repair purposes only 
and should remain open at all times that the system 1s 
in operation. 


To Bank Fire 


To bank the fire just before it is desirable to shut 
down, the air supply to the stoker should be retarded 
and the stoker should be put on the 4th speed so as to 
build up a large bed of coal in the fire. After this is 
accomplished the main stoker switch should be shut off 
and any parts supplying steam where steam is not de- 
sired may be shut off, otherwise the heating system 
should be left in operating condition. 


To Shut Down Boiler 


After it is desired to shut down the boiler entirely, 
the stoker main switch should be turned off so as to 


hourdon tube. 
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stop the stoker entirely and what fire remains should be 
allowed to burn out. After the steam remaining in the 
system is absorbed, the bleeder valves should all be 
opened so as to permit any water remaining in the 
lines to get out, in other words when the boiler is cold, 
valves Nos. 1, 2, 3 and 4 should be closed and bleeder 
valves Nos. 19, 20, 21, 22 and 23 should be opened as 
well as valve No. 24 which will drain the receiver. 


Stoker ; 


The stoker is designed as stated above to shut off when 
steam pressure on the boiler reaches 90 Ib. and turn on 
when steam pressure drops to 75 lb. This will take 
place as soon as the water supply in the boiler 1s normal 
and there is no obstruction in the worm. If water sup- 
ply drops below normal capacity the low water fuel cut 
off will shut off the stoker until the level of the water 
reaches a point at normal water level when the stoker 
again will turn on. 

[f it is not possible to get water into the boiler through 
the boiler return trap as described above, water can be 
supplied through the direct water supply line valve No. 9 
which feeds water directly into the boiler. 

If stoppage occurs in the worm of the stoker, the 
stoker automatically will shut off, stopping the stoker 
feed motor only; the fan continues to run while the 
horn signal which is located in the bins will come into 
operation, notifying the man in charge that the stoker 
has shut down and requires attention. 

Often times a hard lump of coal causes the stoker to 
kick out and by inserting the crank on the rear of the 
stoker, backing up and then going forward, this can 
often be removed without difficulty. 

If the stoker can be turned by hand freely, the relay 
may be reset and the stoker switch should be turned on 
and the operation continued. 


* 
How Heat Affects Gages 


A gage tube should not be exposed to temperatures 
as hot as steam. If this precaution is not taken the 
high temperature in the steam and radiant heat will 
impair the resiliency of the tube and on high pressures 
melt the solder around the connections. 

Gages on steam pressure should have a siphon in 
stalled between the gage cock and steam outlet. The 
siphon will become filled with condensation or water 
soon after the steam is on. This water will enter the 
tube and afford protection against steam. Where there 
is a certain amount of piping involved and a water leg 
is made the siphon may be omitted. 

Siphons either in the shape of a pigtail or U should 
be large enough to hold sufficient water to fill the bour 
don tube when the gage is under pressure. It should be 
such that the water will not be withdrawn when the pres 
sure is released, but leave enough at a level. Vacuum 
gages do not require a siphon but they should be in 
stalled with a compound gage when used on steam. Gage- 
on corrosive gas lines can be protected by having 
siphon filled with a light oil. 

Gages on hot water services should be protected from 
A water trap in the gage piping near th: 
instrument will prevent the hot water from entering th: 


excess heat. 
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CAPITOL 


SINK FIXTURE For the moderate priced home, 
where costs are a vital factor, 


this Capitol 914 Sink Fixture 








presents a neat, dressed-up appearance and at a very reasonable price. | 


Nickel plated, the handles and soap dish are of china. Metal handles and metal 


soap dish can be supplied at slightly increased cost. With drain at rear, the 





soap dish sets well down between the handles on a short, securely fastened 


stud. 8 inch centers with female eccentric or male adjustable couplings. 


A true Capitol fixture throughout, it is a remarkable value. Workmanship 





equals that of our highest priced sink fixtures. 


Ce ee ee 


The complete line of Capitol plumbing fixtures is handled by the leading 


plumbing supply houses. Install them and insure customer satisfaction. 







Bohn Aluminum & Brass Corporation N 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN 
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The Prest-O-Weld Detachable Valve 
Body is supplied on ali new-type Prest- 
O-Weld Blowpipes. 








The new Prest-O-Weld Type C-105 Cutting 
Blowpipe, for all cutting up to 12 in., is equip- 
ped with the Prest-O-Weld Detachable Valve 
Body. The head, cutting valve body, and lever 
are pressure forged for added strength. A 75- 
deg. angle head is furnished as standard, but a 
90-deg. head can also be supplied. 


Prest-O'W eldTypeC-105 Cutting Blowpipecom- 
plete with 4 nozzles, lighter and wrench, $42.00 
Prest-O-Weld Type C-105 handle assembly with 
4 nozzles, lighter and wrench (same as above 
but without Detachable Valve Body), $34.00 


Prices slightly higher west of Rocky Mountains 











THE LINDE AIR PRODUCTS 


126 Producing Plants 


dg 


This Blowpipe 


COMPANY 
Unit of Union Carbide and Carbon Corporation 
627 Warehouse Stocks 


IN CANADA, DOMINION OXYGEN COMPANY, LTD., TORONTO 
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HE Prest-O-Weld Type 
‘cen Cutting Blowpipe 
keeps your gas bill low because 
at every point where leakage 
might occur it is built with 
special care. For example: 

The valve seat is cone-shaped 
to prevent nicking—a frequent 
cause of leakage—when the 
blowpipe is accidentally drop- 
ped. It is also made without 
threads, which might strip and 
let acetylene escape. The tubes 
are silver-soldered to the head 
and cannot work loose even 
at high temperatures. A quick- 
acting cutting lever makes it 
easy to be economical with 
oxygen. 


These refinements in design 


Atlanta 
Baltimore 
Birmingham 
Boston 
Buffalo 
Chicago 
Cleveland 
Denver 
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Above—Ten seconds is 
all you need to change 


blowpipes. 


Cut. CUTTING COSTS 


are typical of the thoughtful 
engineering that goes into the 
manufacture of all Prest-O- 
Weld Blowpipes. Built by en- 
gineers who are familiar not 
only with the scientific require- 
ments of good blowpipes but 
also with the needs of the men 
who use them, Prest-O-Weld 
Blowpipes are the best medi- 
um pressure welding and cut- 
ting equipment your money 
can buy. 

Your Prest-O-Weld jobber 
will be glad to show you the 
new Prest-O-Weld blowpipes. 


PRESTOWELD 


WELDING AND CUTTING APPARATUS 


District Offices 


Detroit New York 
El Paso Philadelphia 
Houston Pittsburgh 
Indianapolis St. Louis 


Kansas City 
Los Angeles 
Milwaukee 

Minneapolis 


Salt Lake City 
San Francisco 
Seattle 

Tulsa 
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J. B. Berryman Is Elected President of Crane Co. 


J. B. Berryman, first vice president of Crane Co., 
Chicago, was elected president of the company at a 
meeting of the board 
of directors on No- 
vember 17, to suc- 
ceed Richard T. 
Crane Jr., who died 
recently in New 
York City. Mr. 
Berryman has been 
associated with 
Crane Co. since 
1892, when he was 
appointed assistant 
manager of the com- 
pany’s branch in 
Minneapolis, Minn. 
He was transferred 
to Chicago in 1895, 
and since that time 
has served success- 
ively as manager of 
the engineering de- 
partment, assistant 
secretary, secretary 
and first vice president. He was elected to the latter 
office in 1914, which-position he held until his recent 
election to the office of president. 

+ 
Richardson & Boynton Co. Opens New Display 


Room and General Offices in New York 


Richardson & Boynton Co., of New York City, marked 
an important event in the 85th year of its manufacturing 
career on November 16, when the company opened its 
new headquarters, New York branch and general dis- 
play room on the fifth floor of 244 Madison avenue. 

The change from the old quarters at 260 Fifth avenue, 
which had been occupied for ten years, was made neces- 
sary by the growth in the volume of its business. 

The new quarters are much larger, and give op- 
portunity for still further growth. They cover an area of 
9,000 sq. ft. floor space, giving adequate room for the 
company’s activities and present needs. Here the execu- 
tive offices are located, as well as headquarters for the 
New York branch, and a large, well lighted and con- 
veniently arranged display space. 

The Richardson & Boynton Company has manufac- 
turing plants at Dover, N. J., Utica, and Buffalo, N. Y.; 
and in addition to the general and executive offices and 
disp!ay rooms in New York City, has branches in Chi- 
cago, Philadelphia, Buffalo, Boston, Providence, New 
Haven and Brooklyn. 





J. B. Berryman 
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Chicago Wholesaler Develops 
a Plan to Increase 
Contractors’ Sales 
Ao )-OPERATIVE plan to help the plumbing and 


heating contractor create more business, sponsored 
by Weil-McLain Co., Chicago wholesaler, has, according 
to officials of that company, “produced definite results 
to an extent which has been encouraging to all con- 
cerned.” 

Karly this year, the Weil-McLain Co. came to the con- 
clusion that definite action should be taken to create 
new business that would at the same time return to 
the established plumbing and heating channels busi- 
ness now going to the direct-to-you and mail order 
houses. 

[It was decided to prepare a series of three circulars 
to be distributed by Chicago master plumbers. I¢very 
effort was made to make the circulars as attractive as 
possible, colors being used freely in all of them. The 
pictures of the various fixtures shown were sufficiently 
large to bring out all of the beauty and attractive feat 
ures of modern plumbing ware. Other pictures were 
used to emphasize the drudgery and hardships encoun 
tered by the housewife whose bathroom and kitchen is 
equipped with old-fashioned plumbing fixtures, and in 
contrast, how modern equipment tends to lighten house 
work. Prices were quoted for each fixture as well as 
for a complete bathroom set consisting of a bathtub, 
pedestal lavatory and closet combination. Only mod 
erately priced fixtures were featured and the prices were 
shown in large-sized type where they could not be over- 
looked. 

On the back page of each circular, less inexpensive 
items that were handled by master plumbers were shown, 
such as closet seats, drain solvent, enamel cleaner, hose 
faucets, tank balls, swing spout faucets, laundry trays, 
lavatory and sink faucets and closet valves. The reason 
for this was to show that the master plumber sells many 
accessories and smaller fixtures that are needed by the 
home owner, in addition to the larger plumbing fixtures. 

The following, taken from a letter written by Weil 
McLain Co., gives a general idea of the plan and the 
reason it was adopted: 

“The circulars we have prepared have already pro 
duced definite results to an extent which has been en 
couraging to all concerned. We are convinced from the 
experience we have had that the strong features about 
our campaign are: We point out to the prospect that 
any investment made for modern plumbing equipment 
adds to the value of the home or building. We ex- 
plain that easy terms are available. We attractively illus 
trate fixtures of modern design showing definitely the 
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price at which a complete set of bathroom fixtures or 
individual pieces may be purchased. 

“Based on our experience in Chicago, today’s market 
is a price market, and rarely does the average buyer buy 
any articles where the amount involved is of any conse- 
quence without first finding out something about the 
price and considering it quite generally before the 
purchase is made. That is why we believe that adver- 
tising should state a price the same as department store 
or other newspaper advertising, so that people will 
be in a position to know if they dare desire that par- 
ticular article. Anyone with old plumbing, no doubt, 
would prefer modern plumbing, but without knowing 
an approximate they don’t dare to let themselves 
think or desire it for fear the cost will be beyond their 


cost, 


means. 

“On a purchase involving an amount of money equal 
to the cost of replacing a set of fixtures in a bathroom 
or installing an extra bathroom, the average person 
would hesitate asking a contractor for a price on this 
material without first having some idea of its cost, as 
they dislike to have anyone think that they haven't suf- 
ficient money to buy at the price quoted. To gain buyers 
today, we must make it as easy for them 
to buy our product as any other. 


in Our Opinion, 


“The purposes of a campaign of this kind are to grad- 
back for the established plumbing channels 
business which mail order 
houses and to endeavor to retain some of the business 
would concerns, also to secure our 
of the consumer’s dollar (much of which now goes 
forcibly presenting our products to 
It is a long uphill job, 
endeavors should be as carefully thought out 
so that the results will be such as to indicate 


ually win 


some of the now goes to 


which go to those 
share 
for luxuries) by 
him. This is not an easy job. 
and our 
as possible, 


(Continued on Page 110) 


Below is a view of the attractive new display room opened 
N. Y., where heating 
At the right 
is an view of the exterior of the showroom 


in Buffalo, 
in actual operation. 


by Spencer Heater Co., 
equipment is on display 
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C. C. Stringer Made Vice President of Fiat 
Metal Mfg. Co. 


C. C. Stringer, formerly president of Stringer Bros. 
Co., Inc., of Chicago, has just been made vice president 
and general manager of the eastern division of Fiat 
Metal Mfg. Co. of Chicago, with headquarters at 101 
Park avenue, New York City. Mr. Stringer has spent 
his entire business life so far in the plumbing supply 
line. He started with Peck Bros. Co. of Chicago and 
learned the business in all its details in the nineties, spent 
five years as salesman for this concern, helped to or- 
ganize the old Republic Mfg. Co. of Chicago, which was 
sold to the Ahrens & Ott Mfg. Co., at that time a 
subsidiary of the Standard Sanitary Mfg. Co., and was 
then Chicago manager of the Ahrens & Ott Mfg. Co. 
for five years. After that he organized and became presi- 
dent of the Stringer Bros. Co., manufacturers of rough- 
ing-in specialties, in which concern he is still financially 
interested. He will, however, in the future devote all 
his time to his new duties as vice president and general 
manager of the eastern division of the Fiat Metal 
Mfg. Co. 

© 
Spencer Heater Co. Demonstrates Boilers in 
Operation at New Salesroom 

A modern display room in which it is possible to 
demonstrate to the prospective customer, heating equip- 
ment in actual operation has recently been opened by 
Spencer Heater Company at 914 Main street, Buffalo, 
N. Y. This showroom is also headquarters for all 
Spencer sales and services for most of New York State. 

The store room is centrally located, and is attractively 
arranged. A complete line of products of the company’s 
manufacture are displayed on the show room floor. 

Demonstration boilers, which are in actual use during 






SPENCER HEATER CO « 
Cd! bahibil NEW Come in 
AT 


“LOWEST COST «4 ' HE 
» GAS or COAL or 80TH 





























November 28, 1931 


DOMESTIC 


he 7 ¥ ETO Vas 


ENGINEERING g9 





The New York Hospital—Cornell Medical College Association Buildings 
John McMillan Company, Inc., New York, Plumbing Contractors J. J. Cotter Company, Boston, Sanitary Engineers 
Dr. Winford H. Smith, Baltimore, Md., Consultant 





Ao pul al 


is equipped with 


“Standard” PLUMBING FIXTURES 


N. feature of modern hospital con- 
struction is more important than the plumbing. Prevention 
of infection ... protection of drinking and sterile water 
from contamination ... standardized methods of fixture 
construction . . . dependability of operation ...a sure 
and adequate supply of fresh water under proper pres- 
sure ... fixture designs that meet, positively, the many 
special hospital requirements—these are all demanded of 
modern hospital plumbing. 


“Standard” plumbing fixtures are made in a complete 
line for every hospital requirement. Specially designed 
fixtures—such as all those needed for use in Operating 
Rooms, in Sterilizing Rooms, in Surgeon's Wash-up Rooms, in 
Hydro-thercpeutic Departments (where nerve and circulo- 
tory ailments are treated with water), in Physiotherapeutic 
Rooms (where electrical and heot treatments are given), in 
X-ray and Fluoroscopic Rooms, in Maternity Rooms, in the 
Hospital Mortuary, in Kitchens, Diet Kitchens, Ward Utility 


Rooms, in Toilet Rooms, in Private Bathrooms, in Health 
Inventoriums and Ward Cubicles and in private offices of 
doctors, dentists and nurses—all these can be supplied 
by Standard”. 

“Standard” is co-operating with the plumber to satis- 
factorily supply all these hospital needs by constant 
research and experiment, by ever developing special 
designs for special needs, by placing at the plumber's 
service the undivided responsibility for correct manufac- 
ture of all types of fixtures—vitreous china, acid-resisting 
enameled and Re-Nu brass. 

Use this complete service to convince architects for new 
hospitals that you are prepared to furnish a perfect and 
complete installation. Show the owners of the older hos- 
pitals, sanitariums, medical buildings and private offices, 
examining and operating rooms, how they can still attract 
desirable patients by offering modernized plumbing with 
“Standard” Plumbing Fixtures. 


Standard Sanitary ‘Mfg. Co. 


PITTSBURGH, PA. 
Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
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QUARE “GEE” truss construc- 
S tion puts added strength into 
fittings; provides a safety margin 
that protects against emergency 
strains and loads. Say “Square 
‘Gee'” and you get this added 


factor of safety at no added cost, 


getall the uniformdependability "T° 7S GES KER DREN G 


menstetrng matods on je zs 


4 The SQUARE “GEE” Line } 


manufacturing methods and 





triple inspection of every fitting. 








Specify Square “Gees” on every 


fitting or union order and you'll STANDARD AND EXTRA HEAVY MALLEABLE FITTINGS... 
STANDARD AND GROUND JOINT UNIONS... RAIL 
quickly learn why craftsmen FITTINGS .. . STANDARD CAST IRON STEAM FITTINGS 
“ ... STANDARD AND PATENTED CAST IRON DRAINAGE 

everywhere agree that “Your FITTINGS .'. . STANDARD AND EXTRA HEAVY BRASS 
fitting problem is solved when FITTINGS ... BRASS UNIONS... STEEL AND BRASS 


NIPPLES ... HANGERS... FLOOR AND CEILING PLATES 
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you say Square ‘Gees 


eo THE GRABLER MANUFACTURING COMPANY 
6565 Broadway - Cleveland, Ohio 
WAREHOUSES: NEW YORK - CHICAGO - LOS ANGELES - SAN FRANCISCO 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, BRASS : 





















MALLEAGLE, CAST IRON 
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the heating season, are placed in the rear room. Thus 
it becomes a very simple matter for the salesman to show 
the prospective purchaser the boiler under fire. A coal 
boiler and a combination boiler burning either gas or 
coal, are ready for demonstration purposes at all times. 
No attempt is made to do any actual selling here. The 
prospect who displays interest is turned over to the 
eating contractor in his neighborhood for the closing 
of the sale. 

An Automatic Heating Exhibition followed the open- 
ing of the new display room. Factory engineers were on 
hand to answer questions of home-owners, heating con- 
tractors, architects and builders. 

The company opened its first sales office in buffalo, 
six years ago, the most recent expansion being the new 
display room. The Buffalo branch is in charge of A. A. 


Ah ff. 
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Trane Co. Moves Minneapolis Office 
The Trane Company, La Crosse, Wis., has moved its 
sales office at Minneapolis, Minn., from 210 South 
Tenth street to 722 Plymouth building. William Me- 
Namara is the sales representative in charge of the Min 
neapolis office. 
® 


Duriron Co. Opens New Sales Offices 
in Buffalo, N. Y. 


The Industrial Equipment Co. (G. G. Crewson and 
Arthur E. Smith), formerly representing the Duriron 
Co., Inc., of Dayton, Ohio, in the Buffalo, N. Y., ter- 
ritory, has been dissolved. 

The Duriron Co., has opened a direct sales office in 
Buffalo under the management of Guy A. Baker, who 
comes from the company’s general office at Dayton. He 
will devote his entire time to sales and service. 

The new office address will be located in Room 420, 
Jackson building, 220 Delaware avenue, Buffalo. 


® 
W. M. Eastman Dies 


William M. Eastman, president of the Leader Spe- 
cialty Co., Indianapolis, Ind., died at the Methodist hos- 
pital, Indianapolis, October 27th. He was in his 46th 
year. 

Mr. Eastman entered the plumbing industry at an 
early age as bookkeeper for the Muir Plumbing Co. of 
(;srand Rapids, Mich., and later joined the sales organiza- 
tion of the Wolverine Brass Works of that city and 
traveled throughout the central states, West Virginia, 
Kentucky and Iowa. 

He was one of the principals in organizing the Leader 
Specialty Co. in 1913, becoming its president and con- 
tinuing in this capacity up to the time of his death. He 
enjoyed a wide personal acquaintance among the plumb- 
ing and heating contractors, and in practically every 
other branch of the industry. 

He was a member of York Lodge F. and A. M.; the 
Scottish Rite; Columbian Chapter, No. 132 R. A. M.; 
The De Maloi Commandery and Saladin Temple of the 
Mystic Shrine in Grand Rapids, and a member of the 
Second Church of Christ Scientist in Indianapolis. Sur- 
viving are his widow and five children, three sons and 
two daughters, one sister and one brother. 
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ls Appointed Director of Sales of Pierce, Butler & 
Pierce Mfg. Corp. 


The board ot directors of Pierce, Butler & Pierce 
Mtg. Corp., New York City, has just announced the ap- 
pointment of Philip J. Faherty, vice president, as di- 
rector of sales. 

Mr. Faherty has been as 
sociated with the plumbing 
and heating industry for 
many years. He began his 
activities with Trenton Pot- 
teries Co., Trenton, N. J., 
and later served with C. B. 
Walton Potteries Co., of the 
same city. In 1909 he 
founded the Lambertville 
Potteries Co., and when in 
1925 this firm was purchased 
by Pierce, Butler & Pierce 
Mig. Corp., he was made 
vice president of the merged 


Philip J. Faherty 


companies. 

The [astern Supply Association in 1926 conferred 
upon him its highest honor, that of the office of presi- 
dent. He served in this capacity until 1927 and since has 
assisted the board of directors of the asosciation at their 
meetings as an [elder Member. 


° 
Gorton Heating Corp. Moves General Offices 


The Gorton Heating Corp. has moved its general of 
fices from Garwood, N. J., to Cranford, N. J. The new 


othees in Crantord are located at Lincoln and South 


Ashland avenues. 


New York Jobbers’ Credit Gives Highly Successful 
Party 


The social season of the plumbing and heating indus 
try in the east was opened at the Commodore hotel, New 
York City, on Saturday, November 7, by a gala affair 
held under the auspices of the Jobbers’ Credit Associa 
tion, Ine. 

Under clever scenic effects that created an atmosphere 
perfectly suited to the name the night’s entertainment 
was given, “A Night in Hawan,” lei wreathed guests 
dined and danced in the splendor that had been created 
for their enjoyment. 

Five hundred and seventy-two persons turned out to 
surpass by far the number present last year. Among 
them were representative jobbers, manufacturers and 
plumbing and heating contractors in the metropolitan 
district. Mingling in the foyer before the dinner hour, 
old acquaintances were renewed, new ones made and a 
general air of expectancy prevailed as this seventh an 
nual dinner and entertainment got under way \s the 
guests entered, tropically clad dancing girls hung le 
about their necks while a Hawaiian orchestra played 

No sooner had the guests become seated than another 
orchestra swung into a dance tune. From then on the 
evening was a succession of thrills. lkamous radio art 
ists vied with each other and with a dinner that was a 
mastery of the culinary art, for attention. A floor show 
which consisted of twelve numbers and an attractive 
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Some of those who were present at the annual dinner party 


chorus, reproduced bits from the famous New York 
Revues. 

At dessert time, with a great roll of the drums the 
orchestra struck up a march. Two chefs bearing upon 
their shoulders a tremendous cake led a parade of lesser 
chefs and lesser cakes in a grand march. Amid much 
applause this cake was presented to Milton M. Gold- 
smith, vice president of Samuel S. Glauber, Inc., New 
York City, and president of the Jobbers’ Credit Associ- 
ation. Through a loud speaker an unknown voice called 
attention to the fact that this signal honor had been 
tendered Mr. Goldsmith, as a mark of appreciation to 
him as the founder of the organization. Later the same 
cake was taken to the table of Julius Cohen, treasurer 
of Saltser & Weinsier, Inc., Brooklyn, and president of 
the Brooklyn and Long Island division of the Jobbers’ 
Credit Association. The smaller cakes of the parade 
went one to each table. 


The success of this seventh annual dinner called to 
mind the remarkable progress this organization has made 
since its inception by Milton M. Goldsmith, its present 
president, in 1925. From a small organization serving 
about ten wholesalers in Brooklyn, it has grown to in- 
clude all the metropolitan district and to serve approxi- 
mately 135 wholesalers. 

Other officers of the association besides Mr. Gold- 
smith are: C. S. Breihof, first vice president; E. E. 
Basch, second vice president; I. Zicherman, third vice 
president; Edward Schwartz, treasurer; and Glenn B. 
Van Buren, secretary. 

The dinner committee consisted of the following: 
Fred J. Schill, of Schill & Burford, Inc., chairman; 
T. W. Powers, Asco Supply Co.; S. C. Breihof, Dimock 
& Fink Co.; H. C. Leavy, Samuel S. Glauber, Inc. ; 
W. A. Doncourt, W. H. Hussey & Son, Inc.; L. Sher- 
man, E. F. Keating Co.; Samuel Levine, of Samuel 
Levine; J. Ryan, Pierce, Butler & Pierce Mfg. Corp. ; 
EK. E. Basch, Regent Plumbers’ Supply Co., Inc. ; Charles 
Schwartz, E. Schwartz Plumbing Supply Co., Inc.; J. 
Reitzfeld, M. O’Neil Supply Co.; Mortimer Smolka, E. 
Smolka Plumbing Supply Co.; and J. Weil, of Weil 
Bros. 
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and entertainment of the Jobbers’ Credit Association, which 
was held recently at the Commodore hotel, New York City 


Business Personals 


J. R. McWane, president of the McWane Cast Iron 
Pipe Co., Birmingham, Ala., was a recent Utah visitor, 
during the course of an inspection of the Pacific States 
Cast Iron Pipe Co., Provo, Utah. Mr. McWane ts also 
president of the latter concern. Following his visit im 
Utah, he planned a trip to San Francisco and Los 
Angeles. 

JAMES P. BuTLER, 98 9th street, San Francisco, Caltt., 
has been appointed by Smith & Wesson, Inc., of Spring 
field, Mass., manutacturers of flush valves, as its repre 
sentative on the West Coast. 

R. B. MosuHer, Minneapolis, Minn., manutacturers’ 
agent, has moved his office from 424 Baker building to 
125 South Tenth street, Minneapolis. 

H. P. Ropcers has been appointed by the Duriron Co., 
Inc., of Dayton, Ohio, as tts representative in the Cleve 
land, Ohio, territory. Offices are located at 528 leader 
building, Cleveland. 

B. J. Mutcany, manufacturers’ representative, Min 
neapolis, Minn., has moved his office from 210 South 
Tenth street to 125 South Tenth street. 

JosEpH G. HILDEBRAND, secretary-manager of the 
Plumbing and Heating Industries Bureau, Chicago, was 
the guest at a meeting of the state executive board of 
the Master Plumbers Association of New Jersey on 
November 18, in Passaic. 

GeEorGE R. Fink has been elected treasurer of the 
Haddon Bin Label Co., of Haddon Heights, N. J., ac 
cording to a recent announcement by Wesley A. link, 
president of the company. 

Ke. J. Hearty has been appointed by the Duriron Co., 
Inc., of Dayton, Ohio, as its representative for the Build 
ing Equipment department, in Washington, D. C. Mr. 
Healy represented the company in Des Moines, la., for 
several years before moving to Washington. He will 
devote practically all of his time to the various planning 
departments of the government. In addition to the 
Duriron Company, Mr. Healy also represents Halsey 
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Now... 


Bs Anesthetics are Pzpjed' 


to Operating Rooms 
PR Pipe 1s selected for this unique Piping System 


I, the huge new Harborview Hospital, Seattle, 
Wash., the anesthetics are stored in three centrally- 
located tank rooms. A complete piping system supplies 
these anesthetics to each of 23 operating rooms located 
in widely scattered parts of the hospital. 

When Thomas, Grainger and ‘Thomas, the architects, 
came to select the pipe for this system, they faced more 
than usually rigid specifications; the pipe had to resist the 
action of the Wases... fittings had to be reduced to the 
least number . . . all joints had to be absolutely leak-proof. 

PR Pipe (No. 1 Soft Temper) met all these require- 
ments. It is a 99.go, pure Copper pipe, completely de- 
oxidized, correctly tempered and free from all imper- 
fections. It comes in 60-ft. coils, requires the least number 
of joints, is Hexible and overcomes many installation 
difficulties. Compression fittings (used with P R Pipe) 
guaranteed against leakage. (P R Pipe is also furnished 
in No. 2 Hard ‘Vemper, in straight lengths up to 20 ft.) 

So PR Pipe was selected, installed, and passed the 
test of 110-lb. air pressure maintained for one full week. 

P R Pipe is primarily intended for plumbing service, 


where requirements are not nearly as rigid as in this 


anesthetic system. Its selection in this case 1s proof 


enough of its superior fitness tor water service. 








Harborview Hospital, Seattle, Wash. Thomas, Grainger & Thomas, 

Architects; Rautman Plbg. & Htg. Co., Plumbing Contractors; West- 

ern Construction Co., General Contractors, allof Seattle, Wash. P R Pipe 

used in a complete piping system for the conveyance of anesthetics from 
central tank rooms to 23 operating rooms. 


When you, as Plumbing Contractor, install P R Pipe, 


you are giving your customers life-long plumbing satis 


_— 
x 


j 


faction combined with economy. You are building for 
yourself a reputation that means increased business, more 
profits. Why not find out all about P R Pipe and also 
about Revere Brass Pipe’ For further information, ad- 
dress Revere Copper and Brass Incorporated, 230 Park 


Avenue, New York City. 
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\V. Taylor Co., of Warren, Ohio, and the Sloan Valve 
Co., of Chicago. 
© 


Chicago Oil Burner Dealers Oppose Special Tax 

The Chicago Oil Burner Dealers’ Association recently 
went on record as opposed to a special regulation impos- 
ing a tax on fuel oi! and fuel oil burners in the City of 
Chicago. 

It was pointed out by the association that legislation 
requiring dealers or owners of fuel oil burners to pay a 
special tax was class legislation and it was doubtful if 
the constitutionality of such a law could be sustained. 


Stabilization of Markets 


(Continued 


made during the past six months. In some instances 
hanks and manufacturers have “frozen” their accounts. 
Usually an agreement was entered into whereby the 
wholesaler agreed to discount current purchases and 
distribute pro rata among his creditors any surplus 
funds realized through liquidation of receivables and 
surplus inventories. To protect their interests, some 
torm of guarantee was given to the creditors. 

An extension was not given to all firms whose affairs 
were surveyed. Following are some of the reasons why 
liquidation was necessary: 

1—-Worthless notes and accounts receivable extending 

back 2, 3, 4 and 5 years. 

2—Stocks and real estate bonds taken at face value 
in settlement of merchandise sold. 

j——Real estate not used in business taken in settle 
ment of doubtful accounts. Invariably the carry- 
ing charges were in excess of the revenue, in ad- 
dition to which it was sometimes necessary to re- 
duce or pay off mortgages in order to protect the 
equity. 

4—-LLarge investments in slow moving and_ obsolete 

merchandise. 

Failure to reduce number of employees, salaries 

and other operating expenses. This condition is 


w 


ryt 


often found in family owned concerns. 
6—Heavy withdrawals by officers and stockholders. 
Failure to reduce bank loans during times of pros- 
perity. 


~ 


If a wholesaler is insolvent, is it fair to his com- 
petitors for manufacturers to settle with him at less than 
one hundred cents on the dollar and continue him tn 
husiness? 

emphatically, No! 

Collective action on the part of his regular sources ot 
supply should be taken to keep the firm in business. 
it, based on an analysis of the figures, it is not feasible 
to enter into an extension arrangement, then the bus: 
ness should be liquidated in an orderly manner and 
with as little disturbance as possible to local markets. 

Unless this shortsighted policy of accepting com 
promise settlements is discontinued, more wholesalers 
will resort to it as a way out of their present financial 
troubles. 

This is not a prediction. It is a threat which has 
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The association was instrumental in postponing indet- 
nitely the enactment of this special tax. 

® 
Massachusetts Sanitary Club Holds Annual Dinner 


The Massachusetts Sanitary Club held its annual din- 
ner on November 18 at the Boston Athletic Association 
club-house, Exeter street, Boston. An excellent turkey 
dinner was.served and the dinner committee consisting 
of William F. Bennett, James G. Gillespie and Joseph 
\. Maynard arranged for the speakers of the evening, 
Mayor Curley of Boston; P. \W. Donoghue, president, 
N. A. M. P., and R. W. MeNeel, financial counsellor, 


Through Credit Control 


from Page 28) 


heen made by men in this room, who would no doubt 
be glad to raise their right hands in support ot thts 
statement, if its accuracy is questioned. 

If a wholesaler makes an assignment or goes ito 
bankruptcy and twmmedtately or shortly afterward, re 
engages in business, should he be given credit. 


each case should be decided on its own merits by those 
who are asked to grant credit. Decisions should be in 
dividual. Occasionally there are circumstances which 
justifv giving a man a new start. Usually, however, a 
man is not entitled to credit until he has proven that he 
is deserving of it. If, after tailing, a man can imme 
diately raise new capital to go into business it 1s better 
than an even chance that he could have raised the same 
amount of capital to save his former business. 

Many manufacturers have already tightened up on 
their credits but they have not sufficiently interested 
themselves in the affairs of their distributors. 

Sales managers of manufacturers should become profit 
minded regarding the affairs of their distributors. When 
one of their good customers—-who buys in substantial 
quantities—-falls behind in his account, they should in 
tcrest themselves in the affairs of that customer and, 1f 
possible, assist him to return to a discount basts. 

The plan of dealer co-operation used by the Gen 
eral Motors Corporation should be studied by the ex 
ecutives of each and every largé manutacturer of 
plumbing and heating products. 

In 1928, the Chevrolet division of the General Motors 
Corporation discovered that over /0 per cent of tts 
dealers were operating at a loss and quickly realized that 
unless they did something to correct the situation, many 
of their dealers would be forced out of business, which 
would seriously impair their distribution 


What was done to correct this situation 


First, a survey was made to determine average oper 
ating expenses for dealers in various territories. .\uditors 
were then sent to survey the affairs of each distributor 
and an investigation was made regarding gross mat 
vin, salaries, number and productivity of salesmen, cost 
ot operation and revenue trom service department, It) 
vestment in used cars, etc. After rehable figures had 
heen obtained. the district manager called on each of his 
distributors and helped them work out their problems 
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Some of these dealers were incompetent, which made 
it necessary to cancel their franchise, but most of them 
were saved. Regardless of the present depression, most 
of these dealers are now operating at a profit. Why? 
Because an auditor calls on them every four months and 
goes over their books. When earnings fall below the 
projected amount he delves into the figures until he 
discovers the cause of the leak. If he cannot correct 
the error in management, he includes his recommenda- 
tions in a report to the district manager and the district 
manager gets on the job at once. Whenever a dealer 
goes out of business the district manager 1s given a 
demerit mark, but when he saves a dealer he receives a 
star. 

Flow much did that service cost? 


Qn the basis of $2,700,000 per year. After the plan 
got under way the Chevrolet Motor Co. had over 600 
traveling auditors in the field at an average cost of 
$15.00 per day for each auditor. Today the plan is 
working so smoothly that it requires less than 200 field 
A portion of the cost of this audit service is 
The balance is absorbed by the 


auditors. 
paid by the dealer. 
(hevrolet Motor Co. 


Hould it be feasible for each of the large manufac- 
turers in the plumbing and heating industry to adopt 
such a plan of customer assistance? 


No. Each wholesaler handling a complete line has 
from five to ten principal sources of supply and could 
not be bothered with five to ten auditors calling on him 
four months. It would be feasible, however, for 
all manufacturers of plumbing and heating products, 
who distribute a substantial portion of their output 
through wholesalers, to underwrite a national survey 


every 


service. 

When it is found expedient for a creditors’ advisory 
committee to assist a wholesaler in returning *°o a basis 
of profitable operation, a traveling auditor couid make 
a monthly check of the affairs of that firm and report 
his findings to the committee. Through such a plan 
the cost to each manufacturer would be relatively small. 
Such a plan would also conserve the time of those ex- 
ecutives who are now spending much of their time on 
the road attending meetings of creditors’ committees. 


The recent building boom 
resulted in losses to many 
contractors, wholesalers 
and manufacturers in the 
plumbing and heating iIn- 
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What would be the cost of such a national survey 
service for manufacturers? 


Less than one-tenth of 1 per cent of sales. 


If such a plan receives favorable consideration by 
the manufacturing division of the industry, would 1t 
he feasible to extend it to the contracting branch of the 
business? 


Yes. In most instances, wholesalers will find it to 
their advantage to have a survey made of the affairs 
of those of their contractor customers who are doing 
a large volume of work and who are owing large ac- 
counts past due. 

To obtain an extension of time or additional mate- 
rials to complete unfinished work such contractors should 
he required to furnish reliable information regarding 
the: 


1. Name and location of each job. 

2. Amount of contract. 

3. Balance due on contract. 

4. Total labor, material and overhead to complete. 


[f the jobs will pay out, some form of guarantee can 
be given which will justify a further extension of 
credit. If the survey reveals that the contractor is in- 
solvent and an extension agreement is not justified, 
then liquidation is in order. 

If such a plan were adopted nationally, it would be 
only a short time until reckless estimating and bidding 
would be reduced to a minimum. When a contractor 
knows that his sources of supply will not carry him, he 
will soon refrain from bidding on work which he can- 
not finance. 

Wholesalers in most states have their local or state 
credit bureaus. With the encouragement of their sources 
of supply, wholesalers in other sections would quickly 
organize. 

Where credit bureaus operate an automatic “Arrears 
list,”” the recommendation of the secretary regarding 
further extension of credit could be withheld pending 
an audit of the contractor’s affairs. 

In most instances it will be necessary for the secre 
tary to have one or more field men depending upon the 
swe of the territory covered. Obviously, an additional 
appropriation will be necessary for the operation of these 





dustry. Without § proper 
eredit control the same 
thing stands to happen 


again when new construc- 
tion returns to normal 
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Discharge valves easy to reach. Simply loosen two 
bolts, air chamber can then be lifted off, exposing 
valves. Pumps usually have air chamber threaded 
intocylinder..with danger of rusting and stripping. 














To reach piston, loosen two nuts and remove 
piston rod as complete unit with ordinary screw 
driver. Access to cylinder head is not obstructed 
by vacuum chamber, as it is with many pumps. 











lo service suction valves, loosen one nut, lift off 
yoke which clamps covers in place. No threaded 
connections to rust and strip. This is typical 
power boiler construction. 











Access to stuffing box is not obstructed by over- 
head casting, as it is with most pumps. Nut is 
completely exposed. 









Until we brought out the shallow well Cid, pumps seemed to be designed with no idea that they 
would ever require service. But cup leathers need to be renewed, glands have to be adjusted, 
valves have to be cleaned e e e The shallow well Cid was designed to make these tasks as easy as 
possible e e e Study the shallow well Cid’s easy-servicing features and compare with any other 
pump made. The best thing about this pump is its design. The next best thing is its price, $65 
for 250 gallon capacity ... other sizes in proportion ... attractive trade discounts. Sizes and 


models for every type of water system installation. 
New Deep Well Cid... 6 in. stroke, $145 
<< Gey (Price includes 42-gallon pressure 
: tank, 4 hp motor and differential ; 
: U IVI 5 7 INC. 


plunger... air chamber 85.00 extra). 
SENECA FALLS...NEW YORK 





Many exclusive features not 
found in other pumps in this 
price range. Up-stroke of 
plunger, has same velocity 
as down-stroke ... ensures 








smooth flow. Plunger has ' ' 
natural, straight-line motion . GOULDS PUMPS, INC. : 
: ki C : Seneca Falls, N.Y. } 

ae a 1 Please send information regarding your Cid Pump. 
mounted on through shafts... ’ My regular distributor is ; 
* + * Lal . | 7 
minimizes vibration. Double ' : 
: ‘ 
reduction gears... means ; : 
ol . ] 

compact construction. Write ; a : 
. * ; 

for information. : Place ; 
’ 

’ State ' 

! . 

, 4 
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When Speakman Brought 
Out the Anystream Self- 
Cleaning Head 


(Patented January 2, 19233 
and November 4. 1931) 



























the shower entered into new service. 
for it made possible an invigorating 
needle bath at ordinary house water 
pressures as well as permitting every 
user to regulate instantly the volume 
and force of the water to his or her 
own individual liking —a_ feature 
very much appreciated by women 


and children as wellas the older folks. 


In addition. the Any- 
stream Self-Cleaning 
Head will never stop up! 





and metal handle. Bent arm with heavy metal wall 


K-2601-M — SPEAKMAN Built-in) Mixometer 
Shower. Size 14 inch. Mixomceter with metal wall plate 
flange and Anystream Self-Cleaning Head K-3395. 


Your customer will want this head. 
Mention that it will vive a lifetime 
of pleasure and service and the 


price is now $13.50. 


SPEAKMAN COMPANY 


Wilmington, Delaware 





* 
+ . . : f vy i] ini _— te N 
Literature with your name and address AE atten aoe. 
imprinted, will be sent promptly UGAS AMY Md i iced. tPar’ ‘dan. 


2, 1923). 


SPEAKMAN SHOWERS&FIXTURES 
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bureaus but it should not exceed one-tenth of 1 per cent 
of sales. 

This proposed plan of stabilization of markets through 
credit control should not fail to receive favorable con- 
sideration because of its cost. 

Treasurers of wholesalers and manufacturers in con- 
sidering this additional appropriation of one-tenth of 
1 per cent of sales should take into consideration the 
needless concessions of 5 per cent or 10 per cent or even 
15 per cent which have been made by the sales depart- 
ment during the past two years. This may be an op 
portune time for the treasurer, sales manager, and credit 
manager to go into a “huddle.” 

There is a definite obligation on the part of whole- 
salers to extend to their customers the same protection 
which wholesalers expect from manufacturers. 

Most states and cities require a man to pass an ex- 
amination to prove his mechanical and technical knowl- 
edge before they issue a master plumber’s license to him. 
After this license is issued there is little inquiry on the 
part of wholesalers regarding his business ability. If 


he cannot show a financial statement on which to justify | 
a line of credit, he can find someone who is willing to | 


give him a small open account on the basis of a “moral 
risk.” After the first account is opened, it is only a 
short time until he has several lines of credit. 

Regardless of their mechanical ability, journeymen 
who do not possess a reasonable amount of capital and 
a fair knowledge of sound business practices should be 
discouraged from engaging in business. 


There are many master plumbers and heating con- 


tractors in business today who would have fared bet- | 
ter had they continued to handle the tools. Instead of | 


now attempting to educate them, it might be a wiser 
policy to spend the same amount of time and effort in 
protecting those who possess the necessary business 


qualifications to conduct a contracting and merchandising 


business successfully. 

If this plan of “Stabilization of Markets Through 
Credit Control” were adopted by both the manufacturing 
and wholesaling divisions, would surveys be made of 
each wholesaler and each contractor in the United 
States? 

No. Only those wholesalers and contractors who are 
slow pay would be surveyed. 

If this plan were approved, would it not be feasible 
for these auditors—quiety—to check up on the price 
cutters and line them up? 


No. Absolutely No! Credit and price should be 
entirely divorced. 


If the credit situation is corrected the price cutting | 
will soon diminish. If one of your competitors is a price | 


cutter, find out if he is a discounter. If he is a consistent 
discounter and is operating on his own capital, then it is 
time for you to put your house in order so you can meet 
his prices and still make money. 


What about the direct-to-you distributors? 
Would they be surveyed? 


Yes, they would be subject to an audit if they did 


not pay their sources of supply when due. 


here is an erroneous idea abroad regarding the suc- | 


cessfulness of the direct-to-you distributors. They, too, 
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QUICK eae 


with 
VAPOR - VAC a 


for sti 


HOT WATER 
HEATING 
SYSTEMS 





V apor-V ac eliminates 
pressure by operating 
the hot water heating 
system under vacuum... 
Provides efficient heat 


in ONE-THIRD OF 
THE TIME of present 


operation.... 





Eliminates overflow of 
water on basement 
floor...takes the place | 
of expansion tank or 
pressure system... pro- 
vides perfect circula- 











tion regardless of 
condition of piping. = | 
ah 





i} 


Install Vapor- Vac now yy 
on one of your old or 
new installations and see. the dilerence. 


SAVES 20 to 30% OF FUEL BILL! 


For gas, oil or coal burning boilers. 


Ask your jobber today about 
VAPOR-VAC or urite direct. 


VAPOR-VAC MFG. CORP. 
3952 North Lowell Ave. 
Chicago, Illinois 





VAPOR-VAC 
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have suffered from decreased volume and increased oper- 
ating expenses and many of them are taking extra time 
with their sources of supply. This field is not as green 
as it appears—it has many barren spots the same as in 
the wholesale field. 

What if a slow pay account refuses to submit to an 
audit ? 


If he is owing a substantial amount past due, his 
creditors can request an audit. When a seller grants 
credit to a buyer who already owes him a past due ac 
count he becomes a contributor of capital and, in a cer- 
tain sense, becomes a partner in the business. As a part- 
ner he is entitled to intimate information regarding the 
affairs of that business. If the debtor does not show a 
proper spirit of co-operation, there is no obligation on 
the part of the seller to grant further credit. 


Suppose 75 per cent of the manufacturers of any com- 
modity support this proposed plan and withdraw credit 
when an account becomes past due. Would not some 
competitor step in and take the business? 


Yes, he might, but there 1s a limit to the amount of 
pay accounts which a manufacturer carry. 
Those who cater to this class of business already have 
their troubles, particularly so if they are operating to 
a substantial degree on borrowed capital. If any manu- 
lacturer desires to take on additional slow pay accounts, 
many of his competitors will welcome the opportunity 
of unloading some of their “white elephants.” 

A few years wholesaler could make money 
on accounts which paid net at the end of ninety days. 


slow Call 


avo a 


This is a lavatory you 


® Under present business condi- 
tions nothing 1s bought. Every- 
thing has to be sold. So you can 
stock and push a lavatory that 1s 
cheaper than this Crane Corwith 
C177-Ng, but can you sell it as 
easily? This Corwith gives you not 
one or two advantages with which 
to convince prospects; it gives you 
six...each an important one...each 


aconvincing one. Here they are: 


(1) It can be equipped with the 
raised integ ralspout health depart- 


ments recommend as a check on 


hack siphonage or with the Secure spout as illustrated. 


(2) It isin the Corwith design, the most popular and 


most modern known to plumbing. 


(3) Its box back forms a handy shelf on which to de- 


posit toilet articles, compacts, etc. 
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To the justly popular Corwith group, this new lava- 

tory, the C177-NQ, brings new conveniences and nex 

economies, It is shown here with design go Securo 
combination fixture and octagonal legs 


(4) Its fittings are set in tapered recesses, adding a 
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Today, an account which pays on a 90-day basis with 
most of its sources of supply is a hazardous credit risk. 

In these days of high operating costs and low gross 
margins, a wholesaler cannot afford to lose his cash 
discount. Based on a gross margin of 20 per cent, a 
2 per cent cash discount on purchases is equivalent to a 
net profit of 1.6 per cent of this selling price, and a 5 
per cent cash discount is equivalent to a net profit of 
4 per cent. 

Wholesalers who now pay on the net due date or take 
extra time should make a desperate effort to return to 
a discount basis. They may find it to their advantage 
to go to their principal sources of supply for counsel 
and advice, but if they ask for help they must justify 
it based on audited figures which have been fairly de- 
preciated. 

Too many wholesalers make the mistake of trying to 
solve their problems without outside assistance. If they 
have past due notes with the bank and past due accounts 
with their sources of supply, they invariably show a 
preference in favor of the bank. Occasionally, they 
liquidate or reduce their loans with their bank and trans- 
fer the indebtedness to their sources of supply. This 
is a shortsighted policy for, obviously, their sources of 
supply are more interested in seeing them remain in 
business. 

Another mistake wholesalers sometimes make is dis- 
counting their receivables with a finance company—at 
a very high rate of interest—in order to raise money 
to pay a past due account. Wholesalers who resort to 
such a method of financing are wading in quicksand and 


can SELL 


and practical 





distinguishing 
feature. 


(5) It is more practical 1n service, 
as its integral back protects walls 


ot plaster or absorbent materials. 


(6) [tis more economical to serv 
ice. Fittings can be renewed trom 


the top ot the slab. 


EK very fixture made by Crane Co. 
has certain merits which recom- 
mend it. At the nearest Crane 
Exhibit Rooms you can acquaint 
yourself with all of them. Such 
knowledge will help you break down the resistance 


encountered among buyers today. 


‘CRANES 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO 
NEW YORK OFFICES: 23 W. 44TH STREET 
Branches and Sales Offices in One Hundred and Ninety Cities 
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Durvhaus 


WELDED STEEL 





























No Ordinary Steel Boiler | so STL 
Could Have Entered 
This Burnham Hall of Fame 


URNHAM Welded Steel Boiler passed its fuel 
thrift test, before it took its niche in the Burnham 
Hall of Fame. It has the fuel saving Burnham long 
fire travel built into it. 

In its various types, it burns hard coal, soft coal or 
oil. It responds perfectly to automatic feed and control. 
It provides for incineration when oil is the fuel, if 
required. And for hot water supply, with any heating 
system. 

For any low pressure job, it guarantees low operating 
costs, and, for you, a goodly profit. And it’s priced to 
give you a look in on many a profitable steel boiler deal. 





Write for particulars 
and profitable prices. 


BEPEP ROUSE PUPS EESE EERE RERESESEEEEESSL ECCS L ULES TICS OE UTECTOOOUEEOEEL UEC USICIOSISUL ES TOCTERT © UIUEEEEERTEIELELOLOLIOLST REET EEE TICES © YD 
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IRVINGTON NEW YORK 


Representatives mn f ncipal cities of the United States and Canada 
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ANNOTHER of More than 800,000 
Installations that say: You Can Make Money 


with EXCELSO 
Indirect Water 


Mf 









Heaters... 





34 Broad St., Lynn, Mass., owned by 
G. A. Schaeffer, well-known Plumbing Con- 
tractor. One No. 42 Excelso Indirect 
Water Heater fills al! the hot water needs of 
36 families. Operation costs practically 
nothing as long as the steam heating boiler 





is being fired. 
st 


Dual Coil Excelso Indirect Water Heater, 
the type used in this installation. All 
Excelso Heaters have removable copper 
coils and patented ground joint brass con- 
nections which eliminate the use of gaskets, 


VERY plumbing and _ heating 
contractor, every oil burner 


an exclusive Excelso feature. 





installer, can make money -* with 
EXCELSO. Now particularly, 
when every way of cutting expenses is in exceptional favor, EXCELSO economy ts 
a bigger sales producer than ever. 

The Excelso story of unlimited hot water at practically no cost is definitely 
proven by more than 800,000 installations. Tell it wherever there are steam 
or vapor heating boilers—in new buildings or old, large buildings or small. The 
more you say of Excelso Water Heater economy, the more business you will do 


at this time. 
Write, or ask any wholesaler for the full Excelso story 


aay vs, pa EXCELSO PRODUCTS CORPORATION 
Should be in every Plumber's Kit . . 57 Clyde Avenue Buffalo, N. Y. 


Stocked and sold by leading wholesalers and boiler 
and radiator manufacturers everywhere 





Designed to cut clean, round ho les thru boule 
sections, tanks, hollow tile, wood or practically 
any other material. Furnished with 1 inch, 1- 
inch, 144 inch and 2 inch blades. Holes curt will 
accommodate pipe taps without reaming or other 
work. A true labor-saving tool which should be 


inevery plumbing kit. Available at your jobber’s 






SIZES TO HEAT WATER FOR ONE FAMILY OR ONE HUNDRED 
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should lose no time in laying their affairs before a few 
of their principal sources of supply. 

Since 1894, when your association was organized, 
many plans of co-operation have been tried. Most of 
them were constructive and well worth the cost and 
effort spent in promoting them. : 

Some plans have failed because of the arbitrary atti- 
tude of a few individuals who wanted to operate their 
business without interference. A few have failed be- 
cause of legal entanglements. The most common cause 
for failure has been “cheating.” 

Is human nature different today from what it used to 
he? Perhaps not, but men are now more willing to listen 
to reason—some of them because of financial necessity. 

The proposed plan which I have outlined seems to be 
feasible because it offers equality of opportunity, permits 
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freedom of action and requires no agreements. It prop 
erly supported it will materially improve conditions im 
our industry. 

There should be developed in our industry a sincere 
spirit of co-operation and self-regulation. ltach group 
should conduct itself in such a manner that tts actions 
will not jeopardize the interests of some other group. 

If the long established method of distribution—manu- 
facturer to wholesaler, to contractor, to consumer—ts 
economically sound, then it seems imperative that leaders 
in each of the three branches of the industry should take 
steps to protect it. 

Strict credit is the best trade protection. [t isn't how 
they used to pay—it’s how they pay today. That is the 
vardstick by which the future granting of credit should 
he measured. 





Trade Golf Events 


Michigan Trade Golfers Close Season 

The Michigan Trade Golf Association held its final 
tournament of the season at Lakewood Country club, 
Tecumseh, Canada, on October 14, according to word 
received from A. E. Alvey, assistant secretary of the 
association. 

The following won prizes, in the order named: E. J. 
Anderson, FE. D. Sheley, H. M. Armstrong, W. J. Hajek, 
|. KE. McFate and W. T. Andrew. The individual scores 


for the tournament follow; 


Name G. H. N. Name Gc. ©. -B, 
0 Re | ae — I. L. MeConachie.102 26 76 
W. T. Andrew...104 27 77 R. K. Milward... 94 16 78 
i... | Je  Saae Ne H. M. Armstrong 90 17 73 
P. GG. Mweemey... TF «+ «- Kk. J. Anderson... 77 § 69 
M. B. Williston..105 .. .. T. O. Drowillard. 86 .. .. 
J. E. MceFate....101 25 76 7. as Meee... .. OS FF Fe 
KE. D. Sheley..... 89 17 72 EK. Sanger eee —— aa 
a ae) 102 24 78 ik. Wood Pr 

* 


Golf Season Ends for New England Trade Group 

The New England Heating Trades Golf Association 
held its final golf tournament of the season at the Uni- 
corn Country Club, Stoneham, Mass., on November 2, 
with sixty-three members and guests in attendance. Each 
vear the association winds up the season with a “turkey 
shoot” in conjunction with the golf tournament, and at 
this meet fifty turkeys were distributed as prizes. The 
volfers were entertained in the evening following dinner 
by a well-known comedian. 

following are the scores turned in by members: 


oo oa Go N 
T. C. Seott ...100 16 8&4 R. Franklin .....101 13 Ss 88 
W. S. Anderson RO 5 x4 ( Bostwick es lo SS 
ia) ree -cccia BS BE: Fe F. B. Ingals --shaew oe 100 
(3. Wbitete ~...:.. 108 16 92 3. Meee caccver tae oo 
Ry: Ge GS os 6.4 oS 9° 4 x4 W. Earle .. sf 44 “ X¢ 
SS § &7 J. Mellehen .....100 18 8&2 
is. Gleagon......113 235 88 J. C. Farrington. 90 13 77 
We ED So edvs vs ee 2 ee F. Gilmore ..... 104 28 76 
= ee 94 10 84 J. Driscoll ‘vane. oe oe 
08, FSG@PM .....-. SE 5 68) fx... ——re bt (0 «RG 
ma. aeeeeen ....erkee. 86 6 J. F. Tuttle 9] 8 ¢ 


W. Hillman 7rrs 15 ff) JI. F. Dw ver . 101 13 “7. 


W. Buchanan... 109 26 83 A. Bartlett 98 12 8&6 
a... ee 2 89 (7. Prigegen 115) )6©6220—Cié«CéO'G 
M. Grover ......106 17 88 me tae asc. «s 8B BH Bi 
i ec ce eddie ae | 66 T. O. Callahan 102 18 84 
W. H. Oleson.. 105 14 9] A. Klonower ... No Card 

KF. Monroe . ion Be fe OSS H. A. Blackhall..108 27 8&1 


Among the guests in attendance were: W. Hale, R. 
Crocker, V. J. Kenneally, A. Westland, Dr. Bogan, F. 
Johnson, J. Stanton, F. Merrill, W. Ee. Brown, J. Cas 
sidy, Al. Ferres, Carl Shaw, Ed. Morris, H. Jacobs, W. 
sride, F. Elbison, L. Brightman, W. Murphy, ©. Bern 
strom, Mr. Needle, J. Cary, W. B. Parson, k. B. Wil 
liams and H. Rivers. 

* 


New England Metal Products Golfers Close Season; 
Elect Officers 


The New England Metal Products Golt .\ssociation 
held its final meet of the Season O11 November 5. at the 
Wollaston Golf club. There were over 30 in attendance, 
and while it was rather cold and windy, every one had a 








Yop picture, left to right: William D. Duffy, Plimpton & 
Hillis Corp.; H. E. Coe, Sloan Valve Co.; P. J. Brown, Mid- 
dletown: E. O. Nelson, Bridgeport, president of the asse- 
elation. Bottom picture: M. K, Blackwell, Wolverine Brass 
Works: FE. B. Tracey, American Brass Co., A. E. Goethner, 
Plimpton & Hills Corp.:; Claude LeRoux, New Britain. 
Photos taken at recent tournament of the Connecticut 
Plumbing and Heating Trades Golf Association 
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There are Seven Warco air 
and vacuum valves that fill 
every air valve need— 


“Warco” 


No. I 


At prices lower than other 
high grade air valves 


. , | Price 79¢ 
With improvements found | 

in no other air valves—and 

guaranteed for five years. 


Ask your wholesaler about 
the liberal Warco prices. 








Whatever repair job you’re on, be 
radiator conscious. It opens the way 
to heating work that brings real profits. 


Reconditioning jobs! Cleaning out 
boilers, installing Wareo Air Valves. 
cutting down the customer’s fuel bills, 
and building good will! 


Every radiator tells its own story. 
Does it need an up-to-date air valve? 
Make a note of it. Are some of the 
rooms hard to heat? You know the 
answer. 


Tell the customer the low cost of 
Warcos and how they operate. There 
is real money today in reconditioning 
heating systems. And Warco Air Valves 
show the way. Mail the coupon—let us 
help you keep busy all winter. 


W. A. RUSSELL & CO.. Established 1890 


New York Chicago Boston Detroit Baltimore Denver Minneapoli-« 


6° 99 
Walco u:<. Valves 
= Aw G Vacuum 


W.A. RUSSELL & CO., Grand Central Terminal Bldg., New York City 
Dea 
Please send complete data on Warco Air Valves. 
Name 


Address 


State 


(lity 


\,"'side-outlet 
ler radiators 
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| preceding the business of the evening. 





| the gavel over to Mr. Henderson. 
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This also was the annual meeting 
for the election of officers. 


most enjoyable time. 


William Bennett won first prize with a net 62, Wil- 
liam Wade second prize with a net 66, and William 
Taylor third with a net 67. Maurice Lynch won the 
approaching ‘contest by laying his ball three feet from 
the pin, and Robert McKeown won the driving contest 
by putting his ball two feet from the pin. The putting 


_contest was won by John S. Nicholl, with a 34. 


At dinner the nominating committee recommended 
the re-election ot President E. B. Lane, and John S. 
Nicholl, secretary and treasurer. Both of these gentle- 
men were unanimously re-elected. 


© 


rr Elected President of Western Trade 


Golf Association 


At the annual meeting of the Western Trade Golf 
Association, November 19, M. G. Henderson, A. M. 
Byers Co., was elected president for the ensuing year. 
Other officers elected were J. H. Milliken, vice president ; 
George Dickerson, captain; R. M. Getschow, handicap 


| per; C. W. Johnson, treasurer; and C. E. Price, secre- 
| tary. 


The meeting was an enjoyable affair, dinner and music 
All present were 
very interested to hear D. FE. McCabe, one of the 
tounders of the Western Trade Golf Association, tell 
about the early days of its organization. J. J. O'Shea, 
retiring president, presided until the time came to turn 
Arrangements for the 


| meeting were made by J. P. Kiely and T. H. Monaghan. 


Applications for membership were accepted from R. 
lk. Cronin, Federal Pipe & Supply Co., Robert C. Oster- 


_ gren, architect, H. F. Potter, Crane Co., H. L. Jonathan, 





Crane Co., Herbert A. Durr, H. A. Durr & Co., John 
A. Sutherland, Holabird & Root, and C. J. Lehn, Estate 
of Marshall Field. 

+ 


Speaks on Design of Underground Steam Lines 

The regular monthly meeting of the Pittsburgh Chap 
tery of the American Society of Heating and Ventilating 
Engineers was held in Pittsburgh on November 9. Sixty 
five members and guests were in attendance when Presi 
dent Houghten called the meeting to order. 

The minutes of the previous meeting were read by 
Secretary Blackshaw, and approved as read. 

W. W. Stevenson, chairman of the nominating com 
mittee, reported the following nominations for officers 
for the year 1932: President, R. B. Stanger ; vice pres! 
dent, F. C. McIntosh; secretary, ]. L. Blackshaw ; treas 
urer, H. B. Orr. Board of governors: F. C. Houghten, 
(s. S. McElroy and H. Lee Moore. 

President Houghten stated that additional nominations 
could be made from the floor at the December meeting. 
at which time officers for 1932 will be elected. He ap- 
pointed F. C. McIntosh to represent the Pittsburgh Chap 
ter on the National nominating committee, with T. M 
Dugan as alternate. 

W. W. Stevenson, president of the National District 
Heating Association, and T. M. Dugan, president of th« 
American Society of Sanitary Engineering, both of whom 


| are members of the Pittsburgh Chapter, invited the mem 
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bers to attend the annual convention of the two organi- | 


zations which they head. 


The secretary read a letter from the National office | 
which gave a statement of the society’s membership and | 


told of its activities, especially the work which it it do- | 


ing on unemployment among the membership. President 
Houghten said that the society is trying to find positions 
for unemployed members, and that a member of each 
chapter is to be appointed to take charge of this work 
in his district. 

The meeting was addressed by Dwight L. McNulty, 
mechanical engineer for the Byllesby Engineering and 
Management Corp., who delivered a most interesting and 
instructive talk on “The Design and Construction of 
Underground Steam Lines, with Particular Reference to 
Some Problems Encountered in Pittsburgh.” His paper 
gave the details of the construction of Pittsburgh’s large 
central district heating system and steam generating 
plant. 

When the downtown section of a city has a central 
heating system, he explained, there is a noticeable ab- 
sence of smoke, and of coal and ash trucks, with their 
accompanying traffic congestion, adding that the capacity 
of such a system must be sufficient to deliver full con- 
tract steam pressure to all customers on the coldest day 
of the year. He said the system in Pittsburgh uses over- 
ground construction, underground conduits, and under- 
ground tunnels. The tunnels, with their system of 
vaults, are very expensive, but if they were not used, 
streets would have to be dug up to lay conduits, which 
would be less accessible for service, and would not pro- 
vide room for the growth of the business. One of the 
hardest problems of designing such a system is laying 
out the tunnels and vaults to avoid the existing maze of 
wires and pipes used for the telephone, telegraph, elec- 
trical power, water, gas, and sewers. Mr. McNulty de- 
scribed methods of building the concrete tunnels and pro- 
viding for their expansion; he also explained different 
types of pipe and joints used. His whole talk was illus- 
trated with photographs and plans of the work. 


* 
Ontario Chapter Holds Interesting Meeting 


A special meeting of the Ontario Chapter, American 
Society of Heating and Ventilating Engineers was 
called on Tuesday evening, November 10th, in the Em- 
pire room at the Prince George hotel. 

F. Dyer, the winner of the Toronto Chapter’s Uni- 
versity of Toronto award for the best thesis on heating 
and ventilation, was formally introduced to the Chapter 
by M. F. Thomas. Mr. Thomas extended to Mr. Dyer 
the Society’s congratulations for his thesis entitled “Con- 
parison of Warm Air and Hot Water Heating for Small 
Homes.” 

A. V. Hutchinson, national secretary, spoke on the 
council meeting and of the research committee’s meeting, 
which took place in Buffalo, November 9. Mr. Hutchin- 
son also explained the arrangements for the convention 
in Cleveland. 

E. Holt Gurney introduced the principal speaker of 
the evening, Willis H. Carrier, national president. Mr. 
Carrier gave an illustrated talk on the subject of 
‘erage Aspect of Air Conditioning for Human Com- 
ort.” 





SHERWOOD 


What’s the 
Reason for 
Sherwood 
Success? 


against any city water 
pressure. And Sher- 
wood determined to 
build its ball cock ata 
price that would put 
it within the reach of 
every installation, no 
matter how modest, 


Back of the success 
of any commodity is 
always a story of serv- 
ice and satisfaction. 


When Sherwood 
started to build ball 
cocks, it was with the 
knowledge that many 
ball cockg which the plumber was asked to Sherwood’s success is explained by the fact 
buy were not of the kind that could ever that it has unfailingly lived up to its promise 
to provide a good ball cock. 





build a reputation for service or satisfaction 


Sherwood determined to eliminate leaks and Plumbers everywhere have come to know 
whistling and gurgling from its ball cock. It Sherwood for a bali cock of highest quality. 
determined to make it one that would close They demand it for all of their work, 


SHERWOOD BRASS WORKS 


Jefferson and Mt. Elliott Aves. DETROIT, MICH. 
REPRESENTATIVES 
J A Prordan Co (inc.), 1600 E. 7th St., Los Angeles; ES. Thompson, 2401 Chestaut St, Philadetphia 
303 Coiman Bidg , Seattie Fred G Hotiman, 831 Edgewood Ave, Trentan, N. J. 
Fred S. Wilsey, Plymouth Bidg.. Minneapolis 
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ROYAL 


RED-BLAST 


BOILER 
With Blower 


and Thermostatic Control 


COMPLETE IN ONE UNIT 








Send for complete information 


HART & CROUSE CO. 


Utica, N. Y. 
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Che New 
WALDORTF- 
ASTORIA 


New York City 
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Schultze & Weaver 
New York City 


Builders 


Thompson-Starrett Co., Inc. 
New York City 


Plumbing Fixtures 


Standard Sanitary Mfg. Co. 
New York City 


Plumbing Jobbers 


Dimock & Fink Co. 
New York City 


Plumbing Contractors 
John McMillan Co. 
New York City 
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MORE wholesome tone in October business sentiment, although 
not yet felt in the construction industry, is likely to bear favor- 
ably on the future revival of this industry, according to state- 


ments in the October statistical report of F. W. Dodge Corp. 


In connection with figures on construction contracts awarded in 
the 37 states east of the Rocky Mountains, this organization points to 
an October ‘“‘revival of business and financial confidence from a state 
verging on panic toward a more healthy anticipation of constructive 
solutions of underlying financial problems. While this turn of senti- 
ment is the essential first step toward recovery, it has not yet gathered 
sufficient momentum to affect favorably business volume or con- 


struction volume.’’ 


Construction contracts awarded during October amounted to 
$242,094,200 in the 37 states east of the Rockies, or 28 per cent under 
October, 1930. Non-residential building led the three major con- 
struction classes with $99,092,400. 


The movement of the various major commodities in the plumbing 
and heating market deviated only slightly from the pace that was 
maintained during the preceding fortnightly period, according to 
most reports that have been received from manufacturers and 
wholesalers. Producers of boilers and radiation state that the unsea- 
sonal weather that has prevailed in most sections of the country has 
interfered with demand for heating products. The movement of 
plumbing finishing products, such as enameled ware, pottery, 


plumbers’ brass goods, etc., was no better than fair for this period of 


the year. Manufacturers of soil pipe and other roughing-in com--° 


modities state that these items are moving slowly. Manufacturers’ 
stocks are of sufficient size to make possible quick deliveries to dis- 
tributors, and the latter, in turn, are usually able to take care of 
contractor demand from the minimum working stocks now in their 


possession. 


October wholesale prices of six standard plumbing fixtures for a 
six-room house, ascertained by the Bureau of the Census from 
reports of twelve representative manufacturers and wholesalers, 
averaged $96.12 as compared with $96.32 in September, $97.40 in 
October, 1930, and $99.20 in October, 1929. The average prices reported 
Ly these establishments on six standard fixtures, net to retailer 


without freight, are given in the chart which appears on Page 109. 
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Shipments and Production of Bathroom Accessories 
(Recessed and Attachable) 
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Monthly statistics on the production and shipments of recessed and attachable 

bathroom accessories (built-in and projecting types), are shown in the above 

chart. This chart is based on data reported to the Bureau of the Census by 
sixteen identical establishments 


Oil Burner Shipments and Stocks 
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The above chart gives monthly statistics for the past three years on 
shipments and stocks of oil burners. The chart ts based on data re- 
ported to the Bureau of the Census by 106 manufacturers 
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PIG IRON 


No. 2 foundry, Chicago... .$17.00 


PLATES AND SHEETS— 

Steel boiler plates, Pitts- 
0 A ge ere ee 

Blue annealed sheets, No. 
10, Pittsburgh, per lb.... 

*Hot rolled annealed sheets, 
No. 24, Pittsburgh, per Ib. 

Galvanized sheets, No. 24, 
Pittsburgh, per Ib....... 

TIN— 

Straits tin (spot) New York 

LEAD— 

i a Pee secon eed eeene 


The Old Metal Market 
Dealers’ Buying 


Per lb. 
Aluminum clippings ..11%c 
BIOGCK CER PEIPG. cc cccces 16 e¢ 
eh, nn giceek obese 2u4c 
Brass, heavy yellow... 2%c 


No. 1 comp. red brass... 3%c 
Heavy copper and wire 44e 


$17.20 
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The Metal Market 


Avg. Avg. 
Oct., Aug., 
1931 1931 


$17.50 


Nov. 
1930 


$1 


7.50 


bo 
co 
on 
© 


Per lb. 


1.60c 1.60c 1.60¢ 
1.85¢ 1.85¢c 1.85¢ 
2.40c 2.40¢ 2.40c 
2.90¢ 2.90¢ 2.90c 
23%ec 
3.75¢c 
Prices 
Cee, - Tae . k-6 0 ewwer< 


Heavy crucible copper. 
Zine, old 


Lead, 


heavy 


Solder joints (close cut) 


3%4¢ 
4%¢ 
14%c 
2%c 
44c 


NOTE: Prices are those cuoted on Monday of this week. 
*Comparisons are with old classification No. 24 black sheets. 
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Receives P. & H. Contract for $1,000,000 Building 
Frederick W. Snook of San Francisco, Calif., was 
the successful bidder for the plumbing and heating in- 
stallation in the million dollar men’s gymnasium to be 
erected on the southern extension of the campus for the 
Mr. Snook sub- 


University of California, Berkeley. 


mitted a combined bid of $190,500, and a segregated 
offer of $76,625 for the heating and $114,984 for 


plumbing. 


Wholesale Prices of Plumbing 


Fixtures 





TOTAL AVERAGE PRICE OF SIX STANDARO FIXTURES 
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Greatest Efficiency 


Yet Reached! 
NTIRELY new and dif- 


ferent design in an effi- 
cient, permanent Auto- 
matic Hot Water System. 
Lifetime copper heating 
element is submerged in 
vitreous enameled tank. 
Tests reveal an efficiency 
never before attained— 
dependable, continuous 
supply of clean, hot water 
assured for the life of the 


building. 
NEW FOLDER FREE 


Write today for illustrated 
literature and complete details 
which point the way to profits 
for you. 


The Youngstown Welding & Engineering Co. 
YOUNGSTOWN, OHIO 


3600 Oakwood Ave. 













































































f AFlush-Valve 
Ne ew. Closet for the 


Private Home 


(AS WELL AS FOR LARGER BUILDINGS) 











# i a 
all 


Parented end Paients Pending 


The “Murdock” 
Alternater Closet 


NOT JUST ANOTHER FLUSH VALVE ON A REGU- 
LAR CLOSET BOWL, but a complete new combination 
consisting of a new type bowl with a new type valve, 
employing an entirely new alternating principle of Geshion, 


Operates on or = Supply Pipe 
ls Practically Silent in Action 
Uses Only 23 Gallons of Water 


HOW IS THIS ACCOMPLISHED? By a strictly new 
alternating flush valve in combination with a specially 
constructed bowl that sends the water first, exclusively 
to the rim; second, exclusively to the jet; third, back to 
the rim to refill. The alternations of the flow of water 
cause, first, a swift silent swirl that thoroughly cleanses; 
second, a powerful jet flow compelling complete expulsion, 
third, an adequate re-fill. 


IT OPERATES WITH THOROUGH SATISFACTION 
when water is delivered to the valve at the rate of 12 or 
more gallons per minute whereas the usual requirements 
of closets with flush valves are from 30 to 40 gallons per 
minute—much of which is wasted. It can therefore be 
installed with smaller supply pipes than are usually 
required for ordinary closets operated by flush valves. 


NOT A “FREAK” TYPE OF ANY KIND. 
4 ——o TRAP NOR RESTRICTED WATER- 





Write for Particulars and Prices 


The Murdock Mfg. & Supply Co. 
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The Care and Protection of Enameled 


Ware Finishes 


(Continued from Page 39) 


be walked as illustrated in Fig 3. Instead, use a hand 
truck or dolly in moving it. 

When enameled ware is loaded on a truck for delivery, 
it should not be piled on pipe and fittings which will 
permit it to roll around. Furthermore, nothing should 
be piled on top of the enameled ware. It should be 
loaded compactly and carefully to prevent damage in 
As indicated in Fig. 5, when unloading, skids 
It is wrong to drop it from the truck as 


hauling. 
should be used. 
shown in Fig. 7. 
Enameled ware should be uncrated with great care to 
avoid damage. As illustrated in Fig. 4, use a pinch bar, 
being careful not to strike the fixture. A misplaced 


_ blow may result in a shatter, delaying the job and tying 


Help yourself by instructing your help. 

The two views shown in Fig. 8 clearly indicate the 
wrong and the right way to take care of enameled fix- 
tures after they have been delivered to the job and while 
they are awaiting installation. When possible, do not 
deliver ware until the job is ready for its installation. 
See that adequate protection is given against weather 
and abuse from other workmen or materials on the job. 
Even a tarpaulin provides fair protection and it is quickly 
and easily secured when delayed construction makes it 
necessary. 
> 


Chicago Wholesaler Develops a Plan 
to Increase Contractors Sales 


(Continued from Page 88) 


that we are onthe right track and to encourage all con- 
cerned to continue the effort, as it will take time to 
bring about what we are striving for. These things 
should all be carefully explained to the plumber, so that 
when he finds that he has to do many things that are 
no doubt new to him, he is not disappointed. ‘There is 
a certain hazard attached to sponsoring a campaign of 
this kind, and if the dealer understands that results may 
be slow, the possibility of his unfavorable reaction is 
minimized.” 

H. L. Patterson, Chicago master plumber, has dis- 
tributed all three of the advertising circulars, in each 
case of course, having his company name and address 
imprinted on the folder. He is extremely well satisfied 
with the results obtained. For instance, he sold a $3,800 
remodeling job to the owner of a two-flat apartment 
The apartment had previously rented tor 
$60 per month. Now the owner is getting $90 a month 
from each tenant. This is only one of several jobs of 
this kind that Mr. Patterson attributes to the circulars. 
He says that in addition he has received many repair 
calls that can be traced to the circulars and his other 
forms of advertising. 

Mr. Patterson distributed the circulars by hand to 
those in his neighborhood whom he believed to be the 
best prospects for remodeling work. To make remodel- 
ing easier for the owner, Mr. Patterson takes care of 
making all arrangements with contractors in other lines 


building. 
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for work that is necessary in connection with the re- 
modeling. 

Melbye Bros. is another plumbing and heating con- 
tracting firm that received several jobs as a direct re- 
sult of the circulars. They were called in by the owner 
of a six-flat apartment building and given the job of re- 
placing the leg tubs in three of the apartments with built- 
in tubs. They expect to do the remaining three apart- 
ments at a later date. This firm received another call 
from the owner of a two-flat building for the same kind 
of a replacement job. 

This company mailed the circulars to those on its 
mailing list whom it believed to be good prospects for re- 
pair and modernization work. Then a week or so later 
the best prospects on this list were followed up by tele- 
phone. The Melbye firm has also received a number of 
small replacement jobs which it credits to the circulars. 

Charles E. Gawne, plumbing and heating contractor, 
attributes the sale of two bathroom remodeling jobs to 
the circulars. He handled all the work necessary to 
bring these bathrooms up to date, in addition to fur- 
nishing and installing the plumbing fixtures. 

S. E. Brown received several calls that resulted in 
sales as a result of sending out the circulars. He feels 
they are a good advertising medium and is continuing 
to distribute them. 


® 
Death of Girard Barry 


Girard Barry, son of David J. Barry, master plumber 
at 4824 West Chicago avenue, Chicago, IIl., died No- 
vember 13 of heart disease. He was in his 29th year at 
the time of his death. Mr. Barry had been prominent in 
music circles for a number of years and at the time of his 
death was musical direct for the NBC radio chain. 


Convention Dates 


January 12, 13 and 14, 1982—WISCONSIN—The annual con- 
vention of the Wisconsin Master Plumbers’ Association, to be 
held at Milwaukee. 

January 25-29, 1932—A. S. H. V. E.—The annual meeting cf 
the American Society of Heating and Ventilating Engineers 
to be held at Cleveland, Ohio, with headquarters at the Hotel 
Statler. Also the Second International Heating and Ven- 
tilating Exposition, at the Cleveland Auditorium. 

February 2, 3 and 4, 1932—OHI1O0—The annual convention 
of the Ohio Master Plumbers Association, to be held at Cin- 
cinnati, with headquarters at the Netherland Plaza Hotel, 

March 14, 15 and 16, 1932—INDIANA—The annual conven- 
tion of the Indiana Association of Master Plumbers, to be held 
at Muncie. 

April 11-16, 1932—A. O. B. A.—The ninth annual conven- 
tion and show of the American Oil Burner Association, to be 
held in Mechanics’ building, Boston, Mass. Convention head- 
quarters at the Statler hotel. 

April 27-29, 1932—-N. P. S. A.—The annuai convention of the 
National Pipe and Supplies Association, to be held at the 
Greenbrier Hotel and Cottages, White Sulphur Springs, W. Va. 

June 21, 22 and 23, 1932—-N. A. M. P.—The 50th annual con- 
vention of the National Association of Master Plumbers, to 
be held in New York City, with headquarters at the Hotel 
Pennsylvania. 


COMING TRADE EVENTS 


December 5, 1931.—Meeting of the Northern California Fed- 
eration of Plumbing and Heating Industries, to be held at the 
Whitecotton Hotel, Berkeley, Calif. 

December 10 and 11, 1931—The seventh annual Conference 
on Welding, to be held at Purdue University, Lafayette, Ind. 

June 20, 21, 22 and 23, 1932—-Exposition of plumbing, heat- 
ing and allied products, in connection with the 50th annual 
convention of the National Association of Master Plumbers 
in Madison Square Garden, New York City. 
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Holds positively, 
will not bend the 
smallest pipe or 
thinnest conduit 


The patented ARMSTRONG 
BROS. Chain Vise holds pipe 
rigidly, tightly, still can 
not bend the smallest 
pipe, not even thin walled 
conduit. In this vise, pipe is fully supported. ARMSTRONG BROS. 
Pipe Vise is light, compact, strong; combines large capacity with con- 
venient weight; goes into the tool bag readily. 

It is from the line of ‘*Better Pipe Tools’’ and like the rest of these 
improved tools distinguished by the Arm-and-Hammer Trade Mark, 
it has many special features, including: (1) Drop forged 1-piece jaws; 
(2) Drop forged base; (3) Drop forged handle; (4) Alloy steel screw; 
(5) Hardened steel nut; (6) Proof- 
tested chain. 


Write for Catalog P-10. 


ARMSTRONG BROS. TOOL CO. 


“The Tool-Holder People” 
323 N. Francisco Ave., 






Top siew of 


jaws showing Chicago, 7 ~ U.S. A. 
solid center London Branch 
Support ARMSTRONG BROS. TOOL CO. LTD. 


35 Upper Thames St. London, E.C. 4, England 
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Courage to Pioneer 


Modern engineering is ever at 
work on the newer ideas of 
things mechanical. Burks Super 
Turbine Pumps fairly radiate 
the spirit of a new pumping 
principle. 

Unheard of performance, all 
under perfect control, based on 
a design that utilizes all the 
effectiveness of the age - old 
piston type pump, plus the free- 
running simplicity of the cen- 
trifugal. 

We'll gladly explain why “if 
costs less to own a Burks.” 


Condensation Return Bulletin 
No 958 Water System Bul- 
letin No 94-C. Both free upon 
request. 
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News of Plumbing and 
Heating Contractors 








H. & P. C. Pass $1,000,000 Mark in Sales Campaign 

The Heating and Piping Contractors National Asso- 
ciation has recently completed its boiler and radiator 
campaign and has now launched a concerted sales drive 
on accessories. The Boston chapter, W. H. Oleson, sec- 
retary, lead the boiler and radiator campaign with 140 
modernization jobs sold. 

The entire campaign was highly successful, inasmuch 
as it puts the Heating and Piping Contractors National 
Association over the $1,000,000 mark in amount of work 
directly traceable to the different national sales drives it 
has had. The boiler and radiator campaign resulted in 
1198 jobs sold and brings the total amount of all busi- 
ness due to the 20 Prospect; Inspection; Get Prospects ; 
and Boiler and Radiator campaigns to $1,126,481.07. 

* 
Plans Progress for Next N. A. M. P. Convention 


With arrangements completed for improvement of ex- 
hibit hall drainage facilities at Madison Square Garden, 
M. J. Kennedy, chairman of the Convention and Exhibit 
Committee for the Golden Anniversary Home-Coming 
of the National Association of Master Plumbers, has 
signed final contracts with the Garden Management. 
The convention will be held in New York City, June 20 
to 23, 1932. 

“The Garden management has agreed to reconstruct 
the drainage system in the exhibit hall at its own expense 
to provide waste outlets at the rear of approximately 70 
per cent of the booths available to exhibitors,” Mr. Ken- 
nedy stated. “With this new 
facilities, Madison Square Garden will offer more con- 


arrangement of waste 
venient display space with excellent water and waste 
facilities than any exhibit hall in which the National 
[:xposition has been held.” The new plan of drainage 
tacilities developed by Mr. Kennedy in co-operation with 
Madison Square Garden authorities provides 90 booths 
with individual four inch waste outlet. 

Tentative plans for the arrangement of booth space 
in the exhibit hall have also been made. While no final 
decision as to prices of space in the exhibit hall has been 
reached, the probability is that, because of a greater 
number of booths, they will be materially under the 
Milwaukee level, it is stated. 

“Final arrangement of space will be such as to give 
special emphasis to the Golden Anniversary feature of 


the convention,’ Mr. Kennedy said. “Tentative plans 


are for a Grand Concourse especially decorated to com- 
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memorate the fifty years of progress which the National 
Association has enjoyed since its founding in New York 
City. The story of the plumbing industry over the past 
half a century—a period which has seen the birth of 
modern plumbing—will be told in such a way as to 
impress, not only delegates to the convention, but the 
general public which will be a guest at the exposition.” 


“An important feature of the exhibit hall as at present 
arranged,” Mr. Kennedy explained, “is the high degree 
of visibility brought about by the establishment of wide 
aisles throughout the hall. In planning booth arrange- 
ment, the committee has attempted to give the maximum 
of visibility.” 
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Bureau's Board Makes Plans for 1932; 
Adopts Budget of $91,280 


The board of directors of the Plumbing and Heating 
[Industries Bureau met at the Palmer House, Chicago, 
on November 9, and adopted a budget of $91,280 for 
1932. Following a discussion of finance methods, a com- 
mittee was appointed to co-ordinate the membership 
drive of the Bureau for the forthcoming year. 

This committee, which 
was named by President 
George H. Drake of the 
Bureau, consists of Jere 
Sheehan, Jr., of St. 
Louis, past president of 
the National Association 
of Master Plumbers, 
chairman; W. J. Spil- 
lane, president of the 
Central Supply Associa- 
tion; Harry M. Hart, 
past president of the 
Heating and Piping Con- 
tractors National Association; Henry M. Reed, president 
of the Standard Sanitary Mfg. Co.; W. K. Glen, ad- 
vertising manager of Crane Co.; and C. W. Wanger, 
president of the Woodward-Wanger Co. 

President Drake reported that $15,000 of the 1932 
budget is already pledged. This amount was voted by 
the board of directors of the National Association o 
Master Plumbers at the recent meeting in New York. 





Jere Sheehan, Jr. 


ey 


“When the contracting branch of the industry can 
contribute $15,000, there should be no difficulty in rais- 
ing the balance of the budget from the wholesale and 
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manufacturing branches,” said Mr. Sheehan at the meet- 
ing. 

“This is the time for every company whose executives 
believe in the manufacturer-wholesaler-contractor method 
of distribution to support the only organization which 
represents all three branches of the industry,” he said. 

A report of the services of the Bureau to the indus- 
tries during the period from January until the end of 
October was presented to the board by Joseph G. Hilde- 
brand, secretary-manager. This report, including Mr. 
Hildebrand’s suggestions for conservative expansions in 
certain services, was accepted by the board. 

“In view of the excellent return we receive from the 
publicity work which the Bureau is doing in newspapers 
and magazines, it seems to me that this activity might 
well be expanded in 1932, with a very beneficial effect 
on the industries,’ Mr. Hildebrand said in his report. 

“This certainly is not the time for retrenchment, least 
of all in publicity. During a period of business recession, 


N. A. M. P. Directors 


A‘ THE meeting of the board of directors of the 
National Association of Master Plumbers in New 
York City during the latter part of last month, many im- 
portant subjects of interest to the industry were dis- 
cussed. The report of the 1932 National convention 
committee, as submitted by Matthew J. Kennedy of 
Brooklyn, chairman, was approved. As mentioned pre- 
viously in Domestic ENGINEERING, the 1932 National 
convention and exposition will be held June 20-23, in 
Madison Square Garden, New York City. 

The question of unethical and unfair trade practice 
was one of the most important to be considered by the 
directors, and the resolution which was adopted ir con- 
nection with this was published on Page 98 of our issue 
of November 14. 

At the 1931 convention in Milwaukee, the committee 
appointed to confer with the American Gas Association 
relative to the merchandising methods of public utility 
companies in many sections of the country, submitted a 
set of “Merchandising Principles” adopted by the A. 
(;. A., which had been sent to all the member companies 
of its association in an endeavor to promote a better 
understanding and closer co-operation between the master 
plumbers and the gas companies throughout the United 
States. The policy of the gas company in adopting these 
principles was approved by the National convention. 

In their report the directors said: “It is very encourag- 
ing to know that since the recommended principles were 
first promulgated four months ago, the thirty-six gas 
companies shown on the attached list have advised the 
association that their appliance sales activities are being 
conducted in accordance with these principles. 

“Supplementing these expressions of approval on the 
part of member companies of the American Gas Asso- 
ciation, three state associations have, by formal resolu- 
tion, approved the principles and set up activities de- 
signed to promote their use in developing co-operative 
sales activities in their states. 

“In addition to urging the adoption of the recom- 
mended principles by its member companies, the Amert- 
can Gas Association offered its good offices to bring 
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it is of the utmost importance that the industry be kept 
before the public.” 

Mr. Hildebrand called the attention of the board 
members to the possibilities in the Consumer Selling 
Schools. 

“The Bureau has prepared two manuals of salesman- 
ship for use in connection with these schools,” Mr. 
Hildebrand said. “One manual is for the students and 
the other for the instructor. The manuals were written 
for a course of eight weeks, one lesson a week, although 
the material is flexible and could be adapted to a some- 
what more expanded course, if the class so wished. 

“T think the Consumer Selling Schools should be 
promoted extensively in 1932.” 

Mr. Hildebrand also recommended an appropriation 
which would enable the Bureau to perform survey and 
research work for the industry and a further appropria- 
tion for field work so that the Bureau may atd contractor 
organizations in the expansion of their membership. 


Discuss Trade Problems 


about agreement and co-operation between the gas com- 
panies and dealer groups in any locality wherever pos- 
sible. 

“This has been successfully done in a number of 1n- 
stances and we have every reason to expect satisfactory 
agreements in cases pending, due to the co-operation 
shown by the gas companies in many sections of the 
country.” 

The following companies were named as conducting 
appliance sales activities in accordance with the “Mer- 
chandising Principles” approved by the American Gas 
Association : 

Central Mlinois. Electric & Gas Co., Rockford, IL; St. Louts 
County Gas Co., Webster Groves, Mo.; Dallas Gas Co., Dallas, 
Tex.: Northwest Cities Gas Company, Dallas, Tex.; Council 
Bluffs Gas Co., Council Bluffs, Ia.: Guthrie Gas Service Co., 
Guthrie, Okla.: Texas Cities Gas Company, Dallas, Tex.; 
Counties Gas Co., Dallas, Tex.; Harrisburg Gas Co,, Harris- 
burg, Pa.; Federal Light & Traction Co., New York, N. Y 

Consumers Gas Co., Reading, Va.; New England Gas & 
Electric Association, Cambridge, Mass.: Associated Gas & 
Electric System, New York, N. Y.; Plymouth Gas Light Co., 
Pivmouth, Mass.; Bridgeton Cas Light Co., Bridgeton, N. J.; 
Superior Water Light & Power Company, Superior, Wis.; 
Kansas City Gas Company, Kansas City, Mo.: Virginia Publie 


Service Co., Newport News, Va.; Des Moines Gas Co., Des 
Moines, Ila.; Northern States Power Co., Minneapolis, Minn.; 
Spokane Gas & Fuel Co., Spokane, Wash. 

Connecticut Power Co., New London, Conn.; Seattle Gas 
Co., Seattle, Wash.; Commonwealth & Southern Corp., New 


York, N. Y.: New Haven Gas Light Co., New Haven, Conn.: 
Washington Gas & Coke Co., Washington, Ind.; Baton Rouge 
Electric Co., Baton Rouge, La.: Middle West Utilities Co., 
Chicago, Ill.: Binghamton Gas Works, Binghamton, N. Y.: 
Arkansas Natural Gas Corp., Little Rock, Ark.; Electric Bond 
& Share Co., New York, N. Y.; Philadelphia Gas Works Co., 
Philadelphia, Pa.; Fall River Gas Works Co Fall liver, 
Mass.: Charles H. Tenney & Co., Boston, Mass.: Consolidated 
Cas Co, of N. Y. and affiliated companies; Brooklyn Union 
(jas Co., Brooklyn, N. Y., 

The National association recently completed the print- 
ing of the Proceedings of its 49th annual convention, 
and copies have been mailed to all members. 

A copy of the Wage Survey, giving statistics relative 
to the wages and conditions in the plumbing industry in 
209 cities and towns in the United States, was enclosed 
with each copy of the Proceedings. This survey contains 
valuable information pertaining to the plumbing industry 
in all sections of the United States. 
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New York Expects to Have New Plumbing 
Code Soon 


At a committee meeting held November 18 in the 
offices of the law firm of Ejidlitz & Hulse, 110 East 42nd 
street, New York City, a great deal of work was accom- 
plished on the new plumbing code for New York. It is 
reported that due to the activities of this committee 
there will be a new plumbing code in New York some 
time within the next six weeks or shortly after. 


. 
Cincinnati Association Elects New Officers 


The Cincinnati, Ohio, Master Plumbers’ Association 
held its annual election of officers and banquet at the 
Cincinnati club on the afternoon and evening of Satur- 
day, November 14. Henry H. Schwarz was chairman of 
the nominating committee in charge of arrangements. The 
following officers were elected to head the Cincinnati as- 
sociation during the ensuing year: 

John Doherty, Sr., president; George C. Ammon, 
vice président; William C. Tillett, secretary; Edward 
Frank, treasurer; and Alois Padur, sergeant-at-arms. 
Those named to the board of directors are William A. 
Harlow, M. R. Manley and John J. Vogelpohl. 

Mr. Vogelpohl acted as toastmaster at the banquet, 
and interesting talks were made by Edward B. Kleine, 
state president and vice president of the National Asso- 
ciation of Master Plumbers; Mr. Doherty and Mr. 
Frank. 

a 
Massachusetts State Directors Meet 


Members of the board of directors of the Massachu- 
setts State Association of Master Plumbers met in Bos- 
ton on October 21. Association membership was dis- 
cussed at length. John J. Downey of Boston, chairman 
of the Massachusetts Institute of Technology Commit- 
tee, announced that the committee would meet at the 
Institute at an early date to make plans for the annual 
conference. 

4 


H. & P. C. Push Welding Instruction 

Due to the activities of the Heating and Piping Con- 
tractors National Association, working in conjunction 
with public schools and joint committees composed of 
the local associations and unions, welding classes will 
get under way shortly in several cities throughout the 
country. There will be 60 steamfitters in the welding 
class in Pittsburgh, Pa., 32 in Cincinnati, Ohio, 45 in 
Newark, N. J., and 16 in Albany, N. Y. 

o 
Oregon Adopts Apprentice Indenture Plan 


A uniform indenture to govern employer-apprentice 
relations has been adopted by the state apprentice com- 
mission of Oregon. The new form not only specifies 
working conditions for the apprentice but guarantees 
the training and job to be received. 

By the first of the year 200 apprentices will be affected 
by the indenture in the various trades, according to O. 
D. Adams, secretary of the commission, which includes 
C. A. Howard, superintendent of public instruction; 
A. W. Lawrence of the industrial accident commission 
and Charles Gram of the state labor commission. 
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The regulation will be handled in local districts by 
a committee of three appointed by the state commission. 
Oregon is said to be the second state to adopt the 
indenture, Wisconsin being the first. 
* 
3,000,000 Homes Said to Need Repairs 


A total of probably 3,000,000 homes in the United 
States require repair and offer a large potential field for 
the employment-stimulating activities of President 
Hoover’s committee on reconditioning, remodeling and 
modernization, according to estimates of the Copper & 
Brass Research Association. The above total is based 
on the assumption that a progressing 10 per cent of the 
country’s 21,000,000 homes requires attention yearly 
and that the normal number is increased at present be- 
cause of repair work postponed because of general busi- 
ness conditions. 

Successful promotion of reconditioning work by the 
president’s committee would speed expenditure in vari- 
ous industries at the rate of $500,000,000 a year. This 
is a Federal estimate of the normal annual outlay for 
home repairs and maintenance. 


e 
Here Is a New Way to Take a Bath 


John Runger, air stunt man, put cleanliness next to 
heaven if not to godliness, recently, when he bathed in 
a bathtub suspended from a blimp high over Long Is- 


~~ 


. 








The above picture was 
taken from an airplane 
and shows the blimp 
with the bathtub sus- 
pended. At the left is a 
close up of the basket 
containing the bathtulh 


land, N. Y. He claims to have broken the bathing alti 
tude record, if nothing else. He is reported to have said, 
“Can you imagine what would have happened if I had 
slipped on the soap.”’ 

e 
Honor F. C. Kuetemeyer for National Convention 


Work 

I. C. Kuetemeyer, master plumber of Milwaukee, 
Wis., and chairman of the convention committee for the 
1931 meeting of the National Association of Master 
Plumbers, was presented with a beautiful diamond ring 
on Tuesday evening, November 17, in recognition of his 
work in connection with the national meeting, held in 
Milwaukee last June. Ninety members of the Milwauke: 
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and Wisconsin Master Plumbers’ Association appeared | 


at the meeting room of the Milwaukee association to 
witness the presentation, which was made by Lewis R. 
Friend, president of the Wisconsin state plumbers’ or- 
ganization. 

Rupert J. Weber, Chicago, IIl., and George F. Reeke 
of Green Bay, Wis., national directors, and Peter Munn, 
secretary, of the Chicago association, were among the 
out-of-town guests. A dinner preceded the meeting, 
which was given over to entertainment and good fellow- 
ship. 

In presenting the ring, Mr. Friend expressed the ap- 
preciation of the National Association of Master Plumb- 
ers on the efficient manner in which Mr. Kuetemeyer had 
handled the convention activities. 

Following short talks by Mr. Weber and Reeke, who 
had served with Mr. Friend on a committee appointed by 
the national board to purchase a suitable testimonial for 
Mr. Kuetemeyer, the entire group entered into the spirit 
of the occasion by joining in community singing, lead 
by Herman Imhoff, Louis Schmaus, William Bartelt, H. 
A. Wegner and Paul Kurth. 

Arthur Boettcher entertained with rollicking piano 
selections and John Hagen brought out his banjo and 
mouth organ and presented several jolly tunes. 

A. A. Hoffmann, master plumber at 2526 W. Green- 
field Ave., chairman of the entertainment committee, had 
charge of the evening’s activities. He was assisted by 
H. A. Wegner, George Bronenkant, Alfred Heiden, and 
Clarence Savadil. 








. 
Milwaukee Masters Aid Unemployed 


The Milwaukee Master Plumbers’ Association will 
co-operate again this year with a local newpaper in pro- 
viding living quarters for Milwaukee’s unemployed un- 
married men. The plumbing organization will service 
the plumbing in the “Good-Fellow” house maintained by 
the Milwaukee Journal, with the co-operation of various 
other trade and industrial groups. Last year the asso- 
ciation installed the plumbing system in the ‘“Good-Fel- 
low” house, which is maintained only during the winter, 
so this year it will only be necessary to service the plumb- 
ing in the structure. 





* 
Start Re-organization ‘of Boston Oil Burner Group 

Plans are underway for the re-organization of the Oil 
Burner Dealers’ Association in Boston, Mass., as a non- 
financial supporting unit of the ninth annual convention 
of the American Oil Burner Association, which is to be 
held in Boston the week of April 11th, 1932. 

The leading dealers and branch office representatives 
of manufacturers are co-operating in re-organizing the 
Boston association on active lines. The organization 
work will be conducted by A. W. Clark, managing sec- 
retary of the Dealer Division of the American Oil Burner 
Association. 





© 
Prosperity in 1932" to Be Keynote of Heating and 
Ventilating Exposition 
Business prospects for 1932 in the field of heating, 
ventilating and air conditioning will be indicated at the 
Second Heating and Ventilating Exposition, to be held 
in Cleveland, Ohio, January 25-29, 1932, under the au- 


ENGINEERING 115 











, 
7 


a a a a a ae. | 





It’s Ready! 


1932 Edition of the 


OVE 


PLUMBERS’ Handbook 


Vr. Plumber: To save you time and trouble, KOVEN 
offers you this handy, pocket-size booklet cram full of 
practical information for quick, ready reference. 





It illustrates and describes the complete KOVEN line 
of RANGE BOILERS, EXPANSION TANKS, 
BARBER BOILERS, STORAGE TANKS, SEPTIC 
TANKS and SCULLERY SINKS, including all acces- 
sories. 

It furnishes complete, comprehensive tables and work- 
ing drawings showing sizes, capacities, tappings, pres- 
sures, etc. 

Do not overlook this opportunity. Write for your 


copy today. 


JOBBERS: Quantity lols for distribu- 
tion are available without cost. Write 
us your requirements. 


L. 0. KOVEN & BRO., Inc. 


154 Ogden Avenue 
JERSEY CITY. N. J- 
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THIS USEFUL 


PROTRACTOR® 


FREE/ 


—~ and we pay the postage 


This handy accurate tool will come to you by 
return mail and absolutely free, provided only 
that you use the request coupon, and send with 
it a supplementary letter stating where, how and 
for what you have used SMOOTH-ON and with 
what success. 


The SMOOTH-ON Handbook also will be sent unless 
you already have one, as your reference library is 
not complete without the valuable repair infor- 
mation this book contains. 


. aie should be 
similar purposes: 


Permanent and emergency repairs to boilers, engine 





used for the following and 


cylinders, pumps, elevator cylinders, condensers, cracked 
pipes, feed-water heaters, economizers, steam and oil 
separators, storage tanks, valves, etc.—Pressure-tight- 
ness at new and old screw-threaded and flanged joints, 
porous spots or cracks in pressure containers—Emer- 
gency joints, without threading, press-fit joints, un- 
hnished cast-iron joints, caulked bell and spigot joints, 
without lead, etc.—Water, oil, fire and weather-proofing 
walls, floors, wheel pits, sumps, storage tanks, concrete 
cooling ponds—Iron-hard durable machinery founda- 


tions. 





Judicious use of SmootH-ON as 














instructed in the SMooTH-On Hand- 
book is saving thousands of dollars 
for plant owners, and untold hours 
of hard dirty overtime work for the 
You overlook an 


operating men. 


opportunity if you do not avail 
vourself of its benehts. 


Cet SMOOTH-O)N -— FF oF 5-/} Ca) 








SMOOTH-ON MFG. CO., Dept. 12 
568-574 Communipaw Ave., Jersey City, N. J. 


1 want () the protractor. |} the Smoornu-On Handbook. 


Name and Position 
Name of Company 


11-28-31 Address 


SMOOTH-ON 
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| its existence. 





| receive. 


| prepared. 
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spices of the American Society of Heating and Ven- 
tilating Engineers. Not only will the Exposition present 
the latest methods and apparatus to be developed in this 
field, but the extent and comprehensiveness of the dis- 
plays will be an assurance that the industry is determined 
to make the most of its opportunities during the coming 
year, in spite of the drop in building operations. 

It has always been characteristic of heating and ven- 
tilating that the industry does not depend wholly on new 
building construction. On the contrary, there has al- 
ways been an immense field of activity in the remodeling 


-| of existing buildings and in the replacement of obsolete 


apparatus with equipment of modern design. In fact, 
studies have shown that there is a point at which it is 
more economical to replace old equipment than to con- 
tinue its wasteful operation. 


o 
Death of Paul E. Mueller 


Paul E. Mueller, president and treasurer of the Paul 
E. Mueller Co., heating contractors of Milwaukee and 
Madison, Wis., died on November 18 in the company’s 
garage at Milwaukee, where he had been overcome by 
monoxide gas. He was in his 5/th year. 

Mr. Mueller started the company of which he was 


| president 23 years ago and the concern has handled some 
| of the largest heating installations in Milwaukee during 


Among some of the large buildings for 
which the concern installed heating plants recently were 


| the County and Johnston Emergency hospitals, the Hotel 


Schroeder and the Cudahy Tower, at Milwaukee, and the 
state capitol at Madison. 

Funeral services were held November 19, with burial 
in Forest Home cemetery. Survivers are the widow, 
Rose, a son, Louis, and two brothers, G. C. Mueller, 
Milwaukee, and Arthur B. Mueller, Kansas City. 


Good Pipe Threading 


(Continued from Page 35) 


work all right on brass pipe would not be suitable for 
Bessemer or open hearth steel pipe. These are matters 
which the trained mechanic should know but can not be 
expected of an apprentice boy. 

The conclusion of the whole matter is that a pipe 
threading machine should be in charge of a skilled op 
erator, who should be personally responsible for the con 
dition and the upkeep of the machine, and should give tt 
the same care that a high priced lathe or planer should 
Because a pipe threading machine is largel) 
automatic in its operation is no reason it should not re 
ceive the same intelligent care that a hand operated ma 


' chine should receive, as the problems involved in cutting 


metal of different kinds and textures at different speeds 


' are the same. 


To guard against troubles a list of “Don’ts” has been 
Although most of these “Don'ts” are appar 
ent to a skilled mechanic, they should serve everyone 
who has anything to do with pipe threading as a remindet 
ot Food practice. 
> 

Clark and Smith of Wichita, Kans., have been awarded 
the plumbing and heating contract for the Allen Memo 
rial hospital, in Eldorado, Kans. 










































in the table for 15 ft. above the boiler will be used and 
these result in riser sizes as shown in Figs. 5 and 6. 
For example, Riser No. 1 supplies two radiators of 
24% sq. ft. each at the second floor and consequently 
its size must be 34 in. It has been increased one pipe 
size, due to being on the end of the main, as will be 
shown later, thus becoming 1 in. At the third floor it 
supplies two radiators of 31% sq. ft., each making 63 
sq. ft. at that floor; adding the 49 sq. ft. carried on the 
first floor makes a total load on the riser of 112 sq. ft. 
which requires a 1%4-in. pipe, but again this is increased 
one pipe size on account of being on the end of the 
line. Riser No. 2 is similarly treated, as also is No. 3. 
When No. 4 is reached no enlargement is made over the 
pipe size shown in the table. No. 12 proves to be a 
good place to bring up the main supply, so this riser is 
enlarged to the size necessary to supply all the radiation 
in the building as indicated by the size of the main in 
the attic which will be determined later. 


Schedule No. I 


Sizing the Supply Main—Rear Branch 














Riser Radiation | Size of Riser Factor Sum of | Size Req. | Size Used 
No. Sq. Ft. In. Diam. Factors | In. Diam. | In. Diam. 
Bins 112 114 | 20 20 114 ll, 
¥ 5414 1 10 30 | 14 2 
3 68 l 10 40 2 2 
{ 26 34 5 46 | 2 2 
me. 6415 l 10 55 2 2 
6... 68 i 10 65 214 214 
?.. 5414 1 10 75 216 214 
re ihe 112 1% 20 95 216 216 
adie 112 1% 20 115 3 3 
ae 38 34 5 120 3 3 
ae 53 1 10 130 3 3 
10 ae S4 14 20 150 3 3 
eee 103 1% 20 170 3 3 
25... 53 l 10 180 4 4 
26 38 34 5 185 4 Eo 
10401 | | 

















The return risers are sized in exactly the same man- 
ner beginning at the third floor and working down; thus 
Riser 102 returns from a 31% sq. ft. radiator and a 
30 sq. ft. radiator on the third floor, making 61% sq. 
ft. at that level, and the size of the riser from the table 
is shown to be 1-in. pipe. At the second floor it picks 
up two 24% sq. ft. radiators, making 49 sq. ft. for that 
fleor and a total load on the riser of 110% sq. ft., 
which the table shows requires a 1'%4-in. pipe. An en- 
largement of one pipe size is made in this return riser 
as it comes near the end of the return main. 


Running and Sizing the Supply Main 

As the supply main has been decided to go above the 
third floor ceiling a separate plan was made for the 
space above the ceiling, this plan being shown in Fig. 7. 
It will be seen that starting at Riser No. 12 two mains 
were run so as to feed all of the risers with the minimum 
length of run and with each main branch carrying ap- 
proximately half of the building. The three risers on 
the end of each branch are enlarged one pipe size as 
previously pointed out, these being Risers Nos. 1, 2, 3, 
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22, 29 and 30. In calculating the size of the supply 
main, however, no attention will be paid to this increas- 
ing of risers in working out sizes, but the ends of the 
supply main will be suitably increased to match up with 
the risers. Beginning with Riser No. 1, which according 
to the table is a 1'%4-1n. riser, it will be necessary to 
assign the proper factor for this size of pipe, determine 
the proper size of main, add the factor for the next 
riser supplied to get the sum of the factors and then 
to select the size of pipe to supply the two risers work- 
ing back in this manner until the main riser is reached. 

In the articles on heating previously referred to there 
was a table included for getting the proper factors to 
assign to each size of pipe, this being Table No. V, 
which is repeated here for ready reference. 

Referring to this table it is found that the factor for 
14-in. pipe is 20 and as Riser No. 2 is—theoretically— 


Schedule No. II 
Sizing the Supply Main—Front Branch 























Riser Radiation | Size of Riser Factor Sum of Size Req. | Size Used 
No. Sq. Ft. In. Diam. Factors In. Diam. | in. Diam. 

Sbiceas 112 1% 20 20 114 14 
30 38 34 5 25 14 2 

ee bonis 53 ] 10 35 2 2 

S4 l 10 45 2 2 
20... 98 114 20 65 24 2 
28..... 53 1 10 75 214 2! 
97...... 38 84 5 80 24 Qt 
eaves 112 14 20 100 2hy 2! 

- a 102 114 20 120 3 3 
a 65 l 10 130 3 3 
een wds 28 a4 5 135 3 3 

eee 70 I 10 145 3 3 

is xs 65 ] 10 155 3 3 

13 as 102 1% 20 175 3 3 

1020 | | 

Rear Br. 104014 4 185 360 | 

12 112 14 20 380 | $ i 
Total | 2172'% BR) 1 { 


a l-in. pipe the factor for this riser is 10 and the sum 
of the two factors is 30 which according to the table 
gives a 1%4-in. pipe as the size necessary to supply both 
risers. Following this system all the way through the 
schedule of sizes works out as shown in Schedule | 
and at the end the main is enlarged for the last three 
risers to match up with the riser increases and to tavor 
the last radiators. 

Now taking the other supply branch and _ tollowing 
exactly the same method a schedule of sizes on the other 
side is produced as shown in Schedule II. This main 
braach also is enlarged at the end in the same manner 
as used in the previous case and this results in the sizes 
indicated as final on the piping shown in Fig. 5. 


Running and Sizing the Return Main 
Turning now to the first floor plan, Fig. 4, it will be 
seen that the simplest way to pipe this 1s in a manner 
similar to that used for the supply main; that is to run 
two branches from a point near the boiler around on 
each side until they meet at a point approximately op 
posite to the boiler location so about half of the load 
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will be included in the risers connected to each branch. 
This gives the piping layout shown in Fig. 4; the sizing 
was made up in exactly the same manner as illustrated 
for the supply main and the method of factoring is 
illustrated in the Schedules III and IV, one schedule 
being for each branch of the main. 


Pitching the Lines and Venting the Air 


[In all hot water work the grading of the lines to pro- 
vide for air elimination is a most important item and in 
this case the supply main had a high point near the top 


Schedule No. Ill 
Sizing of Return Main—Rear Branch 




















| 

Riser tadiation | Size of Riser Factor Sum of Size Req. | Size Used 

No. Sq. Ft. | In. Diam. Factors In. Diam. | In. Diam. 
102 11014 114 20 20 14 1% 
103..... 68 | 10 30 14 2 
104 2 CO 84 | 5 35 2 2 
105..... 6414 | | 10 45 2 2 
106 68 l 10 55 2 2 
107 1104 | 14 = aa 75 24 24 
108 12 «| 14 | 20 | 95 24 214 
124 38 OCS 4 ae fe 100 24 214 
109 9 | 114 | 2 | 20 062CU|Cl8 3 
125. | $3 io 130 a oe 
110.......] 89 14 | 20 150 | 3 | 8 
126.......) 83 | 10 160 3 Pog 
111 | IR 14 20 CO 180 4 | 4 
127 | 38 34 | 5 185 4 | 4 


i 
; 
| 1040'6 | | | 





of the main riser (Riser No. 12) from the top of which 
a small air line was taken and carried up to and over 
the top of the expansion tank shown on Fig. 7. The 
expansion pipe from the bottom of the tank is carried 
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back to a point near the boiler room and dropped 
vertically down the wall ready for connection to the 
boiler. All air in the system works around to the high 
point and rises up in the vent pipe which relieves it from 
the system. One of the advantages of a downfeed sys- 
tem is that air relief from the radiators also is secured 
through the supply risers and that no air valves are re- 
quired on the radiators as is the case when an upfeed 
scheme is used. 

The return main (see Fig. 4) is pitched down from 
the last radiator connection over to the main return riser, 
which is the low point, and all air from this main passes 
up through the radiators and ultimately to the vent pipe 
so that this one vent pipe serves to vent the entire system 
of piping and radiators for the second and third floors. 
All radiators have top inlets to make this scheme of 
venting possible and bottom outlets as shown on the 
riser diagrams given in Fig. 5 and 6. It is sug- 
gested that lock shield control valves be used on the 
return connection of each radiator so the flow can be 
controlled and closed down somewhat if any radiator 
shows a tendency to “rob” any other radiator by too 
rapid a circulation. This is particularly liable to happen 
with the radiators located on risers near the main Riser 
No. 12 and is almost sure to happen on the radiators 
taken directly off of this riser; the use of control valves 
on the return connections, however, will make it pos- 
sible to overcome this tendency. 


Use of the Reversed Return 


A scheme sometimes used to do away with the ten- 
dency to short circuit is to arrange the piping so that 
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the flow through any pair of risers on the system in- 
volves practically the same length of water travel from 
the boiler and this is accomplished by carrying the re- 
turn lines to a point approximately opposite the location 
of the supply and then piping all of the return back 
from this point in one big main to the boiler. In the 
present case a similar result would have been secured 


Schedule No. IV 
Sizing of Return Main—Front Branch 











Riser | Radiation | Size of Riser | Factor Sum of Size Req. | Size Used 
No. Sq. Ft. In. Diam. Factors In. Diam. | In. Diam. 
A 112 14 20 20 1% 1% 
ids aw 38 84 5 25 1% 2 
a 98 14 20 45 2 2 
eee 53 1 10 55 2 2 
ees 84 1 10 65 214 24% 
re 53 1 10 75 24 24 
a 112 14 20 95 216 21% 
SS 38 34 5 100 214 2, 
119 112 1% 20 120 3 3 
wn 46 4 5 125 3 3 
lbsewas s 65 1 10 135 3 3 
are 28 34 5 140 3 3 
ae 70 ] 10 150 3 3 
_ ae 65 1 10 160 3 3 
a -odtvaws 46 34 5 165 3 3 
112 112 1\4 20 185 4 4 
1132 

Rear Br. . 104044 4 185 370 4 4 
Total. ... 2172% 























by bringing up the main supply riser at Riser No. 12 as 
was done and then running this main line over to a point 
near Risers No. 1 and 23 and to start the supply branches 
from there. Of course this would have involved con- 
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siderable excess 4-in. pipe over that used in the scheme 
shown and it would probably have been impossible to 
omit the control valves even in this event due to the 
peculiar conditions existing in the rear wing which now 
will be taken up for discussion. Every installation has 
several ways in which it may be treated and we simply 
have offered here what seems to us to be the simplest, 
cheapest, positive manner in which this system can be 
installed. 


Piping the Dining Room and Lobby 


This portion of the job is the part requiring the 
gvreatest amount of care and attention for several rea- 
sons; first is the matter of the large amounts of glass 
requiring a considerable amount of radiating surface to 
offset the heat loss; second is the fact of outside doors 
where draughts must be counteracted; third is the fact 
of having no story below in which piping may be run. 
Last and most important is the difficulty that the radia- 
tors are set very close to the same level as that on which 
the boiler 1s located—at least it would appear so from 
the sketches submitted. The boiler is indicated in the 
space between the kitchen and the main building and 
just outside of the kitchen door. In the first case we 
will assume that the boiler is located five teet below the 
radiators setting on the floor in the dining room and 
lobby and will size the pipe on that basis. 

It is assumed that there is sufficient ceiling space above 
these two rooms to permit the concealing of the mains 
as Otherwise the supply main would have to be run ex- 
posed on the ceiling; so, if a separate branch is run 
from one boiler outlet as high as possible and 1s vented 
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and then turned horizontally into the ceiling space above 
the kitchen—where the ceiling is 12 feet high—and runs 
in this ceiling space so as to supply all the radiators in 
the dining room, and 1f a branch is dropped down and 
run in the ceiling space over the lobby where the ceiling 
is only 9 feet high, all the supply mains can be pitched 
down from the boiler to the farthest radiator and the 
radiators and piping will be vented by means of the small 
vent shown on the top of the riser at the boiler. This 
vent connects into the main supply to the second and 
third story and thus will vent the ell portion of the 
building through the main system on the second and 
third floors and up into the expansion tank. 

If the radiators are set 5 ft. above the boiler the 
amounts of radiation for the various sizes of pipe will 
be found in the first column of Table VI and from this 
table the schedule of pipe sizes was worked out in con- 
junction with Table V and all as indicated in Schedule V. 

Now the return would best be run under the floor to 


Schedule V 


Gravity Circulation Supply Sizes 




















j 
Radiation | Pipe Size Factor | Sum of Factors Main Size 
Sq. Ft. | In. Diam. In. Diam. 

Dining Room 

72 | 14 20 20 114 (use 114) 

72... 14 20 40 1% (use 2 ) 

ae 14 20 60 2 

72... 114 20 80 214 

73... 114 20 | 100 214 
Lobby —Front | 

esd M4 20 | 20 114 (use 114) 

= | 1% 20 40 14% (use 2 

73 | 14 20) | 60 2 

‘en 1% 20 80 244 (in Din. Rm.) 
Lobby — Side | | 

ae 14 20 | 20 114 (use 14) 

73 14 20 40 1% (use 2 

73 1% 20 60 2 

73. | Mw | 20 80 21 

| 1k4 20 100 214 

_ 14 | 20) | 120 3 

D. R. Front... | : 100 100 214 

Lobby Front 80 | 180 3 

Lobl y Side 120 | 300 4 


avoid unsightliness and the introduction of a dirt catch- 
ing pipe along the floor; of course where there are 
radiators set along the windows it may be cheaper to 
run the return at the floor only dropping down under the 
floor at the side wall or at any other point desirable. 
Where the return is run under the floor it should be 
placed in tile pipe, or at least packed in dry sand, to 
permit the slight movement necessary to accommodate 
expansion. However, the return should slope up from 
the boiler to the last radiator connection whether it is 
run on the floor, under the floor, or part of the way in 
each manner. The way the sizes of pipe were obtained 
for this return is given in Schedule VI. 


Boiler on Same Level with Radiation 


We are faced, however, with the possibility that the 
boiler may be exactly on the same level as the radiation 
and conditions then will be far from good. In the first 


place the radiation should be increased about 25% to 
allow for cooler water in the radiators and poorer circula- 
tion and the lines from the far end back about half way 
should be increased one more pipe size yet even with all 
of this it could not be guaranteed that really satisfactory 
circulation would result. 


It must be remembered that 
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with the outside doors in these rooms the matter of heat 
is a very important one. But there is one solution 
which is inexpensive and can give guaranteed circula- 
tion. This is the introduction of one of the small hot 
water accelerators oftentimes advertised in the technical 
press and which would circulate the water through these 
low radiators without a bit of trouble. Such an ac- 
celerator has been indicated on the plan shown in Fig. 
4 on the return main from the dining room and lobby. 


Use of Accelerator and Reduction of Pipe Sizes 


If such a device is used—and we recommend it for 
this particular portion of the installation by all means— 
the sizes of the mains may be reduced on both the sup- 
ply and the return and—if desired—the return main 
could be put overhead so as to parallel the supply main 
in the hung ceiling. This would be a lot cheaper than 
putting the return main under the floor and the saving 
by so doing, combined with the saving from reducing 
the pipe sizes, would more than cover the cost of the de- 
vice in all probability. The new pipe sizes are indicated 


Schedule VI 


Gravity Circulation Return Sizes 























Radiation Pipe Size Factor Sum of Factors Main Size 
Sq. Ft. In. Diam. In. Diam. 
Dining Room 

72 1% 20 20 114 (use 114) 
a 1% 20 40 114 (use 2 ) 
72 1% 20 60 2 

72 1% 20 80 2% 
72 14 20 100 24 

Lobby Front and Side 

72 14 20 20 114 (use 14%) in D. R. 
73 14 20 40 1% (use2 ) 
73 1% 20 60 2 

73 1% 20 80 2% 
73 1% 20 100 2% 
73 1% 20 120 3 

73 1% 20 140 3 

73 1\% 20 160 3 

73 1% 20 180 4 
me. 1% 20 200 4 
D.R 24 100 100 214 
Lobby 4 200 300 4 


ins Schedule VII for the supply and in Schedule VIII 
for the return. It is important to install a throttle valve 
in connection with a circulating device that does not 
circulate the whole system to prevent the gravity oper- 
ated portion from being robbed of its proper amount of 
water. 


Sizing the Boiler and Chimney 


Whatever our correspondent may finally decide to do 
about the piping in the rear ell the amount of heat to 
be delivered remains the same and the boiler size may 
be determined from the amount of heat required on a 
day when the water has to be kept at 210 Fahr.; that is 
to say when it is around 20 Fahr. outside if it ever gets 
that low in this location. In determining the boiler 
size there is so much diversity in boiler ratings that it 
is best to either get a boiler which the manufacturer will 
guarantee to carry the whole load or to calculate the 
grate area of the boiler and to buy a boiler with not less 
than that amount of grate surface. Usually a maximum 
rate of combustion of about 5 Ib. of coal per sq. ft. of 
grate is considered conservative but in oil fired boilers 
possibly 7 lb. might be considered as a fair basis. 


With coal, about 8,000 Btu. per pound of coal burned 
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Schedule VII 
Supply Pipe Sizes with Circulator Installed 

















Radiation Size Pipe | Factor Sum of Factors Main Size 
Sq. Ft. In. Diam. | In. Diam. 
ine | 
Dining Room 
72 I 10 10 / 1 (use 14) 
72 | 10 20 | 114 (use 144) 
72 | l 10 30 14 
72 | | 10 | 40) 2 
eee eee ! | 0 50 2 
Lobby—Front | | 
73. | I |. 10 | 10 1 (use 14%) 
73 | 10 | 20 144 (use 14%) 
73 1 10 30 1h4 
ne F l 10 | 10) 2 (in Dining Room 
Lobby--Side | | 
73. l | 10 10 1 (use 144) 
73 1 10 20 14% (use 144) 
73 I | 10 | 30 14 
Risaad | 10 40 2 
73 ! 10 50 2 
i e.25. | 1 10 60 2 
et oe 2 | 50 50 2 
Lobby Front... . 2 40 00 216 
Lobby Side 2 | 60 150 3 








is transmitted into the boiler water, so that with 7 lbs. 
of coal burned per hr., the Btu. received from each 
square foot of grate would be 56,000 Btu. Now, if the 
3tu. received from each square foot of grate surface is 
56,000, the number of square feet of grate surface wil! 
be the total loss in Btu. for the entire system divided by 
56,000. There are about 2,169 sq. ft. of radiation on 
the second and third floors and about 1,089 sq. ft. in 
the dining room and lobby making a total of 2,258 sq. 
ft. of radiator surface in the building. An approximate 
figure is used here as, when it comes time to lay out 
radiators to go under window sills, and to suit space 
conditions, the actual surface -may be somewhat different 
from the theoretical surface which is being used. No 
effort has been made here to accommodate the surface 
to actual radiator ratings because no information has 
heen furnished as to the height of window sills. 

Besides this actual radiator surface there is the piping 
loss to be considered and 25% will be allowed to cover 
this, so that the total load on the boiler is going to be 
somewhere around 
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Schedule VIII 


Return Pipe Sizes with Circulator Installed 














Radiation | Size of Pipe Factor Sum of Factors | Size of Main 
Sq. Ft. | In. Diam. | In. Diam. 
Dining Room 
2 I 10 10 | 1 (use 144) 
72 I 10 20 | 114 (use 14g 
72 | 10 30 | iby 
72 | l 10 | 40 | 2 
72 l 10 50 2 
Lobby-—Front and |Side | | | 
72 | : tee | 10 1 (use 114) in D. R 
i3 l | 10 20 Ib (use 1% 
73 | ! 10 | 30 114 
74 l 10 40 , 
73 I 10 Ww 2 
733 ! 10 | 60 | y 
73 l 10 70 | 
73 l 10 x0) 2hy 
73 ! | 10 00 2 
73. | 10 100 | 24 
D.R 2 | 50 | 50 2 
Lobby . 214 100 150 ; 


2,258 sq. ft. for radiators 
565 sq. ft. for pipe losses 


2,823 sq. ft. gross load in E.D.R. 
Now, referring back to the chart, Fig. 1, it will be seen 
that with 210 Fahr. water in the boiler, the heat emission 
per sq. ft. of E.D.R. (equivalent direct radiation) is 
around 190 Btu. so, if the water temperature is to be 
carried that high it must be allowed for in sizing the 
boiler and the total Btu. load on the boiler will be 

2,823 sq. ft. * 190 Btu. or 536,370 Btu. 
and 

536,370 Btu./56,000 Btu. is 934 sq. ft. grate area. 
On the other hand if 150 Btu. per sq. ft. is adequate to 
meet the lowest outside temperature conditions, then the 
total Btu. to be developed will be only 

2,823 sq. ft. 150 Btu. or 423,450 Btu. 
and this divided by the number of Btu. received from 
each sq. ft. of grate gives 

423,450 Btu./56,000 Btu. or 7% sq. ft. of grate 

required. 
(Concluded on Next Page) 


How to Cut a Short Brass Nipple on the Job 


F )R one reason or another, once in a while it becomes 
necessary to cut a short brass nipple on the job. 
It may be you are a long way from the shop and the 
nipple is lacking, or it may be that you need a nipple 
of special length. In any event, there are difficulties in 
your way, in cutting such a thread. 

[f you screw one end of the nipple into a coupling and 
try to thread the other end, as you would most likely 
do it, the follower would strike up against the end of 
the coupling and then the die could not take hold. This 
is shown by A in the accompanying illustration. 

Recently a plumber showed us a very neat way of 
getting around this difficulty when using one of the 
modern stocks having an adjustable follower. 

He simply rolled up a strip of tin or sheet iron and 
slipped it over the coupling, the metal piece being at least 


as long as the coupling and nipple. Then, instead of 
adjusting his follower to the outside of the pipe, he 


























adjusted it to the outside of this cylindrical metal piece. 
This allowed the die to be steadied and to cut a correct 
thread that was not in danger of leaking. 
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AUTOMATIC RADIATOR CONTRO! 





Satisfy your customers 
with 


GOOD VALVES 


Why take chances of service complaints with 
your installations when it costs but a few cents 
more to use dependable ARCO Packless Valves! 
Satisfied customers pay dividends long after 
the few cents saved on cheap valves is forgotten. 





ARCO PACKLESS 
VALVE No. 90! 





ARCO PACKLESS VALVES 


Arco Packless Valves open with one smooth 
turn. They never stick and cannot leak. They 
last indefinitely without repacking. The differ- 
ence in price for an average house installation 
costs less than one return trip on a complaint. 


Use No. 999 for steam: No. 901 for water. 


AIRID AIR VALVES 

Replace worn air valves with Airids. Use them 
on new jobs. No. 500 for steam; No. 510 Vac- 
Airid for vacuum. Airid Air Valves will free 
you from service complaints! 


IN-AIRID AIR VALVES 
The Invisible air valve which fits inside the 


radiator. In-Airids vent all the air from the new type steam 
radiators. 


VENT VALVES A complete line of popularly priced 


valves for venting mains and risers. 





No. 821 IDEAL FLOAT QUICK VENT ({ ‘, in.) 
No. 822 IDEAL VAC VENT (%, in. for Vacuum) 


No. 815 IDEAL QUICK 
No. 820 IDEAL QUICK 


AMERICAN RADIATOR COMPANY 


40 WEST 40TH STREET, NEW YORK 


Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


VENT (4 in.) 
VENT (4 in.) 





ARCO ACCESSORIES MAKE 


ANY HEATING PLANT BETTER 
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From this it will be seen that any coal fired boiler 
which has a grate area of 7% to 10 sq. ft. (in accordance 
with the minimum outside temperature demands) would 
be the right size to use with the grates removed and set 
over an oil burner. The best type of boiler would be one 
with a long flue travel for the gases. Similarly any 


| boiler guaranteeed for a Btu. delivery at the boiler nozzle 
of 450,000 to 550,000 Btu. (according to the outside 
_ temperature demand) also should be able to handle the 


job. The heating surface in the boiler should be between 
130 and 170 sq. ft., and the chimney would be 12 in. x 
16 in., and 40 to 45 ft. high. The 16 in. x 16 in. chim- 
ney indicated by our correspondent on his sketch is 
more than ample. 


The Oil Burner 


Little difficulty seems to be indicated in regard to the 


oil burner although a place will have to be found for 





the oil tank and to comply with the Underwriters’ regula- 
tions. We assume that one of the standard makes of oil 
burner constantly shown in our advertising pages will 
be used but we note that it 1s the intention to make this 
burner a manual control arrangement. Even with 
manual control an aquastat and stack control should be 
used, the aquastat being for the purpose of closing off 


_the burner if the water rises to a temperature too close 





to the boiling point and the stack switch to cut off the 


burner if the flame ever fails for any reason and thus 
to close off the flow of oil. Having gone this far it 
would seem little more to install two thermostats, one 
on the second floor and the other, say, in the lobby and 
to connect them up in parallel so that a drop in tem- 
perature in either part of the building automatically 
would increase the water temperature throughout. 
These two thermostats could then be hooked into a 
control device which would start the burner when the 


_ temperature in the building began to go down and which 
would close off the burner when the temperature rose 


again. A ball cock in the expansion tank would provide 
for automatically keeping the system full of water and 


a waste carried down and spilling near the boiler would 


be an immediate indication if any water wastage oc- 
curred by the ball cock’s failure to close off properly. 
The size of the expansion tank should be around 100 


_ gallons. 


= 


Portland, Ore., Guards Against Faulty Gas 
Appliance Installations 


As a safety measure for gas installations a committee 
has been organized in Portland, Ore., consisting of a 
representative from the Gas & Coke company, the master 


| plumbers and the journeymen plumbers. This commit- 





tee will meet with H. E. Plummer, head of the bureau 
of buildings, to work out regulations that will obviate 
fatalities from gas heater fumes or furnaces. 


. 
Receive School Building Contracts 


The Yachzi Company, of Rochester, N. Y., has been 
awarded the plumbing contract in connection with a new 
high school at Albion, N. Y., on a low bid of $18,197. 
The firm of Frank G. Cook and Sons, of Kenmore, 
N. Y., have received the heating contract on their id 


of $44,580. 











A few of the Questions of 
most general interest asked 
by readers and answered 
by our eng'‘neers 


In this issue 


1—How to Figure Radia- 


tion and How to Fig- 
ure a Forty Degree 
Rise in Temperature 


2—About the Venting of 
a Battery of Water 
-Closets 


3—Suggestions for Plumb- 
ing Code for City of 
9,000 Inhabitants 


—-]- 


lo the Editor: 

We should like the proper formula for figuring radia- 
tion required in a room from zero outside to 70 F in- 
side, this meaning a 70 F rise in temperature. Also a 
formula for figuring a forty degree rise—30 F to 70 
F—as we do not have weather very often which goes be- 
low 30 F above zero. This is for a hospital where we 
intend installing a vacuum system. 

Florida. 2. 


The question propounded by our correspondent is one 
on which volumes have been written and around which 
many discussions have centered ever since heating was 
invented. Innumerable formulae have been developed 
and various methods have been evolved to arrive at the 
amount of radiation required to keep a room at 70 deg. 
Ff. when the outside is at some lower temperature but 
the difficulty is that no two of these give exactly similar 
results although in most cases the amounts are reason- 
ably close; in special cases, however, the results may be 
quite far apart. 

Out of all of the various rules and methods there are 
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certain ones which have assumed a certain reliability 
usually due to their being sponsored by some reputable 
organization which is experienced in this sort of work 
and where—if the results were very far out of line— 
the errors, if any, would soon be discovered. Of course 
we will admit that a certain room will require a certain 
amount of radiation to hold it at 70 deg. F. with a given 
outside temperature but just what that exact amount is 
there is no way of knowing until the room is actually 
built. Even then the conditions may change as the years 
vo by, the window woodwork may dry out and open up 
cracks, a rug on the floor may require the cutting off of 
the bottom of the door for a quarter of an inch, a house 
next door may be built or one which is there may be torn 
down thus altering the sweep of the wind and the amount 
of exposure, and so on. 

Consequently, in estimating radiation all that can be 
done is to estimate the probable amount of surface as 
closely as possible and to include a small allowance for 
contingencies ; no two persons would make up the cost 
of a job and arrive at exactly the same figures and the 
same may be said of estimating radiation. In fact, two 
different persons using the same method of calculating 
radiation often arrive at slightly different results due to 
variations in taking off quantities and in making allow- 
ances for opening of doors, etc. A very good discussion 
of the subject of calculating radiator surface is appear- 
ing in the columns of this magazine at the present time 
under the title of, “Heating of Residences and Small 
Structures,” and in this series have been included meth- 
ods consisting of the old Mills rule (2-20-200), the dec 
imal factor method, the Btu. method, and the cubie di 
visor method. ‘There is another method authorized by 
the Chicago Master Steamfitters and another by the Chi- 
cago Master Plumbers Association. These are too long 
to be quoted here but the object of all methods is to pro- 
vide a heat input equal to the heat radiated plus an allow- 
ance for air infiltration or leakage. 

The Mills rule divided the outside wall by 20 and 
treats the cold ceilings and floors the same as the out 
side wall, a fact sometimes overlooked; it divides the 
glass and outside door area by 2 and the cubic contents 
of the room by 200; the three results are added together 
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and this is the radiation required. If 15 per cent is 
added for north exposure, 10 per cent for east or west 
exposure and nothing for south exposure this rule should 
give a pretty close result. | 

A new rule recently developed works like the Muills 
rule except that the divisors used are much more accur- 
ate ; this rule divides the net outside wall by 10, the glass 
and outside door surface by 3 and the cubic contents by 
200 for one wall exposed, 125 for two walls exposed and 
100 for three walls exposed; 100 is also used as a cubic 
divisor for entrance halls and rooms with fireplaces; in- 
side cold walls are divided by 5. Exposure and other 
allowances are then added as follows: 20 per cent for 
north, 15 per cent for west, 10 per cent for east, 10 per 
cent for daytime heating only, 20 per cent for daytime 
heating only and medium exposure to wind, and 30 per 
cent for medium exposure and long periods of non-heat- 
ing. For rooms over 12 ft. high, add 1% per cent for 
each foot from 12 ft., up to 20 ft., and % per cent for 
each foot over 20 ft. All additions should not exceed 50 
per cent. A roof directly above a room is divided by 14, 
a hung ceiling (unheated above) by 12 and a floor over 
unheated rooms by 14. This should give the necessary 
amount of steam radiation to maintain 70 deg. F. in- 
side with zero outside. 


Probably the most accurate method is what is termed 
the Btu. method being recommended by the A.S.H.V.E. 
and representing the composite result of the best engi- 
neering minds in the country. Here all walls have “co- 
efficients” of heat transmission per sq. ft. per degree per 
hour for the particular thickness of the wall and for the 
materials of which the wall is composed; these co-effi- 
cients are multiplied by the temperature difference to be 
maintained between the room and the outside minimum 
temperature to obtain the factor to use for the wall; the 
same procedure is followed for glass, floors, ceilings, and 
interior cold walls and the air infiltration may be calcu- 
lated by the “‘crackage’”’ method or the more usual air 
change method. A complete example of calculating a 
bungalow by the Btu. method is given on pages 56 and 
57 of the October 17th issue of DoMESTIC ENGINEERING 
except that the radiation efficiency of 150 used at the 
end to divide the total Btu. loss should be changed to 240 
for steam radiators. 

It might be pertinent to point out here that any rule 
or method of calculating radiation for a zero to 70 deg. 
. temperature may have the resultant radiator surface 
changed to any other temperature difference by simply 
dividing by 70 and multiplying by the temperature dif- 
ference desired. For example, in the calculations re- 
ferred to the total heat loss for Bedroom No. 1, was 
found to be 13,739 Btu. and this divided by 240 as above 
explained for steam surface would give 5/7 sq. ft. of 
steam radiation for a zero to 70 deg. F. difference; to 
change this to a 40 deg. F. difference simply means 


57 Sq. ft. 

- x 40 or 32% sq. ft. 

70 
and any radiator surface computed for a 70 deg. F. dif- 
ference can be changed in this manner. This is because 
the amount of radiation required is proportional to the 
amount of heat lost and this amount of heat lost again is 
proportional to the temperature difference existing be- 
tween the room and the outside temperature. 
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To the Editor: 

It is with great interest that I read my DOoMEstTic 
I. NGINEERING, and especially the Questions and Answers 
section. 

In the Sept. 19th issue, I note the question on the cir- 
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cuit venting of water closets, and I am enclosing a sketch 

of the work shown in Fig. 1, page 105, but installed ac 

cording to our local plumbing code. Kindly give me 

your opinion on it. 
lowa. 


M. W. H. B. 


The layout submitted by this correspondent is shown 
in Fig. 2, and in Fig. 1 is shown the original layout on 
which Fig. 2 is based. 

Often there is more than one good way to do the same 
piece of work, and very likely this is one of those in- 
stances. 

The method shown in Fig. 1 is somewhat unusual, 
but as far as we can see, the two lines of water closets 
are fully vented. 

There are only two points involved,—one of which 1s 
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that the vents, however they may be installed, shall sup 
ply an adequate amount of air to each fixture. The 
other point is that this shall be done in a way that wil! 
give entirely efficient results at the lowest cost. 

We are under the impression that the work on the 
upper floor could be installed at less expense for labo: 
and material by using the regular 4-in. circuit vent, as 10 
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Fig. 1, rather than by the connections shown in Fig. 2. 

On the lower floor, we believe the method shown in 
‘ig. 2 will give first class results. Being on a main line 
through which all the sewage of the building flows, we 
would prefer for this group, to use individual vents, 
rather than a circuit vent. However, we believe that with 
vents at either end of the line and two in between them, 
the supp!y of air will be entirely ample, and that is the 
big point to be gained. 


~-3— 
To the Editor: 

[ would like to have your advice on the following: 

The population of our town is between 8,000 and 
9,000, and there is no regulation of plumbing practice. 
There are six plumbing shops, and in addition four or 
five men from a railroad shop do plumbing work. 

Is there any way in which we could have a plumbing 
code and inspector and confine plumbing to plumbers 
only? 

Pennsylvania. Ga Fe, 


If we could prescribe a sure remedy for the situation 
that our friend pictures, we would be most happy. 

The enacting of a code and the appointment of a 
plumbing inspector would certainly help, but that isn’t 
the whole story. 

As we look at it, there are at least two very essential 
conditions needed in back of the code and the inspector. 
There needs first to be at least a sufficient public desire 
and respect for decent sanitation and the comfort and 
security it gives, to produce a favorable foundation on 
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which to build. We can hardly imagine a successful 
plumbing administration carried on in a community that 
is careless and indifferent toward cleanliness and com- 
fort in living conditions. 

Granted, however, that these conditions are what they 
should be, there is the further need that the local plumb- 
ing trade be united in their effort to give the community 
the best plumbing, honest in their support of the plumb- 
ing law and fair in their competition one with the other. 

These conditions are ideal, possibly not 100 per cent 
obtained in any single community, but nevertheless a 
mark to strive for. If these objects had been more in 
mind among the members of the trade, perhaps the four 
or five men from the railroad shop would not now be 
the menace our correspondent evidently considers them 
to be. 

Now then, when it comes to the practical matter of 
enacting a plumbing code and appointing a plumbing 
inspector, and paying him a salary—these are things 
that have to come about through legal processes, and 
favorable action on the part of the city government. 

We know of no better method of making a start in 
the effort to bring about these things than first to invite 
the local plumbing trade in an organization, one of whose 
principal efforts should be the enactment of a code and 
the appointment of the inspector. The state master 
plumbers’ association will always be found willing and 
ready to help actively in the solution of just such situa- 
tions as this, and our advice would be to get in touch 
with them. 

[In enacting a plumbing code for a small city or town, 
we think a very good plan is to start with the Hoover 
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.--a condition 
you can 


prescribe for 


You are the M. D. when it comes 
to drain-pipe. For acid waste lines, 
especially on replacements, you 
have the power to prescribe what 
pipe should be used. 

To carry corrosive wastes—-time, 
grief and money are saved for your 
customers by installing pipe that is 
acid-proof. Such pipe is Duriron 

-acid-proof inside, outside and all 
the way through. It can be fully 
expected to outlast the building in 
which it is placed. And you make 


more profit with one Duriron job, 
than with three or four ordinary 
jobs. 

There are many places where 
Duriron Pipe serves best. Soda 
fountains, engraving plants, photo- 
graphic studios, battery stations, 
laboratories, kitchens in restaurants, 
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hotels and hospitals—that’s your 
market for Duriron Pipe. 

Duriron is installed like extra 
heavy cast iron. Joints are calked 
tight against leakage. You are 
overlooking a good bet if you are 
not prescribing Duriron where 
needed. Mail coupon now for 
Duriron money-making facts. 

THE DURIRON COMPANY, INC. 

Dayton, Ohio 


ateiesterteieienietetetetetanatedet 


The Duriron Company, [ne., 
410 N. Findlay St., 
Dayton, Ohio 


Tell me about the profits I get from pre- 
acribing Duriron Acid-proof Drain-pipe 
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Code as the basis. This code includes practically every- 


thing that a small place needs in plumbing regulation. 
It also includes regulations that may not be considered 
essential. Our advice then is to take this code and trim 


BRASS :-PRODUCTS 


it to such proportions as desired. To obtain a copy of 
the Hoover Code send 35c in coin to the Superintendent 
of Documents, Government Printing Office, Washington, 
D. C., and ask for a copy of Recommended Minimum 
Requirements for Plumbing. 





Trenton Sink and Tray 
Plugs are one more 
of the Trenton line 
of Plumbers’ Brass 
Specialties being 
quickly accepted by 
customers both from 
the price and appear- 
ance angles. 


Questions Answered and Discussed 


| by Readers 








How the Question Was Answered 


The following question was asked in the issue 
of October 31, and the accompanying answer 
is by a reader: 





| A 4-row indirect steam heater for a ventilating fan 
handles 30,000 c.f.m. of air which comes in at sero, is 
raised by the first row of the heater to 25 deg. Fahr., by 
the second row to 45 deg. Fahr., by the third row to 60 
deg. Fahr. and by the final row to 72 deg. Fahr. What 
should be the size of steam and return connection to 
each row and the sise of the steam and return main from 
the boiler, which is 100 ft. distant? Assume a vacuum 
pump, steam at 2 lb. gauge and a drop in the pressure of 
LV; lb. for the entire run. 


How Would You Answer This 
Question? 


In the event that, say, a Frenchman who has just come 
to this country should tell you the temperature in his 
livingroom is 19 deg. Centigrade and that he likes to 

e / keep it up to 22 deg. Centigrade, what corresponding 
¢: Diene temperatures on the Fahrenheit scale would he be refer- 
bad ring to? The Centigrade scale is the common standard in 


France just as the Fahrenheit scale is the popular stand- 


Trenton Wash Tray 
Plugs can be furn- 
ished chromium 
plated if specified. 








The Trenton Brass & Machine Co. 


Ni i/y 
+ Af TRENTON - ° NEW JERSEY 
7 - Represented by 
ROLLIN C. WILSON, 7 E. 42nd St., New 
a Mass. 







York, N. ¥., 261 Franklin St., Boston, 
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The Prince of Wales’ personal *‘‘slo- nk tian 

gan, meaning “I Serve’’....If you 

are interested in your customers’ Answers based upon your experience, and suit- 
welfare, you will be doing them a able, will be paid for and published in the De- 
service by installing ' cember 26 issue. 

















PENNSYLVANIA. wae 
RANGE BOILERS | THE mostaccurate way of determining pipe sizes for 


an indirect heater of this character is to calculate 
the E.D.R. (equivalent direct radiation) for each row 
separately and to size the steam and return connections 


And incidentally, you will be 
building up good will which is 








bound to follow. Satisfying cus- on the load as determined by the E.D.R. for the air 
—o * Psat sev ab gp. do heated. Of course it is quite possible to use the minimum 
ange oilers have played consist- sizes required or recommended in the catalogs of the 
ently since 1895. 5 
: | various manufacturers of this type of equipment but in 
JOBBERS: Write us Complete line of ALL many cases these will prove to be larger than absolutely 
f le WELDED VET- | ’ . ; 
ee Ty ony Rend on rD AND WELDED _ necessary owing to the fact that the manufacturer does 
. : . , . : . . ° . 
——" a aye _ not know how each row of heaters will be set in relation 


to the other rows and so must recommend the maximum 
connection sufficiently large to meet any condition. 
To obtain the E.D.R. for any air heater the formula 





Sold Only Thru Jobbers 


PENNSYLVANIA RANGE BOILER CO. given below may be used :— 
24th and Washington Ave. Est. 1895 Philadelphia, Pa. | C.F.M. « 60 X T.R. 


- equals E.D.R. 





RR elias = Sats 55 x 240 
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in which C.F.M. is the cubic feet of air heated per min- 
ute, 60 the number of minutes in an hour, T.R. the tem- 
perature rise imparted to the air, 55 the number of cubic 
feet of air heated 1 deg. Fahr. by 1 Btu. and 240 the 


number of Btu. to 1 sq. ft. of steam radiation. This | 


formula may be simplified to 
C.F.M. < T.R. 
_ equals E.D.R. 
220 











Taking the first row in which the air is raised from | 


zero to 25 Fahr. the E.D.R. will be 
30,000 « (25 —0) 





or 3,409 E.D.R. 
220 
and for the second row it will be 
30,000 « (45 — 25) 
or 2,727 E.D.R. 





220 
and for the third row it will be 


30,000 x (60 — 45) 





or 2,045.5 E.D.R. 
220 
and for the last row 
30,000 & (72 — 60) 
or 1,635.2 E.D.R. 





220 


Making a grand total of....... 9816. 7 E D. R 


[f the boiler is 100 ft. distant, an allowance will have 
to be made for fittings, turns, valves and other friction 
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producers in the line. While these may amount to only 
25 per cent or 50 per cent in a good straight run with 
the normal number of turns in this case no information 
is given as to the number of fittings, offsets, etc., so it 
will be advisable to be a bit liberal and allow 100 per cent 
for these items. This makes the equivalent length of 
run 200 ft., instead of the actual length of 100 ft. 

With this information it is only necessary to find a 
steam table for 14 lb. drop and 200 ft. run from which 

















the proper sizes for connecting to each row may be ob- | 


tained. Such a table shows that the first row which is 


doing the heaviest work with an E.D.R. of 3,409 oq: | 


ft. requires a 5-in. connection for steam, while the second | 
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ON 
“aters 


HERE 
is one sure way to 
double your hot 
water heater sales 
opportunities. Fea- 
ture the Merion 
Water Heater. The 
reason it will in- 
crease your sales 
and profits is the 
fact that it has the 
most outstanding 
features to offer your 
customer. It is auto- 
matic—it is depend- 
able—it is econom- 
ical and above all it 
sells for a price your 
customers can afford 
topay. Display 
Merion Water 
Heaters in your 
window and on your 
floor. 
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row with 2,727 sq. ft. can get along with a 4-in. connec- 
tion: the third row with 2,045.5 sq. ft. also takes a 4-in., 
but the last row could get along with 3%4-in., except that 
this pipe is now very scarce and probably 4-in., would be 
used here too. 

For the steam main the total load carried is 9,816.7 
sq. ft., and the size of pipe required as shown by the 
same table is 8 in. To size the returns a vacuum return 
pipe schedule is used, this indicating that the return on 
the first row must be 2-in. pipe; on the second row, 2-in. 
pipe; on the third row, 1%-in. pipe and on the last row 
also 11%4-in. pipe. For the main return running back to 
the vacuum pump at the boiler the size would be 3-in. 


Dont’s for Septic Tank Installallations 


(Continued from Page 60) 


as a rule, in order to obtain maximum service from 
an installation. See Fig. 11. 


26. Don’t Locate Tile Lines in Wet Areas If 
Avoidable 


Avoid wet areas for tile lines, as they will not func- 
tion under such conditions. If the ground is wet 
either do not use a septic tank installation, or con- 
struct the system as shown in Fig. 13, using the nec- 
essary underdrains. This method is costly, and best 
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lines which must have gpen or 
free discharge 


Fig. 12 


results are not often secured when the installation 1s 
placed under such handicaps. Whenever possible, 
choose ground that is dry and open, and locate the 
line on ground as high as can be reached. 


27. Don’t Fail to Lay the Line on a Uniform Grade 


If the grade of the line is not uniform, some por- 
tions of the field will be overloaded, while others may 
receive no liquid at all. When using a small grade, 
such as recommended under 17, it may be necessary 
to drive stakes into the bottom of the trench and 
nail a i * 4 board on these, true to grade, fill the 
trench to this line with stone or gravel and lay the 
tile on this board. 
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28. Don’t Dig the Leaching Cesspool Below Normal 
Ground Water Level 


When a leaching pit or cesspool is used for final 
disposal, the bottom should be at or above—pref- 
erably well above—normal ground water level. That 
portion of the pit below ground water level will not 
absorb any liquid, and is ineffective. 


29. Don’t Leave Wall of Cesspool Unsupported 


Even in very firm and tight soils, the sides of the 
leaching cesspool should be walled up substantially. 
Otherwise it is liable to cave. 


30. Don’t Line the Leaching Pit with a Tight Wall 


A wall as open and porous as possible, provided it 
gives support to the sides of the leaching pit should 
be used. Brick and stone walls are suitable if laid 
in spaces between the individual pieces, but cement 
blocks, laid as shown in Fig. 14 are excellent. 


31. Don’t Cover the Bottom of the Leaching Pit 


Probably most of the seepage takes place through 
the bottom of the leaching cesspool or pit, and this 
should not be covered. Where the soil is tight, it is 
good practice to loosen this up with tools or even 
with explosives, so as to facilitate seepage. 
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A, Bdisposal line; A and 
grain lines with free or 


goen discharge 
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of opeh Oischarge 














Fig. 13 


32. Don’t Use an Unsafe Cover 


The leaching pit should be given a safe cover. 
Wood will rot. A concrete cover, properly rein- 
forced, is probably the best. Its thickness and the 
amount of reinforcing will depend upon the diameter 


G. Surface 
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Lay up wall like this 


Wall 7o alow seepage 


Fig. 14 


of the pit. In some cases, the material forming the 
walls can be built up to form an arch, so that a man- 
hole cover can be used. See Fig. 14. 
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METAPHRAM 
Type A 

for small low pressure 

plants — gas, oi! or 

coal fired. 
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METAPHRAM Gradual Control 
covers the entire range of domestic 
hot water and low pressure boilers and 
tank heaters, either gas, oil or coal fired. 
Descriptive Bulletins on Request 


NATIONAL REGULATOR CO. 


2317 KNOX AVENUE CHICAGO 


There are hundreds of 





BLAKE products 


Yes, there are literally hundreds of Blake 
plumbing fittings which the average plumber 
uses in his work every day. There are 
Grease Traps, Wall Hung Closet Fittings, 
Blake Testite Closet Connections, Swim- 
ming Pool Drains, Floor Drains, Roof 
Drains, Urinal Drains, Vise Stands and 
Posts, Drum Traps and Covers, Sink Traps, 
Water Heaters, Test Tees, Closet Bends, 
Gas Vent Tees, Distributor Fittings—say, 
listen, get out your Blake Catalog and look 
the line over. If you don’t have a catalog, 
write for one today. Blake Products are 
sold by jobbers everywhere. 


BLAKE SPECIALTY COMPANY 





ROCK ISLAND « ILLINOIS 
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—TItems for: 


STOR E, SHOP and JOB 


Sperone: in this issue, two articles appear supply pipe. The action of the valve has been based 

telling how the contractor may lengthen the life upon what is termed an alternating principle of flushing, 
of his tools and protect the fixtures he installs. the purpose of which is to send the water first, exclu- 

: The several selected items here are indicative of sively to the rim; second, exclusively to the jet and third, 
the continual effort being made to improve the back to the rim to refill. 


items which the contractor handles in his store and 
uses in the shop and on the job. 


Combination of Water Closet 
and Flush Valve 


Announcement has been made of a water closet and 
flush valve combination which has been designed to op- 
erate satisfactorily when water is delivered to the valve 
at the rate of 12 or more gallons per minute. Two and 








vn Features Incorporated in a Pipe 
Threading Machine 


A portable power pipe threading and cutting machine 
has been designed to include new features. It has adjust- 
able, opening die heads to eliminate the necessity of 
one-half gallons of water is the amount estimated as backing off the new thread. Also, when changing dies, 





heing necessary to accomplish a flushing operation with only a one-piece die head is handled. The adjustable 
this equipment. According to the announcement, the feature permits the cutting of over, under or exact 
supply line may be sized as small as %-in. or 34-in., standard threads. A safety device removes the wrench 


depending upon the water pressure and the length of the in the event it is left in the chuck and the machine 1s 


Readers will find in this department news of our industry's progress 
in the manufacture of equipment. You can read of the efforts of manu- 
facturers to develop products which will increase customer demand, will 
make shop methods more efficient and will simplify installation. 

A letter to the editor of “Domestic Engineering” will bring you the 
name and address of the manufacturer of any product in which you are 
interested. 
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turned on. The head may be tipped back so as to per- 
mit the use of an extension shaft for operating other 
power tools. Another safety feature is in the form of 
an automatic spring cut-off device which is to protect 
against breaking knives. It covers a range of from 
14-in. to 2-in. pipe and extra die heads for threading 
ig-in. or 4 by 3%-in. are available. The extension power 
shaft is designed to operate geared power tools for cut- 
ting and threading pipe from 2%4-in. to 12-in. sizes. 


Air Conditioning Unit Designed for 
Winter Heating and Summer Cooling 

An air conditioning unit has been designed which may 
be installed in the basement of a home to supplant the 
old warm air furnace. It 1s termed a year-round piece 
of equipment for heating and cooling the air to proper 





winter or summer temperatures, for cleaning the air and 
circulating it throughout the home and for controlling 
humidities. It is claimed that with the outside tempera- 
ture at 95 to 100 deg. Fahr., the equipment is capable 
of reducing the inside temperature to 70 deg. Fahr. and 
below. 


Pipe on Welding Jobs May Be 
Turned With These Tongs 


An announcement has been made regarding a new 
tong of the chain type which has been developed to pro- 
vide a means for turning pipe in either direction on 





welding jobs. Being of the chain type, it grips by fric- 
tion. It does not contain any teeth. The jaws are made 
in one piece and each size of jaw is designed to fit sev- 
eral sizes of pipe. 
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Pipe Threading Machine 





Deing the most work in the least time 
and with the greatest saving of money, 
is just another way of saying, doing it 
with the Curtis. 


THE CURTIS & CURTIS CO. 


318 Garden St. * Bridgeport, Cenn. 














Leonard Water Mixing Valves 














Complete Thermostatic Control 


When you have completed a Leonard Water Mixing 
Valve installation, you can forget it, so to speak, 
with the knowledge that you have installed mixing 
valve perfection. 

You know that when the user sets the temperature in- 
dicator to 100 degrees, that the water will be 100 deg- 
rees constantly—the amount of hot and cold water 
passing into the valve being controlled by thermosta- 
tic coils 

Let us tell you all about it. Write for literature. 


Manufactured by 


LEONARD-ROOKE COMPANY 


Incorporated 1913 
ELMWOOD STATION, PROVIDENCE, R. I. 
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This free 


CREDIT COIN 





cashes checks and 
establishes your 
tdentity at once 


You can avoid bothersome, em- 
barrassing delays in getting checks 
cashed in the 24 big cities listed 
below. The United Hotel Credit 
Coin also saves valuable time in 
checking out. Unexpected demands 
for money can be met at once. With 
only your registered number on the 
coin, no one else can use it. Take 
advantage of this convenience. 
Send for your free coin right now 
—using the coupon below. 


One of the extra services of these 25 


UNITED HOTELS 


NEW YORK CITy’'s only United... .The Roosevelt 


PHILADELPHIA, PA. ...... The Benjamin Franklin 
RR AE Peo tae The Olympic 
es BONE. «6 < vccenvecebace The Bancroft 
le ees Se The Robert Treat 
PATERSON, N. J....... The Alexander Hamilton 
SO. < ccuancessocen The Stacy-Trent 
HARRISBURG, PA. ...... caved The Penn-Harris 
REO a ees The Ten Eyck 
EE eee vee eee The Onondaga 
ROCHESTER, N.Y. ...... secdeésewen The Seneca 
NIAGARA FALLS, N.Y. .......cceee: The Niagara 
RS RR ret eee Ae The Lawrence 
CG GIES. oo tideds oc asctaweee The Portage 
eae The Durant 
a Er. The President 
A eae El Conquistador 
SAN FRANCISCO, CAL. .......... The St. Francis 
SHREVEPORT, LA. ..... The Washington-Youree 
DEG? GELBARR. BE ooo cccvéceces The Roosevelt 
NEW ORLEANS, LA. .............. The Bienville 
WORGNTO, GOT. oc. ccvcaces The King Edward 
NIAGARA FALLS, ONT. ............. The Clifton 
WINDSOR, ONT. ........... The Prince Edward 


KINGSTON, JAMAICA, B.W.1.. The Constant Spring 


WORTH CLIPPING TODAY 





UNITED HOTELS COMPANY 
1418 United Building, Niagara Falls, N. Y. 
Kindly send me complete details 


ind a blank for your Credit Coin. 


Name___ 





4ddress 
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The Clique” 


By J. WILLIAM WETTER 







HEN the privilege was extended to me to 
address this meeting I could not help but make 
a mental review of my own activities and ex- 
periences in connection with association work. After 
having spent about 16 years in the mining engineering 
field, I entered the operating branch of coal mining 
about 12 years ago, which afforded my first opportunity 
of attending a meeting of our local association and sit- 
ting in with the “big boys” of the industry. This was 
quite a thrilling experience because I had heard a great 
deal about the various operators who belonged to the 
association, and knew, or at least thought I knew, that 
a certain group dominated its affairs, and that a clique 
was in control of a sizable “roller” which could be 
“steamed up” at will to flatten out any opposition which 
might appear upon the horizon, or under it either for 
that matter. Now I was to have the privilege of observ- 
ing this clique at first hand, of seeing a small group 
make the policies and shaping the destinies of a great 
industry and planning the activities of an important 


_ association, while a large majority of the members would 


sit by either complacently or otherwise, with the full 
knowledge that the roller was in waiting to reduce them 
to ribbons at the first sign of resistance. 

So I attended what was to be my first association 
meeting, slipped in quietly, took a back seat, not because 
I expected to offer any resistance but merely as a meas. 
ure of self-protection in case the roller became unruly, 
and listened intently to the deliberations, which were 
conducted and participated in almost exclusively by the 
clique, excepting when a vote was taken and the mem- 
bership voted “yes” or “no” at the suggestion of the 
clique. 

If there was any doubt in my mind before attending 
this first meeting as to the truth of all the things I had 
heard, that doubt was entirely removed. A small group 
was in complete control of the association and directing 
its affairs; the association was being run by a clique. 

After the meeting adjourned I walked out with a 
friend who also sat on the back seat. I asked him 
whether he attended the meetings regularly. He replied, 
“No. What’s the use, it’s all cut and dried anyway!” 

From time to time I attended more of these meetings. 
Always the same clique was in control. However, in 
analyzing the individuals composing this small group | 
found them to be the outstanding operators of the region 
They were all busy men and all were aggressive. They 
had the foresight to see the advantages of association 
work, the benefits which the industry would derive from 
it, and notwithstanding the fact that-their time was wel! 
taken up with their own affairs, they were willing to 
assume the added responsibilities of association activities 

Since that first meeting I have attended many, many 
meetings of all manner of organizations, and I have 
noted with interest that all of them, regardless of 
whether they were religious, fraternal, social or of 4 
business nature, are always conducted by a clique, and 





© Some remarks made at the 1930 convention of the Nation2@! 
Coal Association. 
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the clique is always made up of aggressive men who 
will work for the success of the organization in which 
they hold membership, men who are really giving thought 
to its affairs, and yet they are generally men who are 
extremely busy and weighted down with other activities. 

Early in my association experiences I found that the 
small group in control was not an exclusive one by any 
means, and that it was a very simple matter to enter it. 
The only qualification necessary was to manifest an 
interest and signify a desire to assist in the work. The 
clique welcomed this assistance with open arms. Soon 
came committee assignments, then assignments to vari- 
ous studies and many other opportunities to serve. All 
of these opportunities offered rich fields of new experi- 
ences and unlimited educational advantages. The con- 
tact with fellow operators and the exchange of views 
and ideas between the individual members make for a 
better understanding of the problems of the industry, 
and I know of no agency which can be of more assist- 
ance in solving these problems than the local association, 
provided that the individual members will wholeheart- 
edly assist in the work. 


* 
Philadelphia Oil Burner Dealers Meet 


The Oil Burner Dealers’ Association of Philadelphia, 
Pa., held a meeting on November 4 at the rooms of the 
Automobile Trade Association. At this meeting the 
association discussed tentative proposals on what can be 
done to increase and benefit oil burner selling in that 
territory through dealer organizations. 

A. W. Clark, managing secretary of the Dealer Divi- 
sion of the A. O. B. A., attended the meeting. 

* 


Beats Last Year's Construction Record 

Syracuse, N. Y., has broken its 1930 record in build- 
ing construction, according to figures released by J. Earl 
Dawson of the municipal bureau. The first ten months 
of this year are $647,181 ahead of the entire year of 
1930 and one or two good-sized projects yet to be started 
are expected to put the annual total at least $1,000,000 
above last year’s mark. The total for the ten months 


is $5,986,175. 





Top row, left to right: Mr. and Mrs. E. A. Dusossoit, Lynch 
& Woodward, Inc., Boston; and Mr. and Mra. Martin A. 
Rooney, Pierce, Butler & Pierce Mfg. Corp., New York City. 
Bottom row: Mr. and Mrs. W, H. Carrier, Carrier Engi- 
neering Corp., Newark, N. J. Photos taken at the semi- 
annual meeting of the American Society of Heating and 
Ventilating Engineers, held recently at Swampscott, Mass. 
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* SAFETY FIRST! 


Read: - ° - 
Architect Killed by Auto Gas in Garage 


“Overcome by carbon monoxide gas Willian C. 
Rohm, 42, an architect was found dead yesterday 
in the garage in the rear of his home at 692 Lenox 
road, Glen Ellyn, Illinois. A coroner’s jury re- 
turned a verdict of accidental death.”’ 


Install THE ORIGINAL Dehn’s “PeerlesS”’ 
Garage Residue Separator and Floor Drain 
to eliminate petromortis. 


Use our catalog to obtain first hand and reli- 
able information 
Sold by reliable Wholesalers everywhere. 


Compound Iniector & Specialty Co. 
“secrge di Dehn, S. E., President 
THE PIONEERS—(Estabiished 1897) 
Originators, Designers and Sole Manufacturers 


EHNSANIGAR 


THE QUALITY GOODS 


419-421D N Laramie Ave. Chicago. Illinois, U.S.A. 


MOORE | HANGER 

0A radiator job ers. You can 
can be a lot make an extra 
neater, a lot profit while 
more efficient giving your cus- 
if it is hung tomers greater 
with Moore satisfaction. 
Radiator Hang- From your jobber 

—>>>SS=>== 

CARTY & MOORE 611 W. Larned St. 
ENG. CO., INC. Detroit, Mich. 


Fig. No. 62 Patented 
Dehn's ‘‘Peerless’’ 
Garage Residue Se p- 
arator & Floor Drain 


THE ORIGINAL 
































This is the DP cet 
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ACME HANDIPAK 


To protect you from imitations 
of the genuine ACME Bibb 
Washer, we’ ve etched the name 
“ACME” on every one. Insist 
upon this protection for those 
jobs where you want to give 
real satisfaction and add to 
your own prestige. 
Order ACME Bibb Washers 
from your jobber 


LAVELLE RUBBER CO. 


320 W. Illinois St. Chicago, Ul. 
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Universal Swing Spout Faucet 


Made in two different styles. Adijusteble from 4” to 12'%" and 
adaptable to either high or low back sinks. Nickel or Chrome finish. 


Sold by leading Jobbers 


MILWAUKEE FLUSH VALVE CO. Milwaukee, Wis. 
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UB 
SOIL PIPE 


Unusual quality at no extra cost. That's 
what you get when you insist on EXPAN- 
HUB. Building Owners, Architects and en- 
gineers know it’s the one best ‘‘Pipe Bet,”’ so 
mentioning it in your bid helps you get con- 
tracts. Ask your wholesaler. 





Manutactured to uniform specifications and sold by 


| ALABAMA PIPE COMPANY STRINGER BROS. CO.., Inc 
ois ANNISTON FOUNDRY CO. THE WETTER PIPE CO. 
INTERSTATE FOUNDRY COMPANY 


Eliminate those unexpected 
“shots” of hot and cold water in 
shower baths. Stop the time 
wasted in trying to get water at 
the right temperature. Install 


Powers Mixers. Write for 20- 


page book. 
THE POWERS REGULATOR CO. 
2716 Greenview Ave., Chicago 


Offices in 37 Cities 





with oh e 


DOWERS ay 


HOWER MIXER 4 


nih fy 








TABER SUMP PUMPS IN GENERAL USE 


Built for 5 ft. pit. Single 


and Duplex Units The larger Taber Sump and Sewage Pumps 


are being specified and used on jobs requiring 
high grade equipment. Following are single 
unit sizes in general use... . 50 R "PM. 
60 Cycle and Direct Current. 





























G.P. Out- | Plate; H. | Wet. 

Type M. | Headilet,in.| in. | P. | Ibs. 
AL-25-2 | 25| 20/1 24 | \%| 272 
AL-50-2 50 20 ;1% 32 | %}| 350 
AL-75-2 75 20 | 1% 36 j1 436 
AL-100-2 | 100 20 | 2 36 |1%)} 481 
AL-150-3 | 150 20 | 2% 36 (2 607 
AL-200-3 | 200 30 | 3 36 j3 675 
AL-300-3 | 300 30 | 4 36 [5 772 





Write for complete Bulletin SS-629 






TA BER 


TABER. PUMP CO €&st 1859 
Sold with and without tank Taber PummpCo., 290 Elim St., Buffalo, N.Y. 


AVENA 


IRON PIPE FITTINGS 


\ 1903-1931 






















ERA QUARTER CENTURY 
OF SERVICE 


[QaVENA:IRON-COMPANY 
RavenA \ NY. 





































DOMESTIC ENGINEERING November 28, 1931 


New Trade Literature 


Three Booklets on Oil Burning Heaters and Boilers 

The Heater Division of the Motor Wheel Corporation 
of Lansing, Mich., has issued three 8-page booklets, size 
81%4x11 in., describing and illustrating its automatic oil 
burners. Their titles are: ‘‘Hot Water for All Domestic 
and Commercial Requirements,’”’ ‘“‘The Most Modern Way 
of Heating Homes by Steam and Hot Water,’’ and ‘‘Com- 
fort for All the Seasons by the Weather Control Unit.’ 
These booklets are printed in several colors and very 
attractive. 

Bulletin on Concealed Radiators 

C. A. Dunham Company of Chicago, Ills., has published 
Bulletin No. 510, on Concealed Radiators, which describes 
and illustrates a wide range of radiator sizes calling spe- 
cial attention to their light weight heating elements, ac- 
cess to heating element through the air inlet opening, 
and a solution to the problem of applying orifice regula- 
tion to concealed radiators. This booklet, which consists 
of 32 pages, 8x11 in., is essentially an engineering bul- 
letin giving the engineer, architect and contractor the 
information they require, including. piping details and 
suggested specifications for concealed radiators. 


Bulletin on Finned Tubes and Pipes 

Schutte & Koerting Company of Philadelphia has issued 
Bulletin No. 11-S, 8 pages, 8x11 in., describing and 
illustrating its finned tubes and pipes for heating and 
cooling work as well as refrigerating service, in which 
a special pitch and width of fin is used to take care of 
the frost condition. 

Pamphlet on Grilles and Registers 

Uni-Flo Grille Products Co., Detroit, Mich., is distrib- 
uting a twelve-page pamphlet describing and illustrating 
the line of grilles and registers of its manufacture, de- 
signed for heating, ventilating, air conditioning, concealed 
radiation, cooling units, etc. The pamphlet contains many 
line drawings that give complete details concerning in- 
stallation. 

Humidifier Bulletin 

Aqualator Division of the Wilcolator Company of 
Newark, N. J., is mailing the trade an 8-page bulletin 
illustrating and describing its humidifier for overcoming 
the discomforts of dry air in homes, offices, apartments, 
public buildings and industrial plants. 


Catalog of Oil Burners 
A new catalog has just been published by Enterprise 
Oil Burner Co., of San Francisco, Calif., featuring several 
types of oil burners. The catalog contains 32 pages, 
presenting illustrations and details of the burners, with 
specifications and data on fuel consumption and heating 
statistics of interest to those using or specifying burners. 


It includes burners for power plants, where boilers are 
| used, all types of industrial buildings, office buildings, 
homes and for marine service. 


Revised Book on Heating and Ventilating 
Recently, the third edition of ‘‘Heating and Ventilating’ 


| by John R. Allen and Jas. H. Walker, was released. It 
has been revised to keep in step with the progress which 
has come about during the past eight years since the 
second edition was published. One of the important new 


features of the book, listed in the preface, is the chapter 


on hot water heating systems by Professor F. E. Giesecke 


director of the Texas Experiment Station of the Agricu! 


tural and Mechanical College of Texas. 


Materia! on artificial cooling and industrial air cond! 
tioning has also been added and nearly all of the chapters 
have been enlarged. The book is published by the Mc- 
Graw-Hill Book Company, Inc., of New York, and the 


| price is $4.00 per copy. 
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The Better Homes Manual 


In ‘“‘The Better Homes Manual’’ published by the Uni- 
versity of Chicago Press are, the preface states, “‘assem- 
bled the best contemporary statements obtainable on home 
ownership and financing, the methods of keeping the cost 
of the house down, points to be considered in the buying 
or building of a home, the selection of the site, and the 
fitting of the house to its site, the determination of archi- 
tectural style and consideration of essentials in planning 
as well as the choice of materials to be used and selection 
of equipment for lighting, heating, ventilation, plumbing 
and refrigeration, and the finishing of floors and walls. 

“These are matters on which many government depart- 
ments, state colleges, professional organizations, and 
periodicals publish thousands of articles of varying merit. 
The householder or home builder may be easily perplexed 
or confused by the quantity of the available information 
or material, much of which is incomplete, or inadequate. 
Access, therefore, to the best of contemporary advice on 
these subjects saves time and effort.’’ 

Much of the material dealing with plumbing and heat- 
ing which appears in this book is contributed by the 
Plumbing and Heating Industries Bureau. The price of 
the book is $3.00. 
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Top row: H. M. Anderson, Ear! H. Jones, A, G. Dupar and 
Paul Revelie, all of Seattle. 
Angeles; W. L. Durkee, San Francisco; R. L. Stewart, Bir- 
mingham; RR. L. Leonard, Los Angeles. Bottom row: F. J. 
Turek, Los Angeles; R,. P. Olsen, Oakland; J. W. Palmer, 
Kenosha, Wis.; C. M. Honeywell, Oakland, ‘Photos taken at 
the recent meeting of the Western Supply Association 
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Middle row: E, M. Jones, Los | 














Every low pressure boiler is a 
ee ct for the McDonnell 

o. 30 Series Safety Feeders. 
Every installation should 
mean at least $25.00 profit for 
—. A hookup detail book 
s a handy thing to have. 


Write for it 











If it’s worth your 
it’s worth protection 


| When you do a good heating job see that it 
| Stays good by giving it McDonnell Protection. 


MCDONNELL & MILLER 


400 N. MICHIGAN AVENUE, CHICAGO 
Eastern Office: Grand Central Terminal, New York, N. Y. 























For All Radiators 





THREE 
STYLES 


Meet every requirement. 
cally. Wall-hung radiators q 


and contractors. 


HEALY-RUFF COMPAN 


Also Manufacturers of 


E-Z INSERTS and E-Z LAVATORY 





justable horizontally and verti- 


ly, easily installed. Used by leading architects 


Write for Complete Information. 


Ad- 


uick- 





Style “Hi 


y 778 Hampden Av>., 
y ST. PAUL, MINN. 


HANGERS 

















IMPROVED “WILHELMI” 


COPPER BOILERS 


Improved “Wilhelmi’’ Cop- 
per Boilers will put an end to 
your installation and “‘free 
servicing troubles. 


They are carefully made of 
the finest of copper which 





assures clean waeter ALL 
THE TIME. 
HAYES MANUFACTURING COMPANY 
Makers 
PATERSON ' ; 


NEW JERSEY 








| When speed is the order YAGER’S fills the bill 
| You can finish any job with a mirimum of time, 
| because YAGER’S causes the solder to flow 
| unusually well, and right to the spot you intend 
|. it to flow to. 


Have you tried it? If not, let us send you a sample 
can. Just write us and it will go forward free. 


ALEX R.BENSONCO., Inc., Hudson,N.Y. 
Sales Agency for Canada: 
CANADIAN GENERAL ELECTRIC COMPANY 
Toronto and Montreal 





For list of distributors 
see McRae Blue Book 
for 1931 














_ YAGER’S SOLDERING SALTS 





Write for @ sample can. 
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lr is the unexpected courtesies that make the greatest 
impressions. If you want to make a real hit with your customer, 
replace worn chain in lavatories, tubs, or trays with new Bead Chain 
of nickel silver. Here is a real opportunity to build good-will far in 
excess of the moderate cost. 


THE BEAD CHAIN 
MFG. COMPANY 
BRIDGEPORT, 
CONNECTICUT 
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Check Freezing with 


Ozite 


PIPE COVERING 


Wrap Ozite Pipe Covering around all cold 
water pipe and brine pipe lines. Prevent the 
costly damage of frozen pipes in winter—stop 
them sweating in warm weather. Made entirely 
of pure cattle hair — it is Nature's natural 
insulator. Easy to handle and apply. Write for 
sample. 


AMERICAN HAIR & FELT COMPANY 
Merchandise Mart » » Chicago 





















































U. S. PATENT 
No. 1762215 


DAHLQUIST TURBO 


A Great Advancement 


Every heating and plumbing engineer will 

c~ welcome this device which takes advantage cf 
the velocity of the incoming cold water in the 
hot water storage system to create a suction 
and a whirl which constantly sweep and scour 
the bottom of the boiler carrying every particle 
y of foreign matter out of the system allowing no 

. . sediment (mud) to eccumulete. 


PLAIN FACTS 


Hot water storage tanks of all kinds are 
actually sediment traps and pong deliver 
muddy hot water unfit for ean Onc = 
sediment has eccumulated, it : ‘ienentile & 
clear the system. 

With e Dahiquist Turbo- Aquatherm installed 
in your hot water tank sediment cannot accu- 
mulate—it keeps all foreign matter on the move 
assuring the householder fresh clean hot water 
fit for cooking and drinking purposes at all 
times—those in the trade who know about the 
Dehiquist Turbo-Aquatherm will not install a hot water storage system without it. 











Dahlquist Turbo can be installed Yes! 
in any boiler now in use ae nets @ 


There is a Dahiquist Copper Boiler for 
every purpose—architects and plumbing Cepper Tank, 


engineers may be assured that their require- 

ments for co per boilers of any size or kind DAHLQUIST 
can be supplied by us et our quotations 

on your requirements. Makes it. 


WRITE FOR PARTICULARS 
DAHLQUIST MFG. COMPANY 


60 West 3rd St. So. Boston, Mass. 






































Boiler Tube Cleaners, Flue Brushes, Wire” 
Heater Brushes, Handy Cleaner Brushes, 
Fire Brooms, Track Brooms. 

Tempered Steel 
MADE FOR LONG RUGGED SERVICE 


The Worcester line 1s complete. 
Catalog gladly sent upon request. 


WORCESTER BRUSH and SCRAPER CO. 


10 AUSTIN STREET 33 WORCESTER, MASS 
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Even though new construction 1s at a low ebb com- 
pared with recent peak years, the fact remains that new 
projects are being started every day. Listed below are 
just a few of the larger building operations, either con- 
templated or only recently started. 


Togus, Me.——-Coombs & Harriman, 11 Lisbon street, 
Lewiston, Me., will have plans for the proposed United 
States Veterans’ hospital ready for figuring during Feb- 
ruary. The new structure will be seven stories high, and 
will cost $750,000. 


Saugus, Mass.—The Pines River Terminal Co., 51 Mar- 
ion street, Charlestown, Mass., plans a bulk-oil terminal 
on the Saugus River at Head of Pines, to cost about 
$3,000,000. It will have a storage capacity for 150,000,- 
000 gals. Another company has plans for a $1,000,000 
oil plant on Saugus Marsh. Richard S. Robie, 6 Belvi- 
dere street, Boston, represents the latter company. 


Hartford, Conn.—vVoters approved plans for an expen- 
diture by the Metropolitan Water District of $8,600,000 
for extensions, additions and improvements to the water 
supply system. Caleb Mills Saville, is chief engineer of 
the water board, and Charles A. Goodwin is commissioner. 
Preliminary work is expected to start soon. 


North Adams, Mass.—-The State Board of Health has 
directed the attention of this city, Adams and Williams- 
town, to the extremely poluted condition of the Hoosic 
River, due to the sewage deposit from these munici- 
palities. The formation of a joint sewage disposal district 
is recommended to secure plans for the erection of a 
sewage disposal plant about-a mile below Williamstown 
to clean up this serious menace to health. E. R. Dobie 
is commissioner of public works at North Adams. 


Syracuse, N. Y.—-Fred Bradt Company has the $85,359 
heating contract for the Grant school here, while another 
Syracuse firm, Pierce C. Shape, will do the plumbing for 
$41,131. 


Minneapolis, Minn.—-The Minneapolis board of educa- 
tion will receive bids in December for the ocnstruction of 
the Sheridan school at Broadway and Fourth Street 
Northeast. The school will be three stories high and will 
cost $500,000. 


St. Paul, Minn.—-Bids were received until November 17 
by the Minnesota state building commission, St. Paul, for 
the construction of the state office building at Wabasha and 
Park streets. The building will be eight stories high, 
161x228 ft., and will cost $1,500,000. C. H. Johnston, 
$60 Robert street, St. Paul, is the architect. Pillsbury 





Left to right: L. B. Peeples, Crane Co., Los Angeles; W. J. 
Spillane, James B. Clow & Sons, Chicago; L. O. Stearns, 
American Radiator Co., Cleveland; H. H,. Riddle, George 
Worthington Co., Cleveland; L. R. Oatey, L. R. Oatey Co., 
Cleveland, Photos taken at the annual convention of the 
National Pipe and Supplies Axsociation, held recently at 
Cleveland 


Large Construction Projects 





Engineering Co., 1200 Second Avenue South, Minneapolis, 
are the mechanical engineers. 

Duluth, Minn.——-Plans are under way and bids will be 
taken during the winter for the construction of a 12-story 
115 x 140-ft. Medical Arts building at Third avenue West 
and Superior street, for the Oneida Realty Co., to cost 
$900,000. Erickson Co., 1107 Alworth building, Duluth, 
and Ellerbe & Co., 525 Minnesota building, St. Paul, are 
the architects. 

Oregon, Wis.——J. E. Robertson Co., Wauwatosa, with a 
bid of $28,233, has been awarded the plumbing contract 
on the industrial school at Oregon. Thomas Heating 
Co., Racine, with a bid of $21,984, has been awarded the 
heating and ventilating contract. The total project will 
cost $400,000. 

Geneseo, N. ¥.—The Geneseo State Normal school will 
soon begin construction of a new $200,000 dormitory on 
the campus here. 

Clinton, N. Y¥.—Hamilton College is planning to erect 
a new $425,000 gymnasium, complete with swimming pool, 
showers, etc. Bagg & Newkirk of Utica, N. Y., are the 
architects. 

Dubuque, Iowa.—The Trausch Baking Co. has just 
started construction of a baking plant on South Main 
street, to cost $250,000. Anton Zwack is the general con 
tractor. 

Minneapolis, Minn.——Conners Plumbing & Heating Co., 
827 Second avenue South, with a bid of 121,885, has 
been awarded the contract for the plumbing and heat- 
ing in the new three-story vocational school being built 
at Third avenue South and Twelfth street, at a cost of 
$700,000. 

Marquette, Mich.—-The First Presbyterian Congrega- 
tion will rebuild their church recently destroyed by fire, 
at a cost of $175,000. 

Missoula, Mont.——Plans are being prepared for a three 
story high school here to cost $375,000. C. J. Forbis, 
Missoula, and Walter Arnold, Butte, are the associate 
architects on the project. 

Lincoln, Neb.——The University of Nebraska Dormitory 
Corp. will receive bids until December 1, for the con- 
struction of a girls’ dormitory building to cost $300,000. 
Davis & Wilson, 525 South Thirteenth street, are the 
architects. 

Norfolk, Neb.—Tyma Plumbing & Heating Co, Nor 
folk, with a bid of $19,840, has been awarded the plumb 
ing and heating contract for the new three-story receiv 
ing hospital at the State hospital, being built at a cost of 
$150,000. 





Left to right: E. T. Hanlon, of J. A. McBride Mechanical 
Equipment Co., St. Louis, Mo.; A. D. Hose, sales manager, 
James FP. Marsh & Co., Chicago; E. J. Carviin, New York 
City, of Heggie Simplex Boller Co., Joliet, IL; C. H. Gris- 
son, Warren Webster & Co., Camden, N. J. Photos taken 
at the annual convention of the Heating and Piping Con- 


tractors National Association, held recently at Louisville 

































































ee ee eee ee 


ee 


138 


7 


| Here’s the inside story-— 
There’s an inside story to 
nearly everything and the 
Two Bronze SEATS are 
Dart’s inside story. 
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These Two Bronze Seats, accurately ma- 
chined and ground give double protection to 
the joint —- assure a leak-proof, non-corrosive 
installation and will be your reason for spe- 
cifying Darts always. 

E. M. DART MANUFACTURING CO. 

Providence, Rhode Island 

Sales Agents: The Fairbanks Co., New York Branches 
Canadian Factory: Dart Union Co., Ltd., Toronto, Can. 











- We are Prepared ° 
: to give prompt service on c 
. your requirements for R 


IRON WATER CLOSET ° 
HOPPERS—TRAPS and TANKS 


, Also 
All types of Plumbers’ Cast Iron Specialties 
* JONES HOLLOW WARE COMPANY 


Established 1888 : 
° BALTIMORE MARYLAND 


° . . . + 7 > . . . . - . . . - . . 7 














“EBCO” 
Dishwashing 
SINK 


with built-in 
dishpan 

Let us tell you how to 
turn idle hours into extra 
profits. Send for copy of 
"A New Selling Silent’. 
it does not obligate you 
in any wey. 

The D. A. EBINGER 
SANITARY MANU- 
FACTURING CO. 


411 West Tewn Street 
Colturmbus, Ohio 


“AMERICAN SEAL” 
Pipe Joint Cement 


od] DRY OR PLASTIC » GRAY OR GRAPHITE | 























© more leaky installations! ‘“American Seal’ Pipe 
Joint Cement eliminates the possibilities of leaks. 
It is easy to use and will assure against leakage for all 
time. It will not dry out and what is more, it is unaffected 
by heat or cold. Be on the safe side all the time —use 


“AMERICAN SEAL” on every job. 


WILLIAM CONNORS PAINT MFG. CO. 
TROY . . » 


NEW YORK 
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Business Changes 





_ing Company by Mr. Dudley. 


by Contractors 


St. Paul, Minn.—O. P. Bahneman Co., plumbing and 
heating firm, has moved its office in St. Paul from 1596 
University avenue to 521 North Snelling avenue. The 
main office is located at 1318 Marquette avenue, Minne- 
apolis. 

San Francisco, Calif.—The Lyon Company, composed of 
H. W. and Herb Lyon, father and son, have succeeded to 
the plumbing, heating and ventilating business of the Al 
M. Fearley Co., 889 Ensanada avenue. 

Denver, Colo.—-F. H. Samson has moved his plumbing 
and heating shop from 717 East 6th avenue to 1955 East 
Louisiana street, with the idea that he will be better able 
to serve his customers. 


Phoenix, Ariz.—The Evans Construction Co., which has 
maintained a plumbing and electrical department in 
Scottsdale, Ariz., for several years, plans to extend this 
service to Phoenix, where the business will be carried on 
under the name of the Evans Plumbing & Electric Co. 

New York, N. Y.—The Weil Brothers Hardware & 
Plumbing Co., 507 West 125th street, proposes the erec- 
tion of a storage warehouse on the corner of 125th street 
and Amsterdam avenue, to cost over $50,000. 


New Contractors 
and Incorporations 


Salt Lake City, Utah—Articles of incorporation have 
been filed by the Harris-Dudley Plumbing Co., of this city. 
The concern is capitalized at $5,000 and has the following 
officers: John W. Dudley, secretary-treasurer; E. G. Harris, 
vice president; E. M. Dudley, secretary. The incorpora- 
tion followed upon the purchase of the E. G. Harris Plumb- 
The concern is located at 


143 E. Second South street. 














North Arlington, N. J.—Carl F. Gland and associates 
have organized the firm of Carl F. Gland, Inc., with a 
capital of $25,000, to establish and operate a plumbing 
and heating engineering and contracting business. The 
new concern is represented by William W. Wimmer, local 
attorney. 

New York City——The South Shore Heating Company has 
been organized and incorporated, with a capital of $100.- 


000, to establish and operate a heating engineering and 


contracting business along the south shore of Long Island, 





The sales convention of the Mineral Felt Insulating ‘(oe., 
held at the factory in Toledo, Ohio 
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Top row, left to right: C. W. Thomas, H. B. Smith Co., 
Wesifield, Mass.; and W. P. Brown, Springfield, Mass. 
Bottom row: Frank Morrison, Mason Regulator Co., Bos- 
ton; E. B. Cresap, secretary, National Association of Fan 
Manufacturers, Chicago; A. W. Moulder, Grinnell Co., Inc., 
Providence, R. L.; A. F. Karlson, Parks-Cramer Co., Fitch- 
burg, Mass. Photos taken at the semi-annual meeting of 
the American Society of Heating and Ventilating Engi- 
neers, held recently at Swampscott, Mass. 


with headquarters in New York City. The new concern is 





represented by the law firm of McLean, Ferris, Ely and 


Fain, 350 Madison avenue. 


Columbia, Mo.—John M. Old has opened a plumbing | 


and heating contracting business in this city, at 25 South 
Tenth street. 


Brooklyn, N. ¥Y.—With a capital of 100 shares of no 





par common stock, the Garfield Plumbing Company has | 
been organized and incorporated, to establish and operate | 


a plumbing, engineering and contracting business. The | 
new concern is represented by J. Applebaum, 26 Court | 


street. 


Brooklyn, N. ¥Y.—The Bloom Heating Company, Inc., 
has been chartered, with a capital of $5,000, to establish 
and operate a heating, engineering and contracting busi- 
ness. The law firm of Jacobs and Nadell, 1305 Forty- 
sixth street, represents the new concern. 


Babylon, N. Y.—Fred S. Robbins and associates, have 


organized the firm of Fred S. Robbins, Inc., with a capital 
of $10,000. It is planned to establish and operate a gen- 
eral plumbing, engineering and contracting business. R. 
S. Byrns, local attorney, represents the new concern. 


Medford, Wis.—E. W. Clark, of the town of Owen, Wis., 


has opened a plumbing shop in the Latton building, 
Medford. 


Jamaica, N. Y.—The Hollis-Albans Plumbing and Heat- 
ing Company has been organized and incorporated, with 
a capital of $20,000, to establish and operate a plumbing 
and heating engineering and contracting business in the 
Hollis and Saint Albans section of Queens County. The 
new concern is represented by the local law firm of Borden 
and Schurre. 

New York City—Frank V. Barth and associates have 
organized the firm of Frank V. Barth, Inc., with a capital 
of $1,000, to establish and operate a plumbing engineer- 


ing and contracting business. The new concern is repre- | 


sented by D. Frank, attorney, of Woodside, Long Island. 


Newark, N. J.—The firm of Michael Collin and Son, 
Inc., has been chartered, with a capital of $100,000, to 
establish and operate a plumbing and heating engineer- 
ing and contracting business. The local law firm of Her- 
rigel, Lindabury and Herrigel represents the new concern. 

Klamath Falls, Ore.—The Keenan Plumbing Co. is the 
name under which Harold A. Shearer has engaged in 
business at 617 Klamath avenue. 
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ACHESO 





The trend of times demands 


G&C 


COPPER 
BOILERS 


extremely careful buying 
not buying any kind of an 
article just because it is low 
priced, but buying that which 
gives you the most for your money. 


In Copper Range Boilers, there is no greater 
value than the G & C. Let us prove it. 


Write for our catalog 


GERSTEIN & COOPER CO. 
1 W. Third St. So. Boston, Mass. 
E. N. Coxerarr, Inc. > Mason P ) 
ei 
Gerstein & CoorerR Co. a RR 


¢22 Park Avenue ; : 
‘Baltimore, Md. Pittsburgh, Pa. 

















The Original Copper-Steel Pipe! 


([ IMe- TESTED and quality proven—Backed by the experi- 

ence and resources of the largest manufacturer of wrought 
tubular products in the world. Recommended for the places 
where pipe is exposed to atmospheric corrosion due to alternate 
wet and dry conditions. Ask for Bulletin No. 11, describing 
NATIONAL Copper-Steel Pipe. 


NATIONAL TUBE COMPANY, Pittsburgh, Pa. 
Subsidiary of United ES States Steel Corporation 


Fig. 142, flanged, Jenkins Standard Iron 
Body Globe Valve is recommended for 
lines 2 inches to 12 inches carrying 150 
pounds working steam pressure, 250 
pounds water. 
JENKINS BROS. 

sO White Street New York, N. Y. 
524 Atlantic Avenue Boston, Maas 
33 North Seventh Street Philadelphia, Pa 


Chicago, Il 
Houston, Texas 


1 

646 Washington Boulevard 
21 No. San Jacinto 

JENKINS BROS. Ltd., Montreal, Can.: London, Eng 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since [S64 
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It’s a Great Life 
If Your Endurance Is Good! 


Another complete short story, from the interesting 
biography of the wife of one of the men in the trade 
who, as you will find, is doing much to promote 
her husband’s business. This interesting story 
tells how this clever business woman helps in her 


husband's office 


N° ONE of the school children wes more pleased than | was 

to see vacation time roll around, for it gave mee chance to get 
back to the office, and what a state | found it in! It has been neces- 
sary to hire a girl to take my place there and from week to week | 
had outlined work for her to do. The work had been done, but 
how it was donel 

A letter to her meant just so many words to be type-written on a 
sheet of paper. She has no regard for appearances and started a 
letter at the top of the letterhead, whether the letter was long or short- 
The results were certainly out of line with the dignified program of 
direct-by-mail advertising that | was trying to inaugurate. Perhaps 
| was overly sensitive to detail, but | think most anyone will agree 
that her days by rights were numbered when she began to take up 
embroidering during working hours. One morning | came in to 
find her with a quilt spread out over her desk and busily engaged in 
fancy stitches. That quilt looked so big to me that | thought it covered 
the entire office, and though | had never fired anyone before, right 
then and there | had my first experience. 

When school started again in the fall, the principal at the school 
where | had last taught requested the board to send me back, and 
while there was a lot of satisfaction in knowing that | had not been 
a total failure as a school teacher, | had decided that teaching and 
business would not mix and that | would choose to stick to business. 

The building game picked up somewhat, and we began to get 
contracts for new work on a number of small projects. it was cause 
for celebration when we got the contract for a small two story clinic 
building, and how uneasy we were until that contract was signed. 
What shall we tell them if they ask for a list of our installations or 
inquire around as to our previous experience was the all-important 
question. 

It was about that time that | graduated from some of my more menial 
occupations such as janitress and errand girl, but for every job that | 
discarded | took on a new one. | now became stock room manager 
and purchasing agent. Time had been when a workman could never 
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Doing 





be sure of getting the right material if | had had anything to do with 
filling the order, for | did not know an ell from a tee or oakum from 
hokum. Having a nose for knowledge | had learned a lot in a short 
time, however, and | determined to test this knowledge on this clinic 
contract, endeavoring to see just how much | could save by purchasing 
efficiently and reducing the stock that we had on hand. (To be 
continued). 





Massechusetts Stete Auxiliary Holds Benefit 
Card Party 


The Massachusetts Ladies Auxiliary held a benefit whist 

and bridge party Friday evening, November 13. The 
party was held in the new assembly hall adjoining and 
owned by the P. W. Donoghue plumbing establishment 
at 342 Newbury street. About 200 members and guests 
were in attendance. The committee in charge of this 
party consisted of Mrs. P. W. Donoghue, chairman, Mrs. 
H. L. Rose, vice chairman, Mrs. N. Jepsen, Mrs. J. P. 
Perham, Mrs. J. Russell, Mrs. J. F. Murphy, Mrs. Tucker, 
Mrs. Aikens, Mrs. J. P. Rielly. Miss Mary Cleary was 
chairman of the Penny sale committee and was assisted 
by Miss Emlie Donoghue, Mrs. J. J. Cotter, and Miss 
Anna Rose. 

Those sharing honors at bridge were W. A. Doering. 
Dan Barry, P. J. Callahan, F. F. Bauer, J. F. Murphy. 
John Nagle, Frank Rohds, Mrs. J. B. Davis, Mrs. Fallon, 
Mrs. W. A. Doering, Mrs. H. Rose, Mrs. Hines, Mrs. Dan 
Barry, Mrs. Eva James, Mrs. John Nagle, Mrs. Cobbett, 
Miss Rose M. Walters, Ethel E. Bauer, Mae Hannigan, 
Josephine McMullen, and Dorothy L. Wilson. 

Honors in whist went to Mrs. R. S. Edwards, Mrs. A. 
F. Curtin, Mrs. C. F. Florentine, Mrs. George Duffey, 
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Mrs. Leonard Hickman, Newton, and Mrs. Andrew F. Cur- 
tin. Photo taken at annual convention of Massachusetts 
State Women’s Auxiliary, held recently at Boston 


Mrs. D. Doherty, Mrs. J. P. Rielly, Miss Mona Scanlon, 
Margaret Bagley, Marjorie Perkins, Nellie Donoghue, 
Helen S. Bagley, Uckla Anlausca, Fred Perkins, J. G. 
rillespie, R. T. Leahy, C. Conroy. 

Special prizes were donated by the Newton, New Bed- 
ford, Boston and Worcester, Mass., Ladies Auxiliary 
chapters. 


North Hudson Auxiliary Makes Plans for 


Winter Season 

A full winter’s program has been outlined by the North 
Hudson, N. J., Women’s Auxiliary, under the direction 
of Mrs. W. T. J. Orriss, president. The season opened with 
a theater party on the 27th of October. Two meetings 
a month are held, one purely business and the other a 
business meeting followed by a social, or card party. Each 
social affair is symbolic of the season. In February a 
masquerade party is generally held after which a mid- 
night banquet is served. Several women in the auxiliary 
driving their own cars invite a few more and drive down 
to state meetings. These ‘meetings are interesting and 
instructive. A shower for the local hospital is held once 
a year and the auxiliary also donates to other charitable 
organizations. 


Cincinnati Women Give Rummage Sale 


On November 3 the Women’s Auxiliary to the Cincin- 
nati, Ohio, Master Plumbers’ Association held a meeting 
at which time a report on a recent rummage sale was 
made. The sale proved a success both financially and 
socially. A social hour was held following the business 
meeting. Mrs. A. J. Murphy was hostess at a card party 
and social on November 18. 

According to Miss Alma Niesen, chairman of the con- 
vention committee, progress is reported in the work of 
that committee. 


Entertains Salt Lake City Women 
Mrs. John L. Rasmussefi “éntértained the members of 
the Ladies’ Auxiliary to the Salt Lake City, Utah, Asso- 
ciation of Plumbing and Heating Contractors, at the reg- 
ular November meeting. A luncheon was held, followed 
by games at the Rasmussen home. 


Chicago Group Holds Successful Meetings 
and Parties 


The Women’s South Side Auxiliary of Chicago met at 
the Broadview hotel on Wednesday, November 4. There 
were 27 members present to enjoy the luncheon. The 
hostesses were Mrs. Bolton, Mrs. Sepican, Mrs. Haigh and 
Mrs. Hudon. The card party held at Smyth’s proved to 
be a success, according to a report read by the secretary, 
and a substantial sum was turned over to the treasury. 
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As you gain new business and the 
confidence of your customers by in- 
stalling welded pipe systems, perma- 
nently leak-free, you will develop in- 
creasing confidence in Airco Oxygen 
if you give it a trial. 


Its uniform quality and availability 
in any quantity should interest you 
if you are welding. If you are not, 
we shall be glad to explain how to 
gain customers, more business and 
even cut your overhead thru its use. 


Air Reduction Sales Co. 
Lincoln Bidg., E. 42nd St., New York City 








SAV56 Air Moisteners 





For Radiators B ag af iene a ansednaneinss 
Made of 0 For All Styles 
“Armco” Rust- Most efficient, durable and and Sizes of 


Galvanized Iron 





1400 Merchandise Mart Bidg. Dept. ¢ 





Everybody a Prospect! 
FOR 
FANTOM 
RADIATORS 


AND ALL STANDARD 
TYPES AND SIZES 
OF RADIATORS 


Fill with water and hang on Sets in hot als pipe 





Pipe and Pipeless 
Furnaces 


resisting Ingot sanitary humidifiers made. 


GUARANTEED 
Good profit to the trade. Write for catalog snowing prices and discounts. 


SAVO MANUFACTURING COMPANY 
Chicago, I11. 

















CID 


SHALLOW AND DEEP WELL WATER SYSTEMS 


A complete line for every 


domestic water system need 


GOULDS PUMPS, Inc. 


SENECA FALLS, N. Y. 
WORLD’S LARGEST PUMP SPECIALISTS 











INCREASE 


YOUR 


PROFITS 


There’s agood margin for you 
And satisfied customers too! 


Dok vere 


Write for full information. 


THE DOLE VALVE COMPANY 









How tt looks tnstde 
Dole 2-B Vacuum 
V alves 






1913 Carroll Ave., Chicage 
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On November 7 a fish and chicken dinner was held at 
Lundgren’s. There were 54 present, including the hus- 
bands. Several members entertained with songs and reci- 


C L i = bE A be tations, and cards were enjoyed. 
The auxiliary plans a covered dish dinner at the Ridge 
WAT E RH EAT t RS clubhouse, Beverly Hills, in December. Mrs. Hagar, presi- 


dent, is responsible for securing the use of this club. 


| The Cle-Bar Water Heat- pressed on the minds of Mrs. Flavin and Mrs. Watson have the sympathy of 
er has managed, thru its contractors everywhere. the members of the auxiliary in the recent deaths of their 














outstanding reputation for If you have never known fathers. While Mrs. Hildeman, state president, is not yet 
rendering absolute satis- the profits and satisfaction well enough to attend meetings, she is reported well on 
faction in every installa- that come from a Cle-Bar the road to recovery from her recent illness. 

tion, to build a name installation, let us send 

that is being indelibly im- you literature. 


Newton Auxiliary Secures New Member 
The Newton (Mass.) Women’s Auxiliary held its first 
meeting of the season at the home of Mrs. John Ryan. 
Mrs. Stevens, wife of the president of the Newton asso- 
ciation, was admitted as a member at this meeting. The 
auxiliary is working to secure additional new members. 
The auxiliary has extended to Mrs. Perham, National 
president, its wishes for a happy and successful term of 


office, and has promised her its support. 


Germantown Auxiliary Visits Allentown, Pa. 

The Ladies Auxiliary to the Germantown, Pa., Master 
Plumbers’ Association held its monthly meeting on No- 
vember 3 at Waterview recreation centre. There were 
nine members in attendance. At this meeting it was 
suggested that a trip be taken with the money in the 
treasury. Mrs. Jerman, Mrs. Smith and Mrs. Rush were 


Cc L E G BH oO be N Cc oO M PA A Y hostesses. Refreshments consisting of coffee, sandwiches, 


pickles and nuts were served. 
nd iliac mt sina Dead iaasceid The trip was made on November 10 to Allentown. Eight 
members took the bus to Lansdale and changed there for 
the electric train to Allentown. The party arrived in 
time for luncheon, after which they toured the town, 
ie visiting points of interest. The group was much impressed 
® Ss. B. with the scenic beauty of the city. It was decided that 
more card parties will be held in the future to raise 


SPRINKLER nae 
HEADS : 












































Indianapolis Women to Help Needy 

On November 13, Mrs. John J. Anderson entertained 
the members of the Indianapolis, Ind., Women’s Auxiliary. 
This was the regular monthly meeting. It was voted at 
this time that no evening parties be held during November 
or December on account of the holidays. Every member 
is to bring some kind of food to the next meeting, which 
will be distributed to the poor. Following the business 
session, a social hour was enjoyed. The next meeting 
will be held at the home of Mrs. Herbert Bauer, 1202 N. 
Kealing avenue, on December 11. 






i genuine C. S. B. 
Head is stamped with the 
post yxy ade pee a gf | 


Be sure it’'saC 


Knowing the disastrous results 
of a sprinkler system failure, it 
is obvious that the sprinkler 
contractor should give it ex- 
tremely serious consideration. 


Have you ever examined a | 


Ls ae Sprinkler Head? See Left to right: Mrs. Eugene O’Connor, Muskogee, chaplain; 
one, and you will specify them Mrs. R. C. DeLautre, secretary; Oklahoma City; Mrs. J. M. 
from then on. Anderson, vice president, Oklahoma City; Mrs. E. L. Estes, 

| president, Shawnee; Mrs. R. L. Patton, treasurer, Okla- 
cC.Ss.B. SPRINKLER CO. | homa City, and Mrs. H. E. Truttman, historian, McAlester; 
86 BROAD ST. BOSTON, MASS. | all officers of Oklahoma state auxiliary. Photos taken at 
the annual convention of the Oklahoma state auxiliary, 

held recently at Oklahoma City 
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Lines 
Connected by Ly 


Pipe 


We have been informed that there will be an increase in 
the sale of automobiles this fall and winter. More cars will 
be sold to people who do not buy tickets to the big football 
rames., 


ABOUT JOKES 
An Englishman, according to popular belief, 
gets three laughs out of a joke. First, when the 
joke is told; second, when it’s explained to him, 
and, third, when he understands it. The French- 
man gets only the first two—he never sees the 
point. The German gets only one—he won't 
wait for an explanation. And the American 
gets none at all, because he’s heard the joke 
before. 
ROCHESTER COMMERCE. 
THAT BATH A DAY 
Spinster: “Has the canary had his bath yet?” 
Maid: “Yes’m. You kin come in now.” 
THE PATHFINDER. 
YOU'D NEVER GUESS THE LAST LINE 
There was once a young couple named Slightam, 
Who were afraid disease germs would bite ’em; 
They ate an apple a day 
To keep the doctor away, 
But he came and brought twins, just to spite ’em. 
LEIGHTON’S GLOOM CHASER. 


Mrs. Mack: “I’m bothered with a little wart that I'd like 
to have removed.” 

Dr. Jones: “The divorce lawyer is three doors to the right.” 

ONE SHOULD ALWAYS’ CONSIDER OTHERS 

Judge: “You’re charged with throwing your mother-in-law 
out of the window.” 

Prisoner: “I did it without thinking, Your Honor.” 

Judge: “I realize that, my dear man. But don't you realize 
how dangerous it was for any one passing at the moment?” 


ARTISTIC AGREEMENT 

SHE (as they motored by a church): “Aren't 
those chimes beautiful? Such exquisite har- 
mony.” 

HE: “You'll have to speak louder, dear. 
Those bells are making such an infernal racket 
that I can’t hear a word.” 

THE LOCOMOTIVE. 


HE MUST HAVE OUR SCOTCH 

The wedding was over. The bride dashed down the front 
steps amid a shower of rice, and jumped into the taxicab 
that was to take them to the station. 

“Heavens, where’s Jock?’ she piped up. 

“Patience, lassie,”” whispered the best man, “he’s back of 
the car trying on the old shoes.” 

THE BLUE FLAME. 


CRUDE, BUT WE LIKE IT 
“How'd you get those two black eyes?” 
“My wife gave me a pair of socks for my 
birthday.” 


THE STRANGER WITHIN THE GATES 

Old Man: “When did the first street car 
start running here?” 

Citizen: “On August 2, 1836, sir.” 

Old Man: “Thanks. I wanted to be sure. I'm 
waiting for it.” 


There is one place where a woman can't get the last word 
in a place where there's an echo. LYyfrT 
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FULTON 


PROFITS « « 


| (pl! jl . in Automatic Room 
Temperature Control 

VV with SYLPHON 
THERMOSTATIC 

Ve =a dire oft ; RADIATOR VALVES 


Replacing ordinary radiator 
valves, they regulate room warmth 
by regulating steam flow to each 
radiator. Rooms never get too 
~ 

- hot or too cold. Save fuel. Real 
profits in sale and installation. 


FULTON SYLPHON (6. Write for Bulletin WD.250, 


TENN., U.S.A. 
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WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass., Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities in the World 
Walworth Company Limited, 660 St. Catherine St., West, 
Montreal, P. Q. 


Walworth International Co., 19 Rector St., New York, 
Foreign Representative 


VALVES, FITTINGS AND TOOLS 











Watts Hot Water House Heating Unit: Water 
Pressure Regulators; Diaphragm Relief Valves; 
Strainers, Boiler Water Feeders, etc., can be installed 
with the assurance of entire satisfaction. For back 
of this organization is a reputation for square dealing 
sustained over a period of 57 years. Write for catalog. 


WATTS REGULATOR CO. 

249 Lowell Street ro Lawrence, Mass. 

John G. Kelly, Inc., Distributors, 210 E. 45th St., 
New York 


W.H. Cunningham & Hill, Ltd., Canadian Distributors 
269 W. Richmond St., Toronto, 2, Canada 








OU will spend less than fifteen min- 
utes reading this book. it may mean 
years of bigger profits for you through 
SATISFIED customers! Learn how to be right 
EVERY TIME about pipe. Mail the coupon for 
“The Low-Down on the Pipe Business’’ TODAY. 


READING IRON CO. 
General Offices: 401 N. Broad St., Phila., Pa. 


READING IRON COMPANY 
401 WN. Broad St., Philadelphia, Pa 

Yes, | AM interested— 
Please send me your free booklet... 
“The Low-Down on the Pipe Business” 
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ROBERTSHAW 


THERMOSTATS 


For authentic advice on your 


temperature control problems, 





write the Robertshaw 





Thermostat Company, 





Youngwood, Penna. 











JENNINGS CENTRIFU- 
GAL PUMPS are fur- 
nished in standard sizes 
with capacities up to 1500 
g. p.m. Heads up to 300 
ft. Write for Bulletin 155. 


Jennings The Nash Engineering 


Company, 41 Wilson Rd., 


Pum Ds South Norwalk, Conn. 
== STASCO= 


EMPIRE SEAMLESS SEATS 


are guaranteed for 5 years 




















not to crack, chip, craze, 
peel or discolor and to 
give absolute satisfaction. 


STANDARD TANK & SEAT CO. 
TIRE tex ation CAMDEN 1: N. J. scoalaeetiaiaiiaiadl 
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FLANGED 


COMPANY 


JSEANNETTE-PA. 
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| Bath a Day Movement 


72 


Is your city or town one 
among those (there are 
177) in which “The 
Story of the Bath” has 
been distributed in the 
schools for reading by 
students? That dis- 
tribution has brought 
a great deal of val- 
uable publicity where 
this was done 





EQUESTS from plumbing contractors for the ‘“Twenty- 
R Minute Program” for use before Rotary, Kiwanis, 
Lions, Civitans, and other service clubs, are on the in- 
crease. Contractors appreciate the fact that it is possible 
for them to secure from us this complete program, reliev- 
ing them of all the work in connection with “Plumber's 
Day’’ at their various clubs. 

Sooner or later this winter, every plumbing contractor 
will be called upon to furnish the program for the noon- 
day luncheon of his service club. By writing ‘‘Domestic 
Engineering”’ he will receive, without charge, the twenty- 
minute program we prepared, because so many master 
plumbers had asked for this assistance. Write for your 
copy, and a copy of “The Story of the Bath.”’ 


Little Sentences That Sell 


Write one of these BLACK BOARD EPIGRAMS on your 
window or bulletin board each day. Many master plumbers 
and heating contractors find them real business getters. 


It is easy to begin loafing, but it’s hard to stop. 
~ ° * 


A smile on the face is worth two in the tumbler. 
a * . 





If a thing doesn’t seem possible it is sure to occur. 


* 7 s 
The silent watches of the night have no tick. 
* * e 


Courtesy opens many doors and lack of courtesy leaves 
them open. 





* ? * 


Political clubs are sometimes trumps. 
+ - * 


| Many a full-dress suit covers an empty stomach. 
7 « . 


It takes a dentist to drill a raw recruit. 
4 * * Ps 
Chronic hand shakers always have something up their 
| sleeves. 
. * o 


A man injures himself every time he wrongs another 

& “ e 
It is always a great bore for the burglar if the safe is 
locked. 
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1,829,334. Water Heater. Fred 
Mich. 


1,829,567. Vacuum Relief Valve. 
Boston, Mass. 


DOMESTIC ENGINEERING 


PATENTS 


Plumbing Department 





W. Birtch, Lexington, | 


Joseph A. Maynard, 
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1,828,970. Water Cooler. George J. Huntley, Balti- | 


more, Md., assignor to Crown Cork & Seal Company, New 


York, N. Y., a Corporation of New Y 


1,829,051. Hydraulic Ram System. William K. Mc- 


Farlin, East Orange, N. J. 


1,830,106. Plumbing System. William C. Groeniger, 
Columbus, Ohio, assignor of one-half to John C. Crom- 


well, Alliance, Ohio. 


1,829,742. Flow Controlled Gas Water Heater. Robert 
J. Dougherty, Ambler, Pa., assignor to John Wood Man- 


ufacturing Company, Conshohocken, 
Pennsylvania. 


ork, 


Pa., a Corporation of 
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1,828,763 











1,828,763. Fire Hydrant Vent Valve. James R. Carnes, | 


Knoxville, Tenn., assignor of one-fou 
and one-fourth to Harry R. Burke, 


rth to Cary F. Spence | 
Knoxville, Tenn. 


1,831,656. Water Softener. Charles P. Eisenhauer, | 


Dayton, Ohio, assignor to The Duro Company, Dayton, 


Ohio, a Corporation of Ohio. 
85,560. The Ornamental Design 


Flush Tank. Bert O. Tilden, Trenton, N. J., assignor to 
B. O. T. Manufacturing Company, Trenton, N. J., a Cor- 


poration of New Jersey. 
85,516. The Ornamental Design 


for a Water Closet 





for a Wash Fountain. | 


David H. Ebinger, Columbus, Ohio, assignor to The D. A. | 
Ebinger Sanitary Manufacturing Company, Columbus, | 


Ohio, a Corporation of Ohio. 
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PIPE FITTINGS 





»> 


























Clean threadways—Tapping to gauge—Absence 
of sand holes—all go to distinguish—| MICO— 
Fittings. 


A full line in malleable iron, cast iron and 
brass. 


Also manufacturers of brass and iron valves. 


y 


ILLINOIS MALLEABLE IRON CO. 
Chicago, Ill. 


MANUFACTURERS OF BRASS AND IRON VALVES 





























howe of the Best 





That’s what you get in replies from 
a DOMESTIC ENGINEERING 
Classified Advertisement. 


No matter what your problem—if 

ou want a job, or a man fora job, 
if you have some used equipment 
to sell or want to buy some, if you 
want to know what the a 
books on plumbing and heating 
are, if you want bids on a job—a 
DOMESTIC ENGINEERING 
Classified Advertisement will solve 
that problem. 








Domestic Engineering 


1900 Prairie Avenue, Chicago, Illinois 
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Made Throughout 
of Red Metal 


OR tanks with supply close 


don't touch 


det on com- 


Through your 
wholesaler 


e CENTRAL 


PARAGON DIVISION 


BIASS 














To many successful 
contractors, it is no 
novelty to make 

“more profit in the 
make-up” on their 
jobs. Ohio Brass 
Valves make up 
better, easier, quick- 
er, more profitably. 

1466V 


OHIO BRASS COMPANY 


Mansfield, 1b) Ghie, U.S.A. 

















, American 








BRASS VENT TEES 


You Il find American precision, 
American quality and American 
workmanship in every piece of 
American Brass Goods no mat- 
ter how small or seemingly 
unimportant it may be. Order 
American Brass Goods from your 


jobber. 
AMERICAN SANITARY MFG. CO., Abingdon, Ill. 








COPPER~GA LVANIZED 


RIVERSIDE BOILER WORKS, INC 
CAMBRIDGE MASS 


IVERSIDE 








ENGINEERING 
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1,831,656 























1,829,785. Electric Water Heater. Herbert W. Chris- 


| tian, Windsor, Ontario, Canada. 


1,830,159. Gas Burner. Loran F. Doen, Cleveland, 
Ohio, assignor to The Cleveland Heater Company, Cleve- 
land, Ohio, a Corporation of Ohio. 























1.830.005 


1,829,785 








1,830,005. Flush Valve. William E. Sloan, Chicago, III. 


1,830,330. Toilet Seat or Cover Hinge Construction. 
Emil J. Nielsen, Rockford, Ill., assignor, by mesne as- 
signments, to The San Duro Manufacturing Co., Rock- 
ford, Ill., a Corporation of Illinois. 























1,830,330. 


1,830,356 








1,830,393. Gas Burner. Bernard A. Geurink and Louis 


H. Guerink, East Cleveland, Ohio. 


1,830,356. Gas Burner. Francis D. Ford, Delaware, 
Ohio. 
1,830,781. Swinging Container for Sinks. Frank G. 


Brotz, Kohler, Wis., assignor to Kohler Company, Kohler, 
Wis., a Corporation of Wisconsin. 


1,830,344. Sanitary Shield for Toilet Seats. 
Elisabeth Akesson, Boston, Mass. 


Ingrid 
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1,830,933 








1,831,244. Hot Water Circulating System. Sydney 
Hartsell, Seattle, Wash. 
1,830,933. Combined Pilot and Heater. Alfred F. 


Coony, Glendale, Calif. 
85,564. 


Philip A. Wooster, San Francisco, Calif. 











1,830,955 








1,830,955. 
Evanston, IIl., 


1,831,046. 


Flush Valve Device. Alexander W. Moseley, 
assignor to Sloan Valve Company, Chicago, 
Ill., a Corporation of Illinois. 


Packingless and Seatless Valve for Faucets. 
Basil V. Szab6, Bronxville, N. 


: 


Heating Department 


1,829,520. 


signors to Ace Humidifying, 


Humidifying-Radiator Unit. 
Kaplan and Henry F. Hauser, 


Arthur W. 
Minneapolis, 
Ventilating and Sheet Metal 


Works, a Copartnership consisting of Henry F. Hauser, 
T. D. Dynes, and Frank A. Luther, Minneapolis, Minn. 


1,829,236. Pipe Joint. 
N. Y. 


Albert G. Perkins, Buffalo, 




















1,420,183 
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The Ornamental Design for a Soap-dispenser. | 





Sarco and dependability are 


synonvmous in the minds of 
AWau titan and kingineers whe 


know the 


7300388 
: ~ yj 9739 


wae? FE Perfect performance, long life 


and true economy are assured 
; when you specify the "SAKCO 

183 Madison Avenue. 
New York, N.Y. 


Branches in 
Principal Cities 


Catalog [4 f0 sent on re (pice Sf. 


MODERN HEATING 
EQUIPMENT 


for all types of Buildings 


HOFFMAN VALVES 
HOFFMAN CONTROLLED HEAT 
HOFFMAN -ECONOMY PUMPS 





| Write for Catalog 





HOFFMAN SPECIALTY CO., INC. 





No. 2 Vacuum Vaive DEPT. RX- 76 


The Wrench with the 
Unbreakable Housing 


Replaceable heel jaw . 
- an adjusting nut that turns easily in open 
housing . . instant grip . . . no slipping . 
instant let-go . . and now, double its old 
strength. See the FREER at your Jobbers. 


THE RIDGE TOOL COMPANY, Elyria, Ohio 


. full Seating hook jaw 





REPUBLIC 


Compression 
NY ieleMelilem Olgelis 


for 


STREAMLINE 
COPPER PIPE 


Licensed under Mueller Brass 
Company, Streamline Division, 


Patents |,770,852 and 1,776,502 


THE REPUBLIC BRASSCO. 


Fig. 327-S4t 1623 East 45th St., Cleveland, O. 


147 





WATERBURY, CONN. 
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CADWELL 
AIR 
VALVES 


e 


AY 8 4 


‘FLUSH: 

VALVES 

ASK FOR 

THEM 

BY NAME (Gaiizaile, | 
A cen AND 


CEILING 
\ \ cy, 





IN 


JUMBO 
“PIPE 
HANGER 
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aCADW re 
NEW BRITAIN, Se. 








MYERS CYLINDERS 


Turn your back to cylin- 
der troubles—avoid com- 
plaints and limited service 
years — sell and install 
Myers Cylinders—the com- 
plete line adapted for any 
style or type of hand or 
power pump. Brass, Brass 
Lined or Polished Styles 
in all standard sizes. Qual- 
ity built throughout. Rea- 
sonably priced. Satisfac- 
tory and profitable. Your 
inquiry will receive prompt 
attention. 
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The costota spencer Magazine teed eteliia: and one year's 
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1,829,183. Pipe Threading Machine. Eugene V. Blan- 
chard, Tulsa County, Okla., assignor of one-half to D. S. 
Bowers, Tulsa, Okla. 

1,829,197. Combustion Apparatus. Stanley K. Smith, 
Westfield, Mass., assignor to The H. B. Smith Company, 
Westfield, Mass., a Corporation of Massachusetts. 

1,829,125. Oil Burning Heater. Artis Chester Bryan, 
Syracuse, N. Y. 

1,828,818. Stoker. Frank P. Roesch, Chicago, IIl., 
and Andrew M. Hunt, New York, N. Y., assignors to 
Standard Stoker Company, Incorporated, a Corporation of 
Delaware. 


























1,828,883 


1,828,818 








1,828,883. Fuel Supply Control Mechanism for Gas 
Burners. George A. Tuck, San Francisco, Calif. 

1,830,327. Heating Unit. Arthur B. Modine, Racine, 
Wis., assignor to Modine Manufacturing Company, Ra- 
cine, Wis., a Corporation of Wisconsin. 
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1,830,499 











1,830,432. Cutting Tip for Gas Torches. George L. 
Hammon, San Francisco, Calif., assignor to National 
Welding Equipment Company, Incorporated, San Fran- 
cisco, Calif. 


1,830,186. Oil Burner. Harry Barley, San Francisco, 
Calif. 
= 
Lincoln, Neb.-—Hart Plumbing Co., 2726 North 48th 


street, with a bid of $29,532, has been awarded the plum) 
ing, heating and ventilating contract on the new three- 
story Y. W. C. A. building at 1432 N street, to cost 
$250,000. 

Sioux City, la.—Bids will soon be taken for the con- 
struction of an eight-story, 75x 150 ft. store and office 
building at Fifth and Pierce streets, for the C. F. Lytle 
Co., to cost $350,000. K. E. Westerlind, 723 Badgerow 
building, is the architect. 
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One inch $4.00, 
Cash must ac- 
cempany order 
Copy should 
reach us eight 
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Situations Open 





500 Salesmen Wanted 


Responsible men only—Health- 
O-Matic Humidifier—new—pat- 
ented — liberal commission — 
moderately priced—sell to homes 
and dealers—no investment 
necessary — territory open in all 
states—money maker for right 
man. See, do not phone JOHN 
YOUNESS, Columbus, Wis. 


REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shield3 and radiator cab- 
inets. Our representatives earn $500.00 
to $1,000.00 per month the year around, 
above expenses. Full selling plan fur- 
nished. Address Key 256, “Domestic En- 
gineering,” 1900 Prairie Ave., Chicago. 








JOBBERS AND SALES AGENTS 

should communicate with us re: A 
money-making proposition now avail- 
able. Write us today. Address KOIL- 
pe HEATER COMPANY, Geneva, Illi- 
nois. 


Situations Wanted 


SITUATION WANTFD — BY GOOD 
Office man. Many years’ experience 
in plumbing and heating office as book- 
keeper, typist, buyer and estimator. 
Will go anywhere. Moderate salary. 
Address Key 681, “Domestic Engineer- 
ae Prairie Avenue, Chicago, 
nois. 








ENGINEER, MAINTENANCE MAN, 

age thirty-eight—fifteen years’ ex- 
perience industrial and power piping 
and heating. Desires position any- 
where. Available now. Past two years 
foreman of a Water Softener ee 
turing Company. Address Key 
“Domestic Engineering,” 1900 Prairic 
Avenue, Chicago, Illinois. 





POSITION AS BOOKKEEPER IS DE- 

sired by young man thirty-five years 
of age and married. Sixteen years’ ex- 
perience. Willing to go anywhere. 
Address Key 682, “Domestic Engineer- 
ee +g has Prairie Avenue, Chicago, 


SITUATION WANTED — PLUMBING 

and Heating Estimator. Can man- 
age office and shop; design and super- 
Vise installations from Power Plants 
to Dwellings. Twenty-five years’ ex- 
perience. Will go anywhere; either 
short or long time engagement. Ad- 
dress Key 680, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago, 
Lllinois, 





For Sale 





FOR SALE 

Wholesale and Retail Plumbing 
Business, established 25 years. Did 
over $240,000 worth of business in 
1930. Stock estimated nage et 
Located in central Oklahoma. 
ers in ill health. Address Key 659, 
“Domestic Engineering,” 1900 Prai- 
rie Avenue, Chicago. 


Lines Wanted 


REPRESENTATIVE 


with twenty years’ experience 


of direct contact with Jobbers 
in the Plumbing Industry from 
Pittsburgh to West Coast wishes 
to make connection with 
manufacturer interested in 
such services. A-1 References. 
Address Key 687, ‘‘Domestic 
Engineering,’ 1900 Prairie 
Avenue, Chicago. 








FORMER KOHLER CO. REPRESEN- 

tative would like to handle one or 
two select lines among jobbers New 
York and vicinity. Twelve years’ experi- 
ence. Address Key 686, ‘Domestic En- 
gineering,” 1900 Prairie Avenue, Chi- 
cago. 





Lines to Handle 





MANUFACTURERS’ REPRESENTA- 

tives calling on wholesalers of plumb- 
ing supplies to handle a popular priced 
line of shower bath curtains on com- 
mission basis. Protected territory. Ad- 
dress Key 688, “Domestic Engineering,” 
110 East 42nd Street, Room 1706, New 
York, N. Y. 


——e 


WANTED — MANUFACTURERS REP- 

resentative to represent pipe mill on 
their standard line’ in Ohio and Indiana. 
Address Key 689, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago, III. 














Use this page 
to get 
what you want 





If you are looking for 
competent employes; or if 
you contemplate a change in 
position, have a patent for 
sale; wish to purchase or 
sell a plumbing and heat- 
ing business; second-hand 
machinery or tools; forma | 
co-partnership, etc., your ad- 
vertisement on this page will 
put you in touch with the 
people you desire to reach. 





The cost of insertion is 
only eight cents a word and 
may mean many dollars to | 
you. 





jnipipenecnmnnesemiveeiasl 

















Territories Open 


for salesmen to sell a new 
line of all-electric water 
softeners. Something en- 
tirely new. No competi- 
tion. Softener requires no 
reconditioning no mineral, 
no salt. Absolutely auto- 
matic. Proven in hardest 
water areas. Address Key 
685, “‘Domestic Engineer- 
ing’’, 1900 Prairie Avenue, 
Chicago. 





Men now selling the heating trades 

in Eastern States, as commission 
salesmen, agents, representatives or 
jobbers and not handling competing 
product, may receive consideration 
for distribution of new line of con- 
cealed heaters. In applying, list ter- 
ritory, lines handled, etc. Address 
Key 684, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illi- 
nois. 


Miscellaneous 





LAND That Small Job When ESTIMATING 
a... Sell Our Pocket - Size Combination 
es S| Estimate - Contract Blanks will 
ae = help you. $1 for book of 50 with 

-4 duplicates, promptly mailed via 

insured parcel post,with samples 

of other useful Forms, Letter 

Heads, Bill Heads, Cards, etc. 








Louis Fink & Sons Co., 
= School Building 
| Laurel Springs New Jersey 











PLUMBERS’ BIN LABELS 


a) Lix3 











Send for samples and prices of card holders, 
bin labels and stop valve tags. 


You can order through your local jobber or 
plumbing supply house. 
Haddon Bin Label Co., Haddon Heights, N. J. 


Books for Your Trade Library 





QUESTIONS AND ANSWERS ON THE 

PRACTICE AND THEORY OF 
STEAM AND HOT WATER HEATING 
By R. M. Starbuck. More than 600 
questions covering practically every 
angle of steam and hot water heating 
are answered in this book. It contains 
several drawings showing heating lay- 
outs, main and branch connections, ra- 
diator connections, etc. Many practical 
charts and tables are given. Has 1651 
pages, 6x9, bound in cloth. Price post- 
paid $2.00. 


Domestic Engineering 
Books Sent Parcel Post Prepaid 
1900 Prairie Avenue, Chicago 























































a 





age 





- a ae 





A a 


ad 





DOMESTIC ENGINEERING November 28, 1931 








n 


Acheson Mfg. Co 
Air Reduction Sales Co. 


Alabama Pipe Co... 


American Hair & Felt Co.. 


American Radiator Co.... 


ex to Advertisers 


122 


American Sanitary Mfg. Co.146 


Anniston Foundry Co.. 


Armstrong Bros. Teo. €cO.. 


154 
111 


Automatic Gas-Steam Ra- 


Sater - Ce ok as 


farber Gas Burner Co., The 75 


fead Chain Mfe. Co. 


Beaton & Cadwell Mfe. Co.148 


Renson Co., Inc., Alex R 
Kihake Specialty Co 


Rurnham Boiler Corp.... 


83 and 


Butler Mfex (“© 


( S. B. Sprinkler Co 


Capitol Brass Division «¢ 


10] 


5% 


~142 
f 


tohn Aluminum & Hrass 


Corp. = : 
Carty & Maore Eng. Co 
(Central Brass Mfex. Co 


wet Co 


(‘hicagzo Fa 


Cleghorn Co. 


Compound Injector & Spe 


cialty Co 

Connors Paint Mfg. Co., 
Wim. 

Cook Electric Co 

Crane Co. 


(‘urtis & Curtis Co 


Dahiquist Mfe. Co 
Dart Mfg. Co., EK. M 
Decatur Pump Co. 
Dole Valve Co 


Duriron Co,., Ine... The, 


ebinger Sanitary Mfe. Co.. 


I. A : 
Enterprise rass Works 


Kexcelso Products Corp 


Fairbanks. Morse & (‘a 


Fulton-Syilphon Co... The 


(;erstein & ( “onaope r i's 


(;oulds Pumps, Ine. .97 and 


November 28, 1931 


Ceeeaeee ee. GO. ce wesceweds JU Revere Copper & Brass, 
Grinnell Co., Ine......8 and 9 te ee ee eee aaa aan on 9 4 
ee We GG ew oe be even 147 
Hart & Crouse Co........ 105 Riverside Boiler Works...146 
Hayes Mfg. Co............ 125 Robertshaw Thermostat Co.144 
Have Mfe. Co............. 99 Russell & Co., W. A...... 104 
OS go eee 135 
Hoffman Specialty Co., Inc.147 es Te i ns a 147 
Hotstream Heater Co..... AT Dave BE. .COsicnss ccsacce 141 
ee GI ceceaeutaeeen ts 144 
Illinois Malleable Iron Co.145 Sherwood Brass Works...105 
International Nickel Co...151 BEOGM. VASO Ue... civcoccas 106 
Interstate Foundry Co....13 Smooth-On Mfg. Co....... 116 
NE E. ~ ens ba ewe we oat 98 
Jarecki Mfg. Co........... 109 Spencer Heater Co........ 148 
Jenkins Bros. .......... (139 Standard Sanitary Mfg. Co. 89 
Johns-Manville .......... 19 Standard Tank & Seat Co..144 
Johnston Bros., Inc........ 72 Stockham Pipe & Fittings 
Senco BMaltow Ware Co.... 182 a tees Rb Gee ee bob eo 148 
Josam Mfe Co.... i Stokes Rubber Co., Jos.... 5 


Stringer Bros. Co., Ine....134 


Kennedy Valve Mfg. Co... 16 


Koven & Bro.,, Ine., L. O..115 Taber Pump CO......ccee. 134 
Toledo Pipe Threading Ma- 
Lavelle Rubber Co. 133 chine Co. joo eee oo 8 6 66 © & 20 
Leonard-Rooke Co 131 Trenton Brass & Machine 
| } | . Re er eee re 126 
Linde Air Products Co.... 86 
Malleable Iron Fittings Co. 59 United Hotels Co. of Amer- 
“we 9 
Mclbonnell & Miller ee 135 _ Sree re ees Peres Tee 132 
Milwaukee Flush’ Valve €Co.133 U. S. Hame Co............ 118 
Semersey HVOOS CO... kiccccce BS 
Mue rco., side Fr Cover . ‘ 
lueller Co.Inside Front Cover Vapor-Vac Mfg. Corp..... 99 


Murdock Mfg. & Supply Vogel Co., Jos. A....3 and 152 


i ae a 
Mvers & Bro. Co., F. E .148 
fl. Ef a wre 143 
Warren Webster & Co.... 7 
Nasl “ngineering C , : ‘ 
ah Engineering Co Shah Watts Regulator Co...... 143 
National Regulator ("o. se .129 W eis Mfg Co Henry 128 
National Tube Co 139 Wetter Pipe Co........... 124 
Tak Sin wy Bes &a deere 2 aan 13 
ere eee 146 Wood Mfg. Co., John...... 127 
Worcester Brush & Scraper 
Penberthy Injector Co.... 57 em. d<n wb wows 6 oe ebew Ones 136 
Penna. Range Poiler Co...126 
Penn Heat Control Co..... 80 “X" Laboratories. Back Cover 
Powers Regulator Co 134 
Youngstown Sheet & Tube 
Ravenna Tron Co -o2 184 ee ee ee eee 15 
Reading Tron Co -.. 14s Youngstown Welding & 


Republic Brass Co 147 Kngineering Co, ..... 109 




















November 28, 1931 DOMESTIC ENGINEERING 151 





Waldorf-Astoria Hotel, New York. Solid Nickel Silver 
plumbing fixtures by Standard Sanitary Mfg. Company, 
Pittsburgh, and Sloan Valve Company, Chicago. 
Architects: Schultze and Weaver, New York. Plumbing 
Contractor: John McMillan Company, tnc., New York. 


ong-wearing SOLID NICKEL SILVER 


tlisieicne Tlie ie new | Maldorf AG: iat 


@ Where it is highly important that sani- 
tary fixtures retain lifetime attractiveness 
under severe corrosive conditions, many 
modern buildings are being equipped 
with Solid Nickel Silver plumbing fixtures. 
Since it is a high Nickel alloy, Solid 
Nickel Silver resists the corrosive action 
of gases and acids. A solid uncoated white 
metal all through, no unsightly spots will 
appear and mar the beauty of fix- 
tures. In addition, lustrous, easy-to-clean 
Nickel Silver is bronze-like in hardness 
and strength. It gives exceptional wear- 
resistance to valve seats. For modern 
plumbing fixtures that look...and wear... 


better longer, specify Solid Nickel Silver. 
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THE INTERNATIONAL NICKEL COMPANY, INC. 


Miners, refiners and rollers of Nickel... Sole producers of Mone! Meta! 


67 WALL STREET NEW YORK, NY. 
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When a customer asks you, why should he 
install Vogel Number Ten or Ten-A Closets... 


you can tell him this .... 


OGEL seat-action closets are most sanitary because 

they eliminate the danger of a hand-operated valve. 
They flush every time they are used—there is no poss- 
ibility of forgetting. 


There are no balls or floats to leak and get out of order. 


The glistening white bowl and hard rubber composition 
seat make them fine-looking outfits for installation in 
schools, factories or institutions. 


And a VQGEL, Number Ten Closet on an Endurance 
Test since July 16, 1929, has flushed continuously more 
than 373,000 times, and only one washer has been 
renewed. 











- Literature, imprinted with your name 
and address, sent promptly upon request. 


JSOSEPH A. VOGEL COMPANY 


Wilmington, Del. St. Louis, Mo. 








OGEL Products : - 
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